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G “GENUINE DETROIT” & 
PRESSED BRASS AND STEEL GREASE CUPS 


“Genuine Detroit” Pressed Brass and Steel Grease Cups are drawn from rolled sheet metal. 
Selected materials, careful workmanship and rigid inspection make these a satisfactory cup 


\ 


for bearing and general machinery lubrication. 





Series No. 570 


Series No. 560 


DETROIT L[UBRICATOR (OMPANY. 


DETROIT, U. S. A. 
\ New York 














Chicago V4 




















The DROPFO Wedgelok Vise 


—an innovation in vise construction and adaptability 










The perfect vise without a rival 


VISES have a grip that cannot shake or break loose. They 
will stand more downright abuse than any vise known. 
They are born under the hammer and thrive under it. A 


user writes us that we should call it the universal machine because of its ability 
to do work heretofore considered impossible with any other type or make of 
vise. He informs us that it is being used daily as a bushing press and for 
straightening auto axles cold. 


Vises can be furnished with either swivel or stationary base. 


Manufactured by 





The 


Vise 











IS ALL THAT ITS NAME IM- 
PLIES, being made entirely of 
Drop Forgings. The wedge lock 
> swivel base principle, which 
y) is covered by patents is simple 
r and positive. 

IT IS EASY TO OPERATE. 
Tightening the jaws on any object 
automatically tightens the base. 

r this may be done indepen- 
dently when stationary vise is de- 
sired. 

The jaw plates are knurled as 
they are forged. They are dow- 
eled onto the jaw in such a man- 
ner that they cannot come loose. 
The screws are made from chrome 
nickel steel, heat treated, and are 
lg in. larger in diameter than 
screws in other types of vises of 
the same size. All parts are ma- 
chined to close limits and are in- 
terchangeable. 





Guarantee 





For the purpose of establishing 
confidence with the trade we guar- 
antee DROPFO Vises never to 
break and never to be strained 
under normal usage. 








The Fulton Drop Forge Company 


_CANAL FULTON, OHIO 
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Established 1890 


Your Prospects All Use Brooms! 


Every manufacturing plant in your territory is a prospective buyer 
of CAPITAL “Red Cap” Industrial Brooms and Brushes. There- 
fore it will pay your salesmen well to push the CAPITAL “Red 
Cap” Line at every call. “Red Cap” Brooms and Brushes will win 
re-orders on their merit. 


“Red Caps” will do even more. Their splendid service will win such 
confidence for your institution, that it will be much easier for your 
salesmen to establish a permanent, profitable business in your other 
lines. This is not theory, but actual fact, based on the experience 


of jobbers who have handled the CAPITAL “Red Cap” Line for 
years. 


Details of our time-tested sales-cooperation plan to- 
gether with Catalog 17 will be sent free on request. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 











Increase Your Sales! 


Wallace advertising is building a grow- 
ing and insistent demand for Wallace 
Portable Machines in every line of indus- 
try where wood is sawed, planed, turned, 
glued, or sanded! You can increase your 
sales and build a profitable business in 
these machines by carrying the full line in 

i stock. The demand exists — why not 
satisfy it? 










cn 






Customers 
Want Them! 


Wallace Portable Machines are built to cut shop 
costs and increase production in every plant where 
there is any woodworking operation. These efficient 
machines will handle any work within their respec- 
tive capacities speedily, accurately, and economi- 
cally. They take their power from any light or power 
circuit, and can easily be moved to any part of the 






Wallace 


6 in. Jointer 


shop. They are all direct-motor-driven—no belts to Hallace Universal Saw ‘Wallace 6” Jointer 
. See ‘allace Plain Saw Hallace 4” Planer 
s ipate power. Your customers want them! Wallace Plain Saw allace 4” Plan 
altp and diss P . P I] allace 10” Band Saw I] allace 6” Lathe 
Write today for our dealer proposition! li’onder Spindle Sander Honder Disc Sander 


Hallace Glue Pot, automatic heat control 





J. D. Wallace & Co.  Giiexconieean 














When writing to Advertisers please mention Mitt Supp ties. 


























HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


HEWITT RUB 
BUFFALO, 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


BER COMPANY 
NEW YORK 
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“TOLEDO” No. 2— 





An Example of “Toledo” Superiority 





A “TOLEDO” No. 2 tool threading 215-inch to 4-inch pipe 
is nearly 30 lbs. lighter than any other tool of like capacity. 
As it is picked up to be put on the pipe it weighs but 56 lbs. If They Buy By 
it is most compact and easy to handle. Can be used in places Cc 7 T 
where other tools would be useless, and is the easiest operating pen eccgeoigg hey 
threading device for these sizes known to-day. All sufficient Will Buy A 
evidence why ““TOLEDOS” are the most popular of all pipe 


threading and cutting devices. “TOLEDO 


wa 
THE TOLEDO PIPE THREADING - 
MACHINE Co. TOLEDO, OHIO 
New York Office, 50 Church St. 












This SAND BLAST OUTFIT Will Make Money 


for Metal Goods Manufacturers 


and makers of goods in glass, celluloid, hard rubber, wood and 
other materials by quicker production and superior finishes. No 
experience whatever is required to operate this outfit so that any 
boy or girl may be employed at the work without fear of marring 
or spoiling the work. 

It can be operated from any power shafting or from an engine or electric 
motor. A half pail of sand lasts for many days. 

An outfit like this feeds the sand automatically and the continuity of the 
sand flow is controlled by foot pressure. All the work is done inside the 
cabinet so that the operator is not bothered with dust. He holds the work 
piece by piece under the nozzle, where the spray of sand quick- 
ly produces the mat finish desired. 

Quantity work is rapidly done in this way—in fact, it is the 
most rapid and improved method of doing this work—displac- 
ing the scratch brush for mat and silky finishes and for clean- 
ing castings before plating—it displaces dangerous acids also— 
and the finish is always more even and uniform from day to 
day without streaks or other undesirable effects. 

Makers of gas fixtures, electrical goods, cosmetic containers 
in metal or glass, rubber goods where moulds are to be 
cleaned; chemical laboratories where bottles are to be 
marked and utensils freed from corrosion; all manner of 
manufacturers in fact should investigate the possibilities of 
sand blasting, as there are unsuspected places where it 
should have been used years ago. 

Tell us your mode of manufacture and we 
will be glad to make recommendations with- 
out any obligations on your part whatsoever. 


WRITE US TODAY 


LEIMAN BROS. 


60 H65 LISPENARD ST., NEW YORK 


Makers of Good Machinery for 35 Years 
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A Few Questions! 


loo you get full production from the 


Do vou know how to detect a power 


Check these de 
important though frequently neglecte: 
We'll be 


41 _ 
In the use oft 


up on 


glad to help vou make \ 
Belting durin: 


( ‘och CO 


I. B. WILLIAMS & SONS 


14-16 N. Franklin St., Chicago, Ill. 


ow elhicient is vour po Ver transmission 


‘tails and vou'll 


our 


o ¢ ighty 


157 Summer Si., Boston, Mass. 





medium ? 


power you buy? 
leakage in transmission ? 
have some interesting information on an 
| phase of manufacturing costs. 

survey and tell you of the results obtained 
three vears. 


nomiucal Let us fell you about tt 


Dover, New Hampshire, U.S.A. 
71-73 Murray St., New York, N. Y. 














ers please mention Mitt Supplies. 











——xex—“‘“‘;<C;CSCS 


July, 1925 


t 
AVL ee 


SUPP ILUTES 








y We ¥/ 


am). 4 
Sac. 


= <= GARAGES 
=\*3 Ss 


n4 


coat 


















UTILITIES Re. % 


Wi f 


y" A rt itd 
(cn ny umrensio 










Pipe Cutters 








Little Giant 
and Collets 


Dies 
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A WIDE 
MARKET 


But the GVTD line is as wide. 
There’s a GD tool for ever\ 


threading requirement from 


Pipe Wrenches 


rough repairs to precision mass 
production. 


The dealer who caters only to 
one kind of consumer is in the 







Z| WH Us Wee Kh an 
NWN Abs Fi 
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position of the man who puts all Gant sevew Plates 


his eggs in one basket. 


Some lines of tools can be sold to 

Falmost all markets. The GYD 
M@ line is one of these. A tem- 
porary lull in one industry can 


be offset by a drive on another. 





If you have been overlooking the gyeGimt pipe stocks 


and ies 


possibilities of the full @FD 


line, investigate it at once. 


G Catalogs on our complete line 
fa 


Sent on request. 
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H Twist dies Taps 
i 

} 

i 

| “GREENFIELD, MASS..U.S.A. 

| store: 13 So. Clinton St. New York Store: 15 Warren St. 

| Ca : Greenfield Tap & Die Corporation of Canada, Limited, Galt, Ont 
' Lo: ice: Greenkeld Ta & Die Corp., 139 Qucen Victoria St., London, E. ( 
ag (3) Seer “er [1D Screw Plates, Tape, Dies, Reamers, 
CONSTRUCTION —<— sf Gages, Pipe Tools, Twist Drills. 

L. 
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PROFITS 


“THE REEVES” pulleys are sold at 
prices which provide a wide margin 
of profit to the jobber much 
greater than ordinary mill supply 
and transmission lines carry. Yet 
the selling prices are low enough to 
meet the competition of other high 


grade goods. 


CO-OPERATION 


We co-operate with our jobbers by 
trade paper and direct advertising; 
by distribution of letters, catalogs 
and circulars bearing the agent’s im- 
print. Also, through special factory 
salesmen to establish a demand for 


REEVES pulleys and keep his stock 


a? 


“Ae 
WOOD SPLIT 


PULLEY 


turning. 


“She MOTOR 


PULLEY 


PROTECTION 


“THE REEVES” pulleys are sold 
only through legitimate jobbers. All 
orders coming from an agent'’s terri- 
tory are billed through the agent. 
All inquiries are referred to the 
agent. REEVES agents are mem- 
bers of “THE REEVES” family and 
are given absolute protection in 
every transaction. 











SERVICE 


By manufacturing products of only 
the highest grade, which stand up 
year after year in the most gruelling 
service; and by making prompt deliv- 
eries on both standard and motor 
pulleys, we have established a repu- 
tation which will bring ‘Repeat 
Orders” to all REEVES jobbers. 


Write for full particulars 


REEVES PULLEY COMPANY, COLUMBUS, INDIANA 
Reeves-Bond Sales Co., 39 So. Clinton St., Chicago 
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CAST IRON 
HANGERS 


"% >, 




















“Universal Giant” 

Ring Oiling Ball and 
Socket Hangers are made 
of Cast Iron and are 
Practically Indestructible 


CAST IRON is the only material 
that will give the rigidity and 
strength needed to support line 
shafting. 


“UNIVERSAL GIANT” Cast 
Iron Hangers are non-flexible and 
hold the shaft in position without 
bending or working apart. 


BALL and SOCKET ADJUST- 
MENT reduces friction and in- 
sures perfect alignment of shaft- 
ing. 


RING OILING BEARINGS pro- 
vide positive automatic lubrica- 
tion. 


Send for dealer plan. 


T.BWoods Sons (.C hambersburg,Pa. 


Makers of Power Transmitting Machinery Exclusively and Continuous ince 1857 


New England Branch: Cambridge, Mass. Southern Office: Greenville, S. C. 
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ARMSTRONG 
TOOL HOLDERS 


LEADERS 
NOW 


“ARMSTRONG 
BROS.” 


PIPE TOOLS 


EFFICIENCY is the basic quality built into 
every ARMSTRONG tool, and our trade 
mark and name are universally recognized by 
expert mechanics as a guarantee of the high- 
est quality obtainable. 











Thirty years of experience as designers and 
makers of High Grade Tools, and our excel- 
lent system of Jigs, Gauges, Tests, and in- 
spection insures our ability to deliver Pipe 
Tools of Superior Quality at Fair Prices 
which will merit and hold the wide prefer- 
ence given Armstrong Tools by skilled work- 
ers in the metal trades. 





Armstrong Bros. Dies Cut Like a Lathe Tool. 





Write for Free Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 No. Francisco Ave. CHICAGO, U. S. A. 





ROBERTS Products 
Are Trustworthy 





Painstaking effort is woven 
into every product of the 


ROBERTS Line. 


You can depend on 


ROBERTS goods to g ive 


you maximum durable serv- 


ice. 

The ROBERTS Line is com- 
plete and you are assured of 
prompt service for your most 


>ressing needs. 
F : 


Standardize on Roberts Prod- 


ucts. They will repay you 





well. 


THE ROBERTS BRASS MFG. = 


Manufacturers of bruss goods for steam, water, 
gas, gasoline, air, oil and automotive use. 


DETROIT, MICHIGAN 
J 





























Tribloc Chain Hoists 


eq uip ped with our 










This improvement ends the possibility 
of poor welds when renewing the load 
chains in Ford Triblocs. 


Any handy man can take out the old 
chain and replace it with a new one in 
a few minutes. 


The Tribloc Hoist has spur gears; pro- 
vides the highest efficiency, which is 
80%. Made of malleable iron and 
drop forged steel parts throughout. 





Send for Catalog 6-B and discounts. 


FORD CHAIN BLOCK COMPANY 
2nd and Diamond Sts. 


Philadelphia, Pa. 
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What Is a Good Valve? 


If that question were asked of you, the 
answer would probably be, “A good 
valve is one that will stand up in service 
without leaking or giving any trouble.” 
And right you are. 


But before a valve can be classed as a 
good valve, it must be of the right design 
—made from good cores and molds— 
metal poured at the correct temperature— 
properly machined—and subjected to 
numerous inspections, both visual and un- 
der hydraulic pressure, to insure the user 
against leakage. 





O-B Valves meet all the requirements. 


The Ohio Brass Company 
Mansfield, Ohio 
Precision 


INLWIES 


SNZWIG Var QI OQOYIIYWYJrm»yryrSoK For accurate, 
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Geared Utility Tool 


A fiexible shaft driven tool 









Dumore products are ‘‘want- 
ed” products because they 


No 
. Grin! IG 



















equipped, 
for ti d-to-get-at drill- ai have established a reputation 
i ] ften devel 0 er ; a 
Light oe dalanea 40 for their ability to work hard 
op. Light, sturdy, powere 





ful and accurate. 
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and wear well. Buyers have 
come to expect only the high- 
est type of efficient, satisfac- 
tory service from Dumore 
products—and that’s the only 
kind they get. 

That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 

In addition to the consumer 
good will enjoyed by Dumore 
products, we offer a compre- 
hensive selling plan, national 
advertising and generous dis- 


— "beat 
ot 
counts to further interest the E GY 


GG 
man whois on the lookout for VYIKIJGyvYs VN 
profitable propositions. 


If you’re curious, just drop us 
a line and we'll tell you the 
whole story. 


Wisconsin Electric Co. 
46-16th Street, Racine, Wis. 
Speeds 2000 to 6000 R.P.M. 


Dumol @ controlled by rheostat in 


a motor base. Willtake Ritter 
PRECISION TOOLS or special #5" Goodell-Pratt 
and APPLIANCES ey 
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Type-C Motor 
vs H.P. A splendid tool for 
light grinding work or for 
use as a small power unit. 
Regularly equipped with 
three-step pulley. 





Type-D Lathe 
Operates on A.C. or D.C. 






uf 
Mole rs 
ments. 









f= 


chucks. Motor 1 H. P. 
For jewelers or dentists, ” 
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Increase Your Bearing Metal 





A 


har 


Business 


Se This man 
wants to 
know .... 


This typical machinery man— 
you know him — often has a 
tough bearing problem. When 
he has he wants to know a num- 
ber of things about bearing 
metal. 


He wants to know if you can 
supply a bearing metal for hard 
service that will be as smooth as 
babbitt but which will with- 
stand wear better. He wants to 
know if you can give him a metal 
that will wear like bronze but 
Stewart By ifically pre which will not have the high 
flag gle Henge: nage Noe frictional propensities of bronze. 
hardness. At 601 He wants to know if you can sup- 
Par lly ~pheaniin: cab garda ply such a metal in a form most 
mperature of 1000 degre convenient for his use. 


i ee If you are carrying a stock of 
ver mit Stewart Brons you can answer 
‘‘ves’’ to each of those questions. 


STEWART MANUFACTURING CORPORATION 
1504 Fullerton Ave., Chicago 


Direct Factory Representatives 









A. C. Olfs Frank M. White St tB 1 Metal ¢ I. Frank Lanning & Co 

7321 Woodward Avenue Stewart-Warner t ¢ fornia 27 First Avenue 

Detroit, Michigan Speedometer Cort 1450 Van Ness Ave Pittsburgh, Pa 

( land Brons Bear- 7 West 65th St San Francisco, Cal 1. Frank Lanning & Co 

ir Metal Co. New York City 2022 Avenue B 

metic ogy Naga Birmingham, Ala. 

( Jand, Ch 

Wis n B Bearis Stewart-Warner Products 
Metal « I Nelson Ungar & Watson Service Station 

l Oneida S 514 Capitol A 366 S. Figueroa S 206 acust Blvd 

Milwaukee, Wis Indianapolis, Ind Los Angeles, Cal St. Louis 





Brons Bearing Metal 


Satisfied Customer I s a Business Asset 
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Caldwell Conveying and Power 
Transmission Machinery 


Used Throughout Industry A | 





















Caldwell equipment is playing a big 
part in the successful operation of 
factories throughout the country. 


Since 1875 Caldwell has held strictly 
to the basic principle of its founders, 
“Quality with Prompt Service.” 


Make Caldwell products a part of 
your regular stock. They will extend 
your markets to every industry. 


Send for Catalog MS-15 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 





Chicago 1700 S. Western Avenue 
New York Woolworth Building 
Dallas 810 Main Street 


Link-Belt Company Offices in Principal Cities 
C-21 














CALDWELL 
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Help your Customers to MODERNIZE with 
WILLIAMS’ “AGRIPPA” TOOL HOLDERS 


“THE HOLDERS THAT HOLD” 


Your customers wouldn’t use the best automobile produced twenty years ago if they 
could get it for nothing. They wisely prefer the cheaper maintenance, improved perform- 
ance and increased convenience of more modern cars. 


Show them that they can effect these same economies in the shop through the im- 
provements of Williams’ “Agrippa” Tool Holders, which offer unique advantages :— 










NO.32-b AGRIPPA 
CUTTING-OFE & SIDE T25 





“‘Agrippa’’ Boring-Tool can be used for 





“Acsrippa” Planing- with serrated ; “ . »” . os Q; 
a iii Planing Tool, — errated all sizes of Bars which come within the Agrippa” Cutting-off and Side Tool ac- 
Adjustment Ring, provides unequalled range of either of the V grooves at top commodates in ONE Holder both styles of 
ariety and rapidity of and bottom of the reversible Cap with Blades. A tool that performs both cutting- 
| ie} . } “twin-screw”™ fastening. No bushings are off and side work, by the mere substitu- 
angle. Either square or rectangular cutter 3 we > “Q} + F ¢ es is Me ; 
ae" gions — used. Two styles of Bars—‘‘Sleeve,”’ as tion of suitable cutters, tells its own story 
steel is rigidly held. illustrated, and ‘*‘Plain.” of economy. 


“Agrippa” Turning and Knurling Tools are unexcelled in quality. “Agrippa” Boring, 
Planing, Threading, Cutting-off and Side Tools provide not only quality, but are all 
Superior to anything on the market in design. 


Your trade needs every tool-holder advantage now. Sell the modern line that com- 
bines convenience, efficiency, economy. Literature? 


J. H. WILLIAMS & CO. 


“The Drop-Forging People” 
New York BUFFALO Chicago 
sR Sa a RR ita erm eae 
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Eyes—Right! 


On the right is illustrated the 
cover of the new Schieren series— 
Quality Facts about Belting. This 
series is working for you by ac- 
quainting belting users with our 
product—by breaking down sales 


resistance—by making it easier for you to sell Schieren belts. 





Not only does it introduce Schieren belts to your customers, but it 
contains information which will interest you. Let us tell you 


WHY only ‘packer’ hides are good enough for 
Schieren belts. 


WHY only the long-time, oak-bark, lay-away 
tanning process will do. 


WHY Schieren hides are thoroughly scoured 
before being made up into belting. 


It’s easier to sell something you know allabout. Send for Quality 
Facts about Belting and learn why SCHIEREN BELTS DO LAST 
LONGER. 


Let us tell you, too, about our jobbers co-operative plan. 








pelt Name 


Tanners wi 
Belt Manufacturers a 


Main Office and Factory Belting Now Handled 


42 Ferry Street, NEW YORK, U. S. A. 


Branc 


hes and Distributors in All Leading Cities Date Signed by 





Gentlemen: You may outline for us your jobbers co-operative 
(BELTIN (im fa 5 sales plan. 
TRADE MARI 
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There’s a Joker in Belt Lacing 


The price of Detroit Belt Lacing is 35 to 40 per cent 
more than ordinary wire hook belt lacing. This does 
not mean that Detroit is the most expensive, because 
Detroit will outwear two or more of any other trans- 
mission belt joint. 

A man can lace belts all day long and the lacing will 
not cost more than a dollar or two, yet it will cost 
his firm twenty dollars, thirty dollars, and very often 
twice this amount, for belting, labor, and other in- 
cidentals, to say nothing of the loss from idle ma- 
chines and idle men. 

Detroit Belt Lacing costs more because it is better. 
We do not ask you to take our word for this, but we 
do ask that you try it at our expense. We will send 
you the equipment so that you can make a test in your 
own plant or we will have a test made for you under 
any conditions you name. 

We are cutting belt lacing cost in two for hundreds 
of plants. We can do the same for you. Write for a 
free sample of Detroit Belt Hooks and Bakelite Pin. 
Detroit is the only staggered grip, wire hook belt lac- 
ing. Detroit Bakelite Pin will outwear three or more 
of any other pin on the market. Bakelite pins are oil 
proof, waterproof, acid proof, wearproof. To quickly 
ascertain the moisture resisting qualities of Bakelite 
pins as compared to others, place in a glass of water. 
Try Bakelite Pins on your hardest drive. 

Write for free samples. 
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Detroit Belt Lacer Company 
Detroit, Michigan -- 
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ATION-WIDE SERVICE is now available on the standardized 
assortment of 2194 different sizes of Rockwood Paper Pulleys from 
114" to 14" diameters. Of equal importance is the fact that these pulleys 


are made in large quantities at the Rockwood factories and sold at the 
attractive prices made possible by quantity manufacture. 


You can quickly get the pulleys you want from the Rockwood Paper Pulley 
warehouse nearest you—see list below. When ordering, give diameter of pulley 
wanted, width of belt to be used, shaft size and dimensions of keyway in shaft. 


ATLANTA, GA., ROCK WOOD PAPER PULLEY STORES, Inc., Fulton’Supply Co., 70,Nelson St., » °° All Sizes 112 to 12 in. dia. 
BOSTON, MASS., ROCK WOOD PAPER PULLEY STORES, Inc., Olmsted-Flint Company, Cambridge - All Sizes 112 to 14in. dia. 
BUFFALO, N. Y., ROCK WOOD PAPER PULLEY STORES, Inc., Root, Neal & Co., 178-180 Main St. - All Sizes 1 12 to 10in. dia. 
CHICAGO, ILL., ROCK WOOD PAPER PULLEY STORES, Inc., Chicago Electric Company, 740 W. Van Buren St. All Sizes 112 to 14in. dia. 
CINCINNATI, O., ROCKWOOD PAPER PULLEY STORES, Inc., The Doermann-Roehrer Co., 450-456 East PearISt. - All Sizes 112to 10in. dia. 
CLEVELAND, O., ROCK WOOD PAPER PULLEY STORES, Inc., The Strong, Carlisle & Hammond Co., 1394 W. Third St. All Sizes 11/2 to 14 in. dia. 
DALLAS, TEXAS, ROCKWOOD PAPER PULLEY STORES, Inc., Southwest General Electric Co., 1801 N.LamarSt. - All Sizes 11/2 to 14 in. dia. 
DENVER, COLO., ROCKWOOD PAPER PULLEY STORES, Inc., The Hendrie & Bolthoff Mfg. & Sup. Co., 1635 17thSt. All Sizes 112 to 8 in. cia. 
DETROIT, MICH., ROCKWOOD PAPER PULLEY STORE, Inc., Spaulding Electric Company, 1344-1346 Michigan Ave. All Sizes 112 to 14 in. dia. 
INDIANAPOLIS, IND., ROCKWOOD PAPER PULLEY STORES, Inc., 1801 English Avenue - S ive - -  AllSizes 112 to 14 in. dia. 
KANSAS CITY, MO., ROCKWOOD PAPER PULLEY STORES, Inc., Webb Belting Company, 1501 West Twelfth St. All Sizes 11/2 to 10 in. dia. 
LOS ANGELES, CAL., ROCK WOOD PAPER PULLEY STORES, Inc., Illinois Electric Company, 313 S. San Pedro St. All Sizes 1 12 to 20 in. dia. 
MILWAUKEE, WIS., ROCK WOOD PAPER PULLEY STORES, Inc., Julius Andrae & Sons Co., Te and Mich. Sts. All Sizes 112 to 8 in. dia. 
NEW YORK CITY, ROCKWOOD PAPER PULLEY STORES, Inc., 6 Murray St. . - - - e A!lSizes 112 to 14 in. dia. 
OMAHA, NEB., ROCK WOOD PAPER PULLEY STORES, INC., Interstate Mchy. & Supply es 1006 Douglas St. All Sizes 112 to 8in. dia. 
PHILADELPHIA, PENN., ROCKWOOD PAPER PULLEY STORES, Inc., Charles Bond Company, 617 Arch St. - All Sizes 112 to 14 in. dia. 
PITTSBURGH, PENN., ROCKWOOD PAPER PULLEY STORES, Inc., Transmission & Belting Co., 325 Second Ave. All Sizes 1 12 to 12 in. dia. 
SALTLAKE CITY, UTAH, ROCK WOOD PAPER PULLEY STORES, Inc., Capital Electric Co., 310-314 W. Second South £t. All Sizes 112 to8 in. dia. 
SAN FRANCISCO, CALIFORNIA, BUZZELL ELECTRIC WORKS, 532 Sansome St. - - - - - - Most Sizes 112 to 18 in. dia. 
SEATTLE, WASH., ROCK WOOD PAPER PULLEY STORES, Inc., Seattle Hardware Co., 501 First Ave. South All Sizes 112 to 14 in. dia. 
ST.LOUIS, MISSOURI, ROCKWOOD PAPER PULLEY STORES, Inc. 801 North Second Street - - - All Sizes 112 to 14in. dia. 
ST. PAUL, MINN., ROCK WOOD PAPER PULLEY STORES, Inc., St. Paul Electric Co., 145E. FifthSt. - . All Sizes 112 to 10in. dia. 


THE ROCKWOOD MFG. CO. INDIANAPOLIS, U.S.A. 
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\Every industry 
needs Nitrose | 


LOSSY-BLACK, tough, long-lived 
(5 Nitrose paint finds a ready-made 
market everywhere. And Nitrose 
stays sold. Read these good reasons why: 
Nitrose successfully resists the fierce heat of 
the boiler room, the intense cold and the 
brine of the refrigeration plant, the hard 
duty of chemical plant service and rough 
wear, inside and outside the plant. 
q Nitrose lasts because it stays elastic, ex- 
panding and contracting with the surface it’s 
used on, without cracking or peeling. ‘This 
cuts out the necessity to repaint so often— 
and every purchasing agent knows it’s not 
the paint but the repainting that costs. 
And tell any engineer that Nitrose sinks 
right down to the bare surface—that it can 
be applied over dripping wet pipes, greasy 
machines or hot, rusty stacks—those are the 
features that put Nitrose over. Nitrose is 
making money for others—how about youP 
Ask about the dealer plan. 


The Nitrose Company 


Peoria Life Building - Peoria, Illinois 





men find easy to sell; there is no need to 
specify a special paint for a special condi- 
tion; Nitrose meets all conditions; there 
is no engineering to be done; Nitrose fits 
every case. Ask about the dealer plan. 
It will pay you as it’s paying several others, 
and the exclusive territories are going fast. 


Nitrose Paint is a staple that jobber’s sales- 


Fullest advertising co-operation. 
Regular space in 
Power Ice and Refrigeration 
Industrial Power Industry Illustrated 
—and others. 


Conquers Grrosion 





Only Rhopac 
can say this-- 


A truly remarkable story of rapid 
success — how jobbers are 
“cleaning up” because of it 


IX months ago a new packing elbowed its way into 
these pages. This packing had a new story to 
tell. It was backed by men with a new idea— 

an idea that two solid years of actual tests had proved 
to be right. The idea was that packing design had not 
kept pace with modern equipment and conditions, and 
that an efficient packing could be designed which 
would do three things: first, save the engineer much 
expense and time; second, save steam and preserve 
the machine; and third, cut out the nuisance and ex- 
pense to the jobber of stocking many kinds and sizes 
and styles of packing. 


This idea ‘‘took’’. Inquiries came in. Distributors 
were lined up. Production commenced to increase— 
then it soared. From an unknown product last winter 
without distribution, Rhopac ‘‘C-C’’ (Cushion Center) 
Packing is now sold in every section of America. The 
men who saw the big possibilities of this new product 
have made real money, and they are just beginning to 
see that the surface has only been scratched. 


There are territories still to be had, several good ones. 
And there are good dealer connections that can be 
made with those distributors who already control cer- 
tain areas. The demand is here, the product has 
proved itself, and the money is good. It will pay you 
well to keep posted on Rhopac, the packing that made 
good ‘‘overnight’’. 


Chicago Rhopac Products Co. 


925-941 Wrightwood Avenue - Chicago, Illinois 































Bunting Opens the Way 
to a Real Business in 
Bearing Metal— 











There is no sales resistance to Bunting 
Phosphor Bronze. Nationally advertised, 
nationally accepted, sensibly priced, it 
gives the mill supplies dealer a live line 
that produces volume and turnover. A 
big range of stock sizes. Two handy 
assortments attractively boxed. 
Get the Bunting proposition. 





THE BUNTING BRASS & 
BRONZE CO. 


TOLEDO, OHIO 















BRANCHES AND 
WAREHOUSES AT 





NEW YORK PHILADELPHIA 
245 West 54th St 1330 Arch St 
Columbus 7528 Spruce 5296 
CLEVELAND 
710 St. Clair Ave. SAN FRANCISCO 
N. E. 198 Second St 
Main 5991 Douglas 6245 
CHICAGO 
2015 S. Michigan BOSTON 
Ave Oliver S 
Calumet 6850-6851 
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Write for samples 


and limit dealers «prices 


A Line of Leather Belting 
stood the 
sideration. 
Materials 
factory, 


high ¢ 


\We wish particularly 
Mill Supply Dealer a 


proposition to vou. 


GEO. RAHMANN & COQ. 


Buffalo, 


Place Your Confidence 
In Rahmann Belting 


Products which has 
acid test for 30 years is worthy of your 


Made of the 


obtainable, in a 


best Leather and 


modern up-to-date 


you are assured of a product which is 


rade through and through. 


to cooperate W ith 


nd should like to outline O 


32 Spruce St., New York, N. Y. 


M.-Y. Newark, N. J. Syracuse, N. Y. 

















The Original 
and Genuine 


Max Sievert 


(Sweden) 


Blow Torches 


and Stoves 


The best by far 
Over 400 Types 


We also carry a full line of Files 


Write for catalogue 


Scandinavian Western Importing Co. 
Limited 
116 Broad St., New York, N. Y. 


Minneapolis, Minn. 


Montreal, Can. 








INJECTORS 





500,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 











DETROIT, MICH. 





American Injector Co. 
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Material Handling Equ 

rentincludes Spur-Geared, Screu 

Geared and Differential Chain 





Blocks, Electric Hoists, I-Beam 
Trolleys, Overhead Crane Equip- 
ment and Electric Industrial 
Trucks, Tractors and Trailers. 
Factory Locking Equipment. 
To acqutre lox king re ontrol, security 
and convenience throughout the 
factory use Yale Master Keyed 
Locks. 
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Yale Ball-Bearing Chain Blocks 
— quicker sales 


Every part of a Yale Chain Block is a talking point; 
and every user of chain blocks realizes that Yale is the 
standard of comparison. 


For fifty-one years Yale has been the originator of 
every notable improvement in design. 


Yale Chain Blocks are broadcast to the consumer 
through advertising thereby creating a universal de- 
mand and lowering the jobber’s selling cost! 


Yale Ball-Bearing Spur-Geared Blocks, with load- 
sheave rotating on large chrome-vanadium steel ball 
bearings, represent the highest chain block efficiency 
yet developed. 


Users of Yale Chain Blocks are accustomed to buying 
them from the Mill Supply Trade. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U. S.A. 


YALE MADE IS YALE MARKED This illustration is made from 


an unretouched photograph 
e o 
ALE!  Hoisti 


; ; } 
of the Yale load chain. 
& 43 
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WATSON-STILLMAN 


EB he ; y a’ tis f> oe Lu i x. “ A ' be i a il yi 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 
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Duojet Closets and Flush Valves 
Most Sanitary and Efficient of All 
Make Clogging and Overflowing Impossible 





HE great advantages of the Watrous Duojet Closet and Flush 

Valve, both in the matter of economy and also sanitation, need 
little demonstration even to those unfamiliar with plumbing details. 
The Watrous Flush Valve (A in the illustration) delivers the exact 
amount of water required for a thorough flush and refill, and, by 
means of 2 converging jets (B and C), the bowl is emptied more 
quickly and flushed more efficiently than any other type of closet 
bowl. 







: 4 The outlet is 
. vertical from 
the trap down. 





By avoiding the usual narrow, zig-zag outlets, clogging and over- 
flowing are made impossible—a vital matter in factory operation. 


The Watrous combination is advertised widely in newspapers, trade paners, 
and in direct-mail campaigns. It is sold entirely through jobbers. Wite 
for catalog and prices. 


PLUMBING DIVISION 


Watrous Flush Valves—- Duojet Closets — Self-Closing Basin Cocks -- Combination 
Lavatory Fixtures--Pop-Up Wastes-—Drinking Fountains —Liquid Soap Fixtures—ete. 


THE IMPERIAL BRASS MANUFACTURING COMPANY 


511 South Racine Avenue (Established 1885) CHICAGO 
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ATKINS 


SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 


E.CATKINS & CO. INDIANAPOUS, ID, 








Atkins Upset Swages for Solid and Inserted 
Tooth Saws 





Kwik-Kut Metal Cutting Hack Saw Machines, 

belt or motor driven; capacity up to 8 by 8 in. 

More economical than Circular Metal Cutting 
Saws. 





Metal Band Saw Machine for cutting all kinds of 
metal; can be driven by belt or motor; capacity AAA ¥ 

. : : on-Breakable Hack Saw Blades for 

any size up to 12 in. by 14 in. hand frames; can be twisted and abused but 

they will not break in work. Send for sample. 














, : Band Saws, y i — . " 
Inserted Tooth Circular Saws, Teeth & Holders; Sitieee Bhar eee oN ny made, from — Solid Tooth Circular Saws for saw and planing 
for light, medium and heavy mills. . i “ mills, woodworking and furniture factories. 


Send us your inguiries for Saws of all kinds, Saw Tools 
and § Mill Supplies. Manufacturers of Acrolite and 

rrol Grinding Wheels for Saws, Knives, Tools, Iron, 
Brass, | per and other metals. Distributors of Cantol 


Belt Wax in 


or Pie GN 
paste, bar, stick and liquid form. 





Acrolite Wheels for Saws, Write nearest point below for complete catalog No. 19 Ferrolite Wheels for Iron, 
Knives and Tools. 


Brass, Copper, etc. 








“Wax YOUR BXLTS™ 





BELT WAX 











Stops Belts from Slipping AAA Hack Saw Frames 


Write for free sample 


Machine Knives for Every Purpose 


Template paper for the asking 


E. C. Atkins & Company 


Home Office and Factory: Indianapolis, Indiana 


Canadian Factory: Hamilton, Ontario 


Established 1857 The Silver Steel Saw People 


Machine Knife Factory: Lancaster, N. Y. 
Branches Carrying Complete Stocks in the Following Cities 


Atlanta Chicago Memphis Minneapolis New Orleans New York 
Portland San Francisco Seattle Vancouver, B. C. Paris, France 


“A Perfect Saw for Every Purpose” 
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TROOPS of | 
TRANSMISSION 


AS TROOPS in action, overcoming resistance, carry 
LA objective after objective, so do pulleysand hangers, 
ouplings, transmit power 


belts and shaft, bearings and c 
hrough department after de- 


from engine to main line 





part wn to the final objective—the machines 
hat last steps of production. 

In power transmission there is resistance at every 
point, a resistance, h can be lessened toa 





notew¢ rthy degree by 2 right kind of pulleys 


and the right kind of hangers. 






e of strength, 
he belt snugly and tight, that 
2l advantage that has thus far been 


best of belt pulley design. 


—pulleys that are ligh 


that are design 





de veloped in th 


—hangers that are strong and rigid against vibration, 
made of tough steel which will not break, easy to adjust 
i ndable and at the same 


time trim, neat, smooth inline and stalwart in appearance. 





and that are everlastingly 





This description accurately fits American Steel Split 
Pulleys and American Pressed Steel Shaft Hangers. 
Your request for more inf« rmation will be answered 


mr moti 
promptly. 


THE AMERICAN PULLEY CO. 


Manufacturers of Steel S; I 
Pulleys, Pressed Stee! Shapes 
F'ressed Steel Shaft Hangers 


4200 Wissahickon Avenue Philadelphia, Pa. 


The names and addresses of ' American” dealers 
are listed in MacRae’s Blue Book 


F PRESSED STEEL \N 
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HANGERS | PULLEYS 
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crapped 


Tuis Suarr AND PULLEY did its 
best against heavy odds, but finally 
lost out in its fight with friction. 
Intermittent oiling and less atten 
tion is the usual treatment of bear 
ings on quantity production ma 
chines. 


It is a good thing to know that 
there is a bearing that will last six 
times as long as the best bronze 
bearing made, yet never need 

dir Pp of oul, Arguto Oilless Bear- 
ings can show many records of 20 
years of service without apparent 
wear to either shaft or bearing. 


An investigation in your plant will 
find many points where the super- 
lative service of Arguto Oilless 
Bearings will bring you increased 
production and profit. 


\RGUTO OILLESS BEARING CO. 


Wayne Junction, Philadelphia. Pa. 







Smoother than Grease 
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leven 


onths 
Extra. 
\ Service 


Working under hard conditions, elevat- 
ingcrushed stone, this Diamond Elevator 
Belt delivered eleven months more ser- 
vice than expected. 


“If it lasts two years, we will be satis- 
fied,’ said the Superintendent when 
placing the order. When the belt made 
a record of two years and eleven months, 
he replaced it with another Diamond 
Elevator Belt, and later on when in the 
market for a Conveyor Belt, he selected 
a Diamond Conveyor, which has now 
been in service three years, and is not 
anywhere near through. 


Kohinoor 
Special belt 
duck, rubber 
friction the very 
best, super- 
quality cover 
specially an- 
% chored to the 

body of the 






Extra service of this sort helps mate- 
rially in reducing operating costs and 
is a real asset to jobbers of Diamond . 































Portage 














belt. An eco- Diamond Belts. It builds good-will and increases 
nomical CeO ‘ 
belt for Ae ae your business. 
tional quality, 
rough 


with a thick 
and tough rub- 
ber cover. 


hard ser. 
vice. 


THE DIAMOND RUBBER COMPANY, Inc. 
Akron, Ohio 


Atlanta Boston Kansas City Philadelphia New York 


Chicago Dallas Los Angeles San Francisco Seattle 


Diamond 


RUBBER BELTS, HOSE, PACKINGS 
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“Clipper Special’ 
Pins 


Exhaustive tests of all types of pins on the market 
have proved conclusively that the “Clipper Special” 
Pin will outwear any substitute for the rawhide pin 
yet devised. 


Made of a friction resisting substance—tough and 
durable, yet pliant. 


An exclusive Clipper product—made with Clipper 
precision and uniformity. And sold AT EXACTLY 
THE SAME PRICE as Clipper Rawhide Pins. 


Immediate Delivery in Any Quantities 





EER OREN Te Met 


The Clipper Belt Lacer 


Universally recognized as the most 
efficient lacer in the world. Guar- 
anteed indefinitely—kept in perfect 
working order FREE OF CHARGE, 
provided Clipper Belt Hooks are 
used exclusively in its operation. 

Over 210,000 Clipper Belt Lacers 
now in use. More than 1,800 sold 
every month in the year. 

















When writing to Advertisers please mention Mitt Supptties. 
























’ 0? Dat ? CY TAC 
July, 192: AIL CUPP LUES 


29 

















Increased Froduct 


Clipper 
Belt Hooks 


Clipper Belt Hooks (100% staggered) are made 
from Swedish Steel, the greatest fatigue resisting 
steel obtainable for this purpose. 


Clipper Belt Hooks are actually sold for 30% less 
than other makes, notwithstanding the fact that 
Swedish Steel costs 20% more than domestic steel. 
This is possible only by reason of the efficiency of 
Clipper manufacturing methods and the tremendous 
volume of Clipper Hooks produced. 


3,500,000 Clipper Belt Hooks Shipped Daily 


Standardize on Clipper Belt 

Hooks, Clipper Pins and the 

Clipper Belt Lacer for in- 

creased production, economy 
and satisfaction. 


Brighory 
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N a gasket, it is the material that 





counts: the time and labor of 








cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 


Sheet Packing is used, a perfect joint is 





the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 


Carried in stock at all our branches in all 
thicknesses up to 14 inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


| NEWYORK BELTING & PACKING CV 





High Grade Rubber Goods for Mechanical Purposes 









New York 
Pittsburgh 


Philadelphia 


San Francisco 


Boston Chicago 


St. Louis 
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Every Mill uses Machinery — : 


All Machinery needs Oils and Greases— 
Why don’t you sell Oils and Greases ? 















Day after day your representatives call on big business and 
get a large portion of it. BUT—day after day this big business 
is buying Oils and Greases, but probably not from you because 
you don’t sell it. 


The new Waverly plan of merchandising Oils and Greases 
through Mill Supply Houses has met with decided success 
everywhere. Mill Supply Houses that have sold Waverly Oils 
and Greases through our new plan have reported, “Your new 
plan of merchandizing Oils and Greases has greatly increased 
our business and profit.” You can do the same. Let us show 
you how. 


The Waverly Plan includes an extensive advertising campaign 
to your customers, direct-by-mail folders, booklets and litera- 
ture for you to send direct to your customers. We will send 
lubrication engineers and salesmen to instruct your sales staff 
and work with them in the field. 


You can’t go wrong with Waverly products. 


Further details with sample literature will be sent to Mill 
Supply Houses upon request. Take advantage of this new 
merchandizing plan today. 


Waverly Oil W orksCompany a 


5408-54TH STREET PITTSBURGH, PA. pe 
Established 45 years. as 





Member of Pennsylvania Grade Crude Oil Assn. NSE Rae 


OIL _A ylvaniz xy 
ith PERMIT NO.11 
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Good Values 





vs Good Handshakes 


A pleasant, genial personal 


ity is a fine thing, but it car 
ries little weight with indus 
trial buyers unless the prod 
ucts bi 


vught make good. 


When you sell a customer 
Jenkins Valves, you're sell 
ing him real value every 
time. You're selling him a 


product that makes good in 
and that gives him 


service, 

a lasting good opinion of 
your house. He comes t 
you again, not only when 


other valves - needed, but 
for other supplies as well 


For practically every require 
ment, genuine Jen 
kins 


there's a 

Vaive 
mend with 
dence. The 
the Jenkins 
nently 
kins 


you can 
absolute 
wide 


recom 
confi 
line is promi 
featured in the Jen 
publicity 
which is 


campaign 
aimed to reach 
valve buyers in every 
industry 


JENKINS BROS. 
80 White St. New York, N. Y. 
524 Atlantic Ave. Boston, Mass. 
133 No. 7th St. Philadelphia, Pa. 
646 Washington Blvd...Chicago, III. 


JENKINS BROS., Limited 


Montreal, Can. London, Eng. 


trade 
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Presents the New 





Commercial Roller Bearing 


The 


combines a very minimum of friction with 


new Bond Commercial Roller Bearing 


maximum durability. The pressed steel re- 
tainers, or cage ends, are tied, spaced and held 
rigidly in place by steel stay rods alternating 
with hardened and ground steel rollers. These 
stay rods are electrically welded into the re- 
tainers and serve to keep the rollers separated, 
evenly spaced and constantly parallel to the 
shaft axis. 


In order to obtain maximum service from commercial 
roller bearings a rigidity must be maintained which 
constantly assures perfect alignment. For this reason 
we have placed a steel stay rod in each space between 
rollers, as shown in the above illustration. The im- 
portance of the Bond steel stay rod design cannot be 
over-estimated. Power losses, uneven wear and fric- 
tion in roller bearings invariably develop when rigidity 
is lacking through slighting this most necessary fea- 
ture. 


The illustration also shows the split outer raceway, 
which makes it possible to install the bearing easily and 
quickly. This outer raceway is of high-carbon steel 
and is split with a ““V" cut. The rollers pass over this 
“V"" cut smoothly and there is no “car track joint” 
wear to contend with. 


The rollers are of solid steel, hardened and ground. 
This unusual feature makes it self-evident that these 
rollers will greatly outwear the soft metal type. 


Send for the new catalog and price list of 
Bond Commercial Roller Bearings. 

















mention M111 


Always marked with the”"Diamond” Bond Foundry and Machine Co. 
° Manheim, Lancaster Co., Penna. 
Ne s\ VES For nearest distributor see McRae’s Blue Book 
SINCE 1864 
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Everything 
in Line Shafting 
Equipment 


In this large plant, Medart makes 
everything in line shafting equip- 
ment—turned and polished steel 
shafting, couplings, hangers, bear- 
ings, friction clutches, five types 
of pulleys, gearing and kindred 
appliances. 





Established 1879 \o 


Use *MEDARP- Gearing 


Standardize on Medart Gearing and be sure of the same built-in 
excellence that has identified all Medart products for the past 45 
years. When you specify Medart you get quick, accurate service 
on all types of gears—spur, bevel, mitre, internal, worm, mortise, 
and all other types, including wood cogs. Made of any material 
and either pattern molded, machine molded or cut. 


Specify MEDART Equipment 


The use of Medart equipment means less friction, fewer shut- 
downs, better results at less cost. It means true-running journals, 
bearings that are accurate, strong pulleys, better-running belts, 
and, in consequence, a larger return on your investment. 








Get Catalog 43 With Discount Sheet 


Buy all your transmission equipment through Medart Catalog 43 with dis- 
count sheet. This affords a simple, direct method of concentrating your 
transmission machinery purchases—economically. Or, send your specifica- 
tions for engineer’s estimate. No obligation. 


THE MEDART COMPANY 


rmerly Medart Patent Pulley Co.) 





General Offices and Works: St. Louis, U. S. A. 


Cincinnat Offices: Chicago, Philadelphia, Pittsburgh and New York 


Loq o_O] 


from 3-in. to 160 jiameter, em from stock th 
and up to 60-in. face order, 
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The last word in pu y 
strength Withstands any 
strain 


original stee| plate tace pulley 
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There’s a 


on every AZOR Grinder you 
sell, and the best of it is that 
your customer, for $32, gets 
the best grinder on the mar- 
ket today. Azors are selling 
and satisfying their users. 








Dealers—Get This! 


We want a dealer in every 
city who will keep the 
AZOR on display. All inquiries 
from a city where we have a 
dealer will be referred to him, 
and orders from his territory will 
be filled by him. That's fair, 
isn't it? 


Wire at Our Expense— 


“Reserve territory and send all 
particulars of AZOR sales prop- 
osition.”’ 


THE AZOR MOTOR MFG. CO. 
7424 Bessemer Ave., Cleveland, Ohio 





1/3 H. P. Motor 

Large Shaft 

Dust Proof Bear- 
ings 

8x34 in. Grinding 
Wheels 

10-foot Cord 

Switch in base 























Make a Clean Sweep of All 


Hoist Customers in Your Vicinity 


No prospect will turn down a Wright Hoist for any other hoist 


made if he knows of its superior strength, its longer life and greater ' 
speed—all due of course to its exclusive features. _ 
When you sell a hoist, always make it “WRIGHT.” and & Oo 


your trade will stay sold on you. 





















WRIGHT MANUFACTURING COMPANY 
Lisbon Ohio 











The hoist of the 21 
plus points of engi- 
neering supremacy 


DICE 


IMPROVED 4i6f 3PEZD HOIST 
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Keep Up with Today 


and Tomorrow will take Care of Itself 
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ORSES gave way to horsepower 
when their job became too much 
for them. In the same way, King Tut’s 
artisans were supplanted, after centuries, by modern 
drilling machinery; and the drills—even the drills 
used on the horse car—have long since been rele- 
gated to the limbo of useless equipment. 


Today’s drilling demands are a thousand fold more exact- 
ing, and infinitely immense. The tools must do tasks that a 
few years ago were considered impossible. Only the best can 
hope to meet these demands. Only the best can keep drilling 
costs pared down to a par with other improving operations. 


But, to serve today’s needs, and to meet your own stand- 
ards, here is CLE-FORGE, backed by world’s records in drill- 


ing cast iron, machinery steel and armor plate. 


CLE-FORGE HIGH SPEED DRILLS are regularly carried 
in stock by Cleveland dealers everywhere. 


TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK CHICAGO-LONDON 
TRADE MARK REG US PAT OFF AND FOREIGN COUNTRIES 


Manufacturers, also, of 
Carbon and High Speed Drills for every purpose; ‘‘Mezzo’’ Super-Carbon 
drills; Hand, Jobbers’ and Shell Reamers; ‘‘Peerless’’ High Speed 
Reamers; ‘* Paradox’? Adjustable Reamers; ‘‘Quick-Set’’ Reamers; 
Chucking Reamers for Turret_Lathes; Counterbores; 
Countersinks; Sockets; End Mills; and the 
““*Ezy-Out” Screw Extractor. 
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HIGH 
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Minneapolis, Minn. 
201-211 No. 3rd St. 


Leather Belting 

“VW Shaped and Flat Fan Belting 
Oak Pump Cups and Valves 
Hydraulic Cups—U Packings 


W. 8S. NOTT COMPANY 


Chicago, Ill. 


37 So. Clinton St. 


Manufacturers 


All Leather Specialties 


Trunk Straps and Handles 
Halters—Harness and Parts 
Automobile Clutch Leathers 


Ladies’ Cases—Men’s Luggage 


Sink and Bolt Washers 
Bibb Washers 


Brief Cases—Sample Cases 
Auto Trunks and Cases 
Gun Cases and All Special Cases 


VRITE US FOR CATALOG AND PRICES 




















Always ready for severe service 


Construction work demands immediate service in the 
supplying of tried and proven parts that will stand up 
under all conditions. 


Sherwood Engineering Specialties 


are everywhere 


protecting expensive construction 
equipment. : 











Compression Grease Cups 


operate easily and with- 


‘“‘Duplex”’ Flue Cleaners 
stand hard usage. 


are very durable because of pro- 
tected scrapers, great care in 
selecting material, and superior 
workmanship. 


Hart Oil Pump 


metal body rough brass 
finish type — for lubricat- 
ing the cylinders of steam 
engines and pumps. 


Buffalo 


Automatic Injectors 


are specially adaptable 
to portable power plants 
because of automatic re- 
starting over a_ wide 
range without adjust- 
ments. 


Eagle Ejectors 
lift water 25 feet or 


force it 100 ft. with 
greatest economy. 


Sherwood Manufacturing Company 


Brass Founders and Finishers 


Sole Manufacturers of Sherwood 
Specialties 


1713 Elmwood Ave., Buffalo, N. Y. 


Engineering 


Our catalog No. 18-5 awaits 
your request 
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“Give Me Some Real Facts and Prove Them,” 


willthey save? 


hangers,” fired the purchasing agent at the 


Skayef Ball Bearing Salesman. 


“You’re on,” said the B. B. 
“In one year’s time 
manufacturer saved over 
58,000 in power alone by a 
changeover to Skayefs,” he con- 
tinued pointing to the tabulated 


Savings on 


salesman. 


This 


seven of the 
certified Nielsen surveys. ‘And 
here’s a plant where they have 
been on 


1 


page 


costs,” he added, thumbing rapidly through 


eggs alae 
the job for fourteen years, 
312.85 annually in power and maintenance vf 


Said the Purchasing Agent 


| (pi much power, oil and maintenance 


Give me dollar and cents 
facts why I should change my plain bearing 


17 such surveys giving the bona fide 
experiences of manufacturers in many fields. 
These facts nailed the order. That’s the 
sort of ammunition your salesman can have! 
There’s no magic wand about 
these surveys but—they do help 
the mill supply man and his sales- 
men to land the“show me” pros- 
pects. Youtoocan have thiskind 
of help in selling Skayef Self- 
AligningBallBearing Hangers. If 
youwantyourshare of this profit- 
able business—write us today. 





f = 





Jutside of Survey shown above * es 

Soa a eave Sere These surveys are prepared ex- 
saving clusively for S353 by the Nielsen Company 

of Chicago, and are part of the service given 


to all recognized | ’ transmission agents. 


The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 





BALL BEARING 
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oe 
Stationary Base Solid Jaw OST Machinists’ Vises are made in six 
0 88” jaw styles and 47 sizes. The Yost line in- 
cludes; Solid Jaw Stationary Base Vise; 
ree Solid Jaw Swivel Base Vise; Adjustable 
> , — Jaw Stationary Base Vise; Adjustable Jaw 





Swivel Base Vise; ‘‘Special’’ Adjustable Jaw 
“3 Swivel Base Vise, and an especially heavy 
i Chipping Vise. 


The excellent metal from which Yost 
Vises are made and their ability to with- 
12 Sizes stand hard usage and severe stress has 
gained a remarkable reputation for satisfac- 
tory performance. 






GUARANTEED 
ih ie men Yost Manufacturing Company 
— — must make good or Meadville. Pa. U. S. A 





Machinists’ 


Vise Drill Press Vise 





: ( Machinists’ 
Vise 
y Se sin B ™ 





8 Sizes 
ea ; 
i] to / 


jaw 





Stationary Base Adjustable Jaw 
de 8 Sizes 
Swivel Base Adjustable Jaw 3%” and 5” jaw 3” to 7” jaw 








2 Sizes 
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ORDINARY PIPE 
































The /nside Story About Pipe 


RR YM the outside all pipe may look much alike—but if you loo 
inside it’s a different story. These are actual photographs an: 
show what you will find if you examine ordinary butt-weld pipe and 
compare it with “NATIONAL” SCALE FREE Pipe. Note the 
patches of scale (which form on all butt-weld pipe skelp in the weld- 
ing furnace) on the ordinary pipe at the left; then note the clean, 
smooth inside surface of the pipe on the right; this pipe was made 
by the “NATIONAL” SCALE FREE Process. 
“NATIONAL” Butt-weld Pipe (sizes 13 to 3-inch), in addition 
to being Spellerized (roll-knobbled), is made SCALE FREE. Ad- 
vantages include — clean, smooth surfaces — minimized friction 
losses—inecreased working capacity and—resistance to corrosion, 
particularly in the form of pitting. Our Bulletin No. 7 will give vou 


more of the inside story about this pipe. Sent free upon request. 


NATIONAL TUBE COMPANY 


Frick Building, Pittsburgh, Pa. 
DISTRICT SALES OFFICES IN THE LARGER CITIES 


Only “NATIONAL,” Pipe is Made by the SCALE FREE Process ! 
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‘‘The CHICAGO Line’ Ball Bearing Loose Pulleys 


CONSIDER THEIR ADVANTAGES 


Simplest possible construction. 
Lubricate but two or three times a year. 


Power Transmitting Appliances 


Hot bearing impossible. 

No noise—no dirt. 

No dripping of oil. 

Each pulley fitted with two high class Ball 
Bearings. 

This is only one of many trouble saving spe- 


cialties of CHICAGO LINE EQUIPMENT. 


Complete Catalog forwarded on request. 


Chicago Pulley & Shafting Co. 





MAIN OFFICE: 
17 N. Desplaines St., 


Chicago, Ill. 


“DAGGETT” BALL BEARING 
LOOSE PULLEY 














You Can Always Recommend 


jeull Valves 


iat ani TO DO THE WORK a 


eee 





REQUIRED OF THEM i 
BRONZE STEEL 
WHITE STAR GATE RISING STEM 
VALVE GATE VALVE 


Monel Metal working 
: parts. 400 Ibs. working 
to 200 pounds. Powellium steam pressure. 750° F. 


Nickel Disc. Sizes 14 to 3”. Total Temperature. 


Steam working pressure up 





Your customers will appreciate your 


having POWELL VALVES on hand 


THE WM. POWELL CO. 


Dependable Engineering Appliances 


Cincinnati, Ohio 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 


Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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LARGE VOLUME OF BUSINESS 

The continued high production in the automobile 
industry, the notable increase in the awards of build 
ing contracts and the record breaking freight car- 
loadings of the first five months of this year show 
that a large volume of business is being done in this 
country, regardless of the scattered complaint of 
some manufacturers and distributors. 

Official figures for production of motor vehicles 
show that during May there were manufactured 
364,363 passenger cars and 41,415 trucks. In May, 
1924 the production total was 271,033 passenger 
cars and 33,561 trucks. For the first five months of 
this year, the total production was 1,505,931 pas- 
senger cars and 189,962 trucks. 

The figures for building contract awards showed 
an increase of 19.4 per cent over those of May, 1924. 
Operations are reported to be going forward on a 
scale which indicates that this year’s total will be 
little, if any, under last year’s. 

From January Ist to May 16th, 18,434,894 cars 
of revenue freight were loaded by the railroads of 
this country, compared with 17,821,195 cars in the 
corresponding period of last year. The figures for 
this period of this year indicate that the loadings are 
the largest on record for any corresponding period. 
One authority points out that the excess of loadings 
this year has been in spite of the fact that coal, coke, 


ore, grain and livestocks loadings were 41,210 cars 
less than in 1923, the year when the total for the 
period was closest to that of this year. The excess 
of merchandise and miscellaneous freight more than 
made up these losses. 

That this volume of business has been sustained 
through the early part of June is indicated by the 
fact that loading of revenue freight for the week 
ended June 6th totaled 994,874 cars, the largest 
weekly total this year, and an increase of 84,081 cars 
over the first week of June last. 

The Department of Commerce gives additional 
evidence in support of the contention that business 
is good. It reports that “the general increase of 
May business over a year ago was especially shown 
in the output of automobiles, the consumption of 
cotton, the award of building contracts and the ship- 
ment of cement,” and furthermore that “all price 
indexes were higher than a year ago and foreign 
trade also increased, except for imports of gold.” 

There is, therefore, a good volume of business, 
but it isn’t being secured without a struggle. One 
large bank report expresses it well by saying: 
“Competition is everywhere reported to be keen. 
This is to be expected with large manufacturing 
capacity, hand-to-mouth purchasing and narrow 
price fluctuations, the prevailing characteristics of 
industry. The chief result of such conditions is that 
speculative profits are not possible. Mere price 
competition does not further the end of profits. The 
only policy that is safe and promises results, with 
things as we now have them, is emphasis upon the 
superiority of the product or the service.” 

Mill supply distributors should study the last 
sentence in the foregoing paragraph. It is in line 
with what leaders in this field have been preaching 
for some months. It is the only safe policy 





DISTRIBUTION CHANGES COMING 

Distribution, the moving of goods from the pro- 
ducer to the consumer, is becoming the outstanding 
topic for discussion in economic circles. For many 
vears production problems held the center of the 
stage, and every effort was bent to place manufac- 
turing on an efficiency basis. Today it may be safely 
stated that producers have arrived at a point where 
their operations are at an exceedingly high standard 
of efficiency, and where they must devote greater 
attention to getting their products to the consumer 
in a more efficient manner. The competition of yes- 
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terday was laige!y in production efficiency; that of 
tomorrow will be in superiority of distribution. 

Just as manufacturing has gone through various 
stages from the haphazard methods of the early 
days to its present highly organized basis, just so 
will distribution gradually be carried to a higher 
plane. There is just as much reason for applying 
scientific treatment to this phase of business as to 
production. Getting the products of industry to the 
consumers will be a study in which science will play 
a leading role. 

A prominent American merchant, highly success- 
ful in his own line and recognized as a leading light 
on business and economic subjects, recently under- 
took to predict what will happen in America in the 
next decade or two. He foresees an era of keen 
competition and of many changes in distribution, 
in which margins will be narrower and distribution 
will be largely of a mass character. 

The mill supply fie!d doubtless would say that the 
era of this keen competition is already with us, and 
it will 


take very little stretch of imagination to 
realize that this “‘mass” distribution idea is bound 
to come. Just as competition in manufacturing has 


brought with it the necessity for consolidations to 
reduce overhead and to cut down the expenses of 
production, just so will the need for reduced selling 
costs result in dependence on strong distributing 
organizations. 

W. W. Doe, of the Alabama Machinery & Supply 
Company, very aptly calls the present day “the age 
of speed and steel.’”’ He further clarifies his state- 
ment by saying that anybody who wants anything, 
wants it right away, and for this reason the mill 
supply business “is becoming more and more lccal 
for two reasons: First, that they want quick serv- 


ices; and second, that the freight rates are so ex- 


cessive that the man cannot go far to get his supplies: 


unless he gets them in carload lots.” 

We believe that Mr. Doe’s idea is not very different 
from that of the prominent business man mentioned 
Both foresee the coming of a day when 
strong distributing organizations in each locality 
will be necessary, and when territorial limits will 
be more closely drawn by economic regulations. 

There is today in the United States an overlapping 
of territories that is a prolific source of waste. Mill 
supply houses in one state are sending their salesmen 
into territories hundreds of miles away, there to 
compete with other supply houses situated within 
those far-away territories. Similarly they are 
obliged to compete in their own localities with 
representatives of the competitors in distant places. 

This question of territorial limits is one that is 
certain to be reduced to a scientific basis in the very 
near future, and a prediction that in the next decade 
jobbers in the Middle West won’t be trying to extend 
activities to include eastern states, and vice versa, 
does not seem a very rash one to make. 

Let us admit then that, with all the attention now 
being turned to this important subject of distribu- 
tion, there is certain to be a change. When that 
change comes, it will not weaken the position of mill 
supply houses as fundamental economic necessities. 
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Rather, it will make the need for them even more 
apparent than at present. 

Manufacturers of mill supplies therefore should 
look forward to that day when they will welcome 
an opportunity to do business with the recognized 
distributors in this line. They should begin to 
measure their chances for making suitable connec- 
tions in the day to come, when they must meet the 
competition of the more farseeing class of manu- 
facturers, who have played the game with the dis- 
tributors before it became an absolute necessity to 
play it. 

There are bound to be some adjustments among 
the present mill supply houses. Those which begin 
now to plan with this in view will have the advantage 
over their competitors. Alvin M. Smith said 
recently in talking about a former mill supply dealer 
who had cut the price on a large order: “That 
dealer, we are glad to say, has liquidated his busi- 
ness.” Be certain that you are not in the liquidating 
class when the time arrives to make a real race. 





MORE PROOF OF BIG BUSINESS 

In a recent study of figures covering certain mill 
supply activities, it was found that out of 52 dis 
tributors, located with few exceptions in eastern and 
middle western states, there were no less than 15 
houses, which last year had a volume of business of 
over $2,000,000 each, while 24 more houses in the 
group had total sales aggregating between $500,000 
and $2,000,000 each. Only 13 of the 52 did less 
than $500,000 of business annually. You have in 
these statistics another proof of the assertion which 
has been made before in these columns, namely, that 
the mill supply field is “big business.” 

Take the figures for the minimum volume in the 
first group, 15 houses with $2,000,000 annual sales 
each, and those for the minimum in the second 
vroup, 24 with $500,000 each, and you have 39 houses 
which last year sold a total of $42,000,000 worth of 
mill supplies and machinery. As we have no usable 
minimum in the third class, the figures below the 
$500,000 volume mark cannot be estimated very 
closely, but it is safe to assume that the total volume 
for this third group would bring the average sales 
for the entire list of 52 supply houses to not far 
from $900,000 each, and it would not be far from 
wrong if the estimated figure is given as $1,000,000. 

Approximately four years ago a survey was made 
by MILL SuPPLIES, and at that time, and as the result 
of that survey, it was stated that the mill supply 
houses of the United States had total annual sales 
of over $2,000,000,000. In view of the fact that the 
52 houses, whose sales volumes for last year were 
included in the study referred to above, may be said 
to be typical of recognized distributors in the mill 
supply field, it would appear that the two billion 
dollar mark, if any change at all is required, is due 
for revision upward, and the mill supply houses may, 
without fear of contradiction, boast of constituting 
one of the greatest selling groups in the United 
States. 

You often meet manufacturers, who are selling 
their products direct to consumers, who, having no 
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first hand experience with the mill supply houses, 
will tell you that “jobbers can’t sell goods.” The 
best answer in the world is to point out to these 
manufacturers that any aggregation of salesmen 
securing a two billion dollar volume annually needs 
; no defense. 

The chief trouble with mill supply houses today 
seems to lie, not in their ability to dispose of goods, 
but rather in their ability to dispose of them at a 
fair profit to themselves. It appears as though the 
average cost of doing business for one large group 
of supply houses during the year 1924 was 21.13 per 
cent. 

Even the largest distributors, whose sales ran 
above the $2,000,000 mark last vear, found that their 
cost of doing business ran over 20.6 per cent, 
whereas the smaller organizations with the lower 
} volumes ran above 22 per cent. 





In other words, it cost more money to do busi- 
;} ness under the conditions of the past year, with 
} price cutting prevalent, than in the previous year, 
and there was little or no profit in the business. 
It is really pitiful to think that organizations 
i responsible for such a volume of sales should not 
| receive more adequate returns on their invested 
: capital than is the case today. The hope of a change 
| for the better is in the elimination by the distributors 
of their present unbusinesslike methods of making 
/ sales without profit, and in enlisting greater sup- 
| port from manufacturers for those distributing 
houses which live up to the principles of a good 
business code. 





REFRESHING COURT DECISIONS 
It is refreshing at this time, when the mill supply 
associations have adopted resolutions urging 
changes in the Sherman law, to note that the United 
| States supreme court has rendered opinions which 
| appear to go a long way towards settling the very 
| problem which has so sorely vexed the business 
i world. 
If the interpretations of legal experts are correct, 
| and the language of the court is very clear, decisions 
in the “Cement” and “Maple Flooring” cases will 
|} clarify the atmosphere in which all trade associa- 
tions exist. 

The court now holds that the gathering and dis- 
semination of statistical information by trade asso- 
} ciations, even when prices and production figures 
are included, is lawful unless such practice is used 
as the basis for agreements among the association 
members to control prices or production. 

The decision clearly sets forth that “trade asso 
| clations or combinations of persons or corporations 
| which openly and fairly gather and disseminate in- 
|} formation as to the costs of their product, the vol- 
i ume of production, the actual price which the 
product has brought in past transactions, stocks of 
merchandise on hand, approximate cost of trans- 
portation from the principal point of shipment to 
the points of consumption as did these defendants 
and who, as they did, meet and discuss such informa- 
tion and statistics without, however, reaching or 
attempting to reach any agreement or any concerted 
lies 











action with respect to prices or production or re- 
straining competition, do not thereby engage in un- 
lawful restraint of commerce.” 

The National Supply and Machinery Distributors’ 
Association has secured an opinion on the recent 
court decisions from Felix H. Levy, a New York 
attorney who has advised the association on former 
occasions. Mr. Levy believes that these new de- 
cisions are of great importance to trade associations. 
He says: 

“They may be said to constitute a new and en- 
larged lease of life to the trade associations of this 
country, in that they have dispelled the doubt and 
uncertainty created by the Hardwood decision, and 
have made clear that the prohibitions contained in 
that decision against trade associations have no ap- 
plication with respect to activities which are free 
from the particular elements of illegality which the 
new decisions clearly point out. If these decisions 
are followed intelligently and in good faith, they 
should result in great and useful increase of the 
activities of trade associations and in their useful- 
ness to their members.” 

The business men of this country may now be 
able to answer a few pertinent facts avout their 
business without fear of being labeled as law 
breakers. Certainly the former court decisions im- 
posed a heavy burden on them. 





DROP UNPROFITABLE CUSTOMERS 

In a recent address before the Electrical Supply 
Jobbers’ Association, Alvin EF. Dodd, manager of 
the domestic distribution department of the Cham- 
ber of Commerce of the United States, declared that 
unprofitable customers are one of the greatest 
sources of waste in distribution. He further clari- 
fied this statement by saving that in most cases such 
customers order only to fill their immediate needs, 
pay very slowly and literally “hang on by their 
teeth.” 

Mr. Dodd, who has been making an intensive 
survey of distribution problems, believes that dis- 
tributors should make a detailed study of the value 
of each individual customer and of each section of 
the sales territory. Furthermore he believes that 
distributors should collect and study comparative 
costs of doing business. 

These are good suggestions and very applicable 
to the mill supply field. There are customers now 
being served by mill supply houses who may very 
properly be listed as unprofitable to the business. 
They are the kind who shop around for cut prices, 
who are the last to pay and the first to find fault, the 
ones who order a couple of dollars worth and want 
the goods delivered by special messenger imme- 
diately. 

As to the comparison of costs, the mill supply 
associations have for years been trying to do this 
in a way that will be helpful, but while each year 
appears to show a little more progress in securing 
the facts and figures, there is much to be done before 
the ‘“‘cost of doing business charts” are based on 
sufficient information to make them what they 
should be. 
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E PLURIBUS UNUM 


These words appear on our hard-earned coins. They suggest money, strength, solid- 


ity and integrity. 
Freely translated they mean “From many, One.” 


The many and diversified items in the complete line of the Mechanical Rubber Com- 
pany, its unique strength, its solidity and its greater capacity to make money for the 
distributor are all combined in one cohesive selling program. 


The distributor who can buy from one source 


All types of belting 

All types of hose 

Packings for every purpose 

Mattings of every variety 

Friction tape 

Linen fire hose 

Molded rubber items 

—and many other rubber 
supplies 


is offered a great advantage in the way of a concentrated purchasing power, not 
That is one reason why an increasing number of distribu- 


equalled by any other line. 
Another important reason is that in every intelligent and 


tors are adopting this line. 
reasonable way— 


“WE BACK THE DISTRIBUTOR” 


CLEVELAND, OHIO 
Sales Office: 4614 Prospect Avenue 
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| Rayl’s New System for Determining Turnover 


Detroit Mill Supply House on July Ist Started Numbering Each of 
Seventy-five Lines of Merchandise, and Making Record of Sales 


—_— 


The T. B. Rayl Company, Detroit, has put in operation 
a system of sales records. by which it hopes to secure 
accurate figures on the turnover on each of its principal 
lines of mill supplies. B. H. Ackles, manager of the com- 
pany’s mill supply department and president of the 
National Supply and Machinery Distributors’ Association, 
stated at convention time that his company had utilized 
a chart during the last six months of the past year, 
which gave a very fair idea of how the stock was turning 
over in a number of lines. At that time he promised to 
explain this system for the benefit of other mill supply 
houses. Since that time, however, changes, which Mr. 
Ackles believes will make the system much more valuable 
to his company and to others in the same business, have 
been worked out, and are now being used. Mr. Ackles 
describes the method employed as fol- 


catalogue is worth while, paying, whether we could con- 
tinue publishing a catalogue of 513 pages or whether we 
should publish one of 100 pages. 

“Through that summary we developed a plan for deter- 
mining stock turnover on lines of merchandise. We took 
75 lines that were more or less popular with us and which 
we thought were turning over and making money for us. 
We were sadly disappointed, when our inventory was 
taken, to find a large percentage of those lines were not 
turning over. In fact, we were having an absolute loss 
in some particular lines. 

“We drew up a chart and divided it into pages and then 
purchases of certain classes of merchandise from June 1 
to December 31, the sales, the inventory as of December 
31, the number of turns of stock, what we considered an 








lows: : : . . 
; : , pe Material or Firm Sales Purchases Inventory Turn-Over Gross Profit 
“Starting with June 1 of this vear, we 
have taken 75 lines of merchandise in 
our stock, which we think are giving us No. 1 Abrasives 


a turnover. We have given each of these 


: No. 2 Beiting 
lines a 


number, which is attached to 

An accurate record of No. 3 Chucks 
the amount of the sale is kept. At the 
end of the vear we will total our sales of 
each item for a six months’ period, then No. 
total our purchases of each item for the 
same period. Next we will take an inven- 
tory of each of the lines, 


each charge slip. 


No. 4 Drills 


No. 6 Files 


and when this No. 7 
information has been properly computed 
will give us our sales turnover. 


Glue 
No. 8 


“After securing this turnover, we will Ete. 
then take our gross profit on each line 
from our and compute it on the 
This will give us an accurate turnover on 
merchandise. 


sales, 
above basis. 
each line of 

“We feel that this way of getting this information is 
much more accurate than the system which we had in 
use during the last six months of 1924, and, further- 
more, it will be much easier to carry it out. If any of 
our mill supply friends care to address us direct, we 
will be more than glad to give them 
information which they may desire.” 

Mr. Ackles has prepared a chart which very clearly 
illustrates the plan which he has adopted. He has listed 
thereon some of the 75 lines which 
his own company’s stock. 


any additional 


have been selected 
Naturally he believes 
that each mill supply house manager must determine for 
himself the various items to be numbered, but many 
houses may very well follow the general line of the Ray] 
plan. 

At the Atlanta convention Mr. Ackles explained how 
his company’s previous plan was adopted. He said: 

“We spent six months last year trying to find out what 
Was wrong with our supply business. We operate a retail 
hardware store and supply store, two separate units. We 
have made money in our retail store, made a fair return 
on the investment, but we lost money in the supply 
department. We took our catalogue, published in April, 
1924, and every charge that went through our organiza- 
tion carried through the page number of our catalogue. 
Our object in starting this was to find out whether our 


from 


Hammers 


) Expansions 


Chart Showing Rayl’s System 


overstock, and then estimated gross profit that we are 
supposed to be making on those 75 lines of merchandise. 

“For instance, we have a turnover of a stock of $24,000 
one and one-quarter turns a year. No money there abso- 
lutely, and that happens to be a 10 per cent stock, one 
that you all use or sell. 

“We have another line here, nails. a turnover of 5.42, 
and another line with a turnover of 2.8 with an invest- 
ment of $2,400. 

“We are seriously considering in our own business the 
question of eliminating a lot of these lines that we did 
not turn. We don’t see any way of forcing a turnover on 
them, nor of putting a real sales effort behind it. We are 
going to eliminate what we call ‘sugar in grocery items.’ 

“We have talked these things over, this proposition of 
specializing in certain lines. If one of our friends in the 
business has the majority of a certain tool business in 
Detroit and we have only a small share of it, amounting 
to only a couple of thousand dollars a year. while he has 
twenty thousand, we might better give him all the busi- 
ness than carry a big stock of merchandise. I think there 
is a tremendous amount of work that can be done along 
this line among the supply people which will help us 
make a turnover on our goods, the only way for us to 
make some money.” 

The results of this new system will be watched with 
interest by the mill supply field, as it is regarded very 
highly by the Rayl Company. 
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Our Sales Promotion 


Plan Will Help You 


Sending the prospect to 
the dealer’s store to buy 
is the aim of Dodge ad- 
vertising. Helping the 
dealer to identify himself 
as the local Dodge dealer 
is the aim of our dealer 
sales promotion plan. 


Let us tell you how this 
builds sales. 


DODGE MANUFACH 


General Offices: Mishawaka, Ind. 





Branches: New York Philadelphia _ Pittsbu 
Adanta Minneapolis St. Loui 


or; 
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For \ 
Any Service— 
the 


When you recommend Oneida Steel Split 
Pulleys, you are using a name with which 
thousands of industrial buyers are familiar 
because of long years of publicity backed by 
successful performance of the pulley itself. 


As a part of the nationally advertised Dodge 
line, it is backed by the world-wide Dodge 


RING CORPORATION 


orks: Mishawaka, Ind., and Oneida, N. Y. 


Boston Cincinnati 
Houston Seattle 


Newark Chicago 
Portland San Francisco 





reputation as the pioneer builders of quality 
and power-saving transmitting appliances. 


The Oneida is a pulley of points that mean 
power savings, long life and continued sat- 
isfaction to your customer. It means profit 
and prestige to you as a dealer. 


Let us tell you the Oneida story. 
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What a Sales Story! 


A HOLLOW set screw or cap screw that frac- 
i tures or rounds out in the socket head must 
be cut out with hammer and chisel—at a loss of 
time, temper and cash money. 


HOLLOW SET OCKET HEAD 
SCREWS UNBR AK os SCREWS 


Will not fracture or mushroom. The socket heads will 
not round out. 






ES eye 


Tell your people that they'll never have to dig out an 
other rotten set screw if they use “Unbrako” screws 
and vou'll get the order—you can’t help but land it be 




















cause “Unbrako” screws also sell for less than other 
st good hollow set or socket head cap screws. 
( heat Get our special discounts and free 
os samples for testing. Write today 
| r ; x = ~ 
Standard Pressed Steel Company 
Box 3, JENKINTOWN, PA. 
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Show Superiority of Present Day Catalogues 


Examination of Old and New Editions of English Brothers’ Books 


Reveals the Great Economy of Compilations Under Latest Methods 


An unusually interesting opportunity for studying the 
changes which the passage of time has brought into the 
compilation of supply house catalogues, recently pre- 
sented itself. English Brothers Machinery Company, 
Kansas City, Mo., which has been in business for 61 
vears, has received from the R. R. Donnelley & Sons Co., 
Chicago, a new catalogue. At the time the catalogue was 
completed, the Donnelley company received a communica- 
tion from English Brothers company, reminding them 
that the first English Brothers catalogue, issued in 1884, 
was printed by Donnelley. With a view to making com- 
parisons of the old and the new, MILL SUPPLIES secured 


ENGLISH BROTHERS MACHINERY CO 


the one copy of the 1884 edition which remains in the 
; r¢ 2 
3 B ie 
4 mg! 





F 





sh Brothers files, and also a copy of the 


384 addition to 


an index and cover. The book size is 7 x 10 inches, and the 


(he old catalogue contains pages, in 


size of the type page is 5°, x 8%, inches. On the cover is 
the title, “Illustrated Catalogue,” and the name and 
iddress of the company, which at that time operated 


name of “English Brothers.” 

The economy of space in the present day catalogue, as 
ompared to the earlier forms, is illustrated 
comparison of the index of the old and new books. While 
100 more 1 
than the old one, its index shows approximately fiv 
nany items included in 


well by a 


new catalogue contains pages of 


listings 
times 

the catalogue. 

that the 


. 1 
Interested 


The introduction to the old catalogue shows 
English Brothers at that time were largely 
n plumbing supplies, and special emphasis is placed on 
the fact that the edition contained “a very complete rep- 
resentation of the leading goods in the line of copper, 
iron and earthenware, water closets, traps, etc.’”’ The new 
atalogue, on the other hand, shows that the company is 


i: 


now interested strictly in “the most important items of 
machinery, tools and supplies.” 

Quite naturally in these days, when Uncle Sam’s mail 
service plays such an important part in the mill supply 
business, the new catalogue contains a page of parcel 
post information and rates, an innovation from the old 
days. 

For comparison, take the first letter, “A, 
The old book contains the following items: Air cocks and 
pumps, air valves: copper alcove, Alexander water closets, 
Ale lock cocks, Alligator pipe wrench; angle valves, iron; 
angle valves, brass; angle valves, extra heavy, Jenkins’ 
disc; artesian well tube, Ashcroft’s pop safety valves, 


” 


of the index. 
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4 silly, 
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< “ ‘ Enalish Brothers. On the left is a page from the 
new bool chich appears in the center On the right is a 
1 t ra ndecd a luxu 
clay and sand augers, pipe augers, automatic needle 


valve oil feeders. 

Now study the listings under the first letter of the new 
book’s index: Abrasive cloth, acetylene regulators, acid- 
air com- 
pressor fittings, air compressors, air nozzles, air service 
cocks, altitude gauges, aluminum; alundum blocks, bricks 
and grains; ammonia gauges, boiler angle bars, angle 
irons, angle valves, brass, Jenkins; angle valves, brass, 
Lunkenheimer; angle valves, brass, Ohio; angle valves, 
brass, Standard; angle valves, iron body, Jenkins; angle 
valves, iron body, Lunkenheimer; angle valves, iron body, 
Standard; brass angles; angular mills; annealing fur- 
naces, antimony, blacksmiths’ anvils, arbor presses, mill- 


core solder, air cell asbestos board, air cocks, 


ing machine cutter arbors, drill chuck arbors, face milling 
cutter arbors, fly cutter arbors, grinding wheel arbors, 


milling machine arbors, milling machine screw arbors, 
screw slotting cutter arbors, shell end mill arbors, shell 
reamer arch punches, air cell asbestos board, 
asbestos cement, asbestos gloves, asbestos mittens, 
tos packing, asbestos paper, asbestos rope packing, 


arbe yrs, 
asbes- 


asbes- 
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nly Producers Stay 


New economies have entered every phase of Ameri- 
can business. In every manufacturing and selling 
activity the drones are rapidly going —while only the 
producers stay. This is particularly true of catalogs. 


Every day the loose-leaf method is gaining. More 
and more business firms are using it. The reason for 
this is plain. The loose-leaf catalog is on the job 
working. selling. producing. The permanently bound 
catalog is lazily inadequate. 


For the sake of economy. just give a thought to Heinn 
Loose-Leaf Catalog Binders. They outlast the average 
catalog by many years. Merchandise and prices are 
always listed accurately in an ever-changing market. 
It's easier for vour dealers to order andl easier for 
your salesmen to sell. Your line is always foremost 
in the buyer’s mind. 


Do away with expensive. quick-repeating catalog ex- 
penditures. The loose-leaf system is the only one 
for every catalog under the sun. Send your specifica- 
tions and we'll gladly submit prices and complete 
information. 


: 4 [I) A WTY 
| ‘ ; i 7 NV i 
Originators of the Loose-Leaf System of Cataloging 


351 Florida Street Milwaukee, Wis. 


~day catalogs 
ast vearoattes ~yeuy 














serene Bee POETS AEE ANNE OL LOTT TEL I 














T11] > « 
pully, 192: rT? i? CI TITHE) Tne 
U isis Ul ty ] 


( 


Vtrn 
Ai \iosts SIs 





en 


emma) PERRET «oe 





snares een 











tos sheet mill board, ash can covers, ash cans, sight level feet 8 inches; width at foot, 2 feet; depth, 1 foot 11 
attachments, Starrett attachments, auger bits, car bits, inches; thickness, 2 inches. In a sanitary point of view, 
auger handles; belt awls, belt lacing awls, belt awls and everything favorable is to be said of these baths. They 
pliers, belt awls and reamers, axe handles. are non-absorbent, clean, and will last a life-time. Those 
The old book listings begin with wrought iron, butt- who can afford and are willing to pay for a first-class 
welded steam, gas and water pipe; the new book begins article, should call and examine them. A personal inspec- 
with twist drills. The former continues through a line of tion will convince any one of their superiority. 
pipe and fittings; the latter utilizes a large section to list each, complete with all fittings, $200.00.” 
small tools. 


Price, 


Something of the changes in list prices is indicated by 
An indication of the difference in the space allotted to a comparative study of several items. Here is the price 
listings under the old and new methods may be found by list on rubber belting in the old catalogue: ‘Two-ply 
comparing almost any page of the two English catalogues. belting, 1l-inch, $0.07 per foot; 114-inch, .09; 11»-inch, 
Suppose we take, for example, pipe cutters. On page 164 .11; 2-inch, .15; 2%-inch, .18; 38-inch, .22; 3%.-inch, .25; 
of the old book we find the entire page devoted to the list-  4-inch, .30.” 


The new catalogue for the same sizes of 
ing of but two pipe cutters, one a “Stanwood’s Patent  two-ply rubber belting is 18, 23, 27, 34, 42, 48, 57 and 61 
Pipe Cutter,” and the other a “Saunder’s Wheel Pipe cents per foot. 
Cutter.”” In the recent catalogue, four different makes of There are many other very interesting possibilities ror 
comparisons, but it would take a personal inspection of 
the new and the old catalogues to secure the most lasting 
impression of the changes that have taken place. On the 
whole, the impression is that catalogue compiling has 


pipe cutters are illustrated and described, each with its 
list prices, and all four listings together take up but one- 
half page. 

The plumbing supply listings in the old catalogue take 


one back to the memory of days before the modern bath- advanced in proportion with the general advance in the 
room was in such universal use. Among the listings may 


2 character of the supply business. 
be found “copper bath tub,” “French bath tub,” “square English Brothers, in speaking of their 1884 
copper pantry sink,” and other such commodities of the logue, stated: 
earlier period in the development of sanitation. For 


Cata- 
“This catalogue was the prime factor in 
our business success at that time, and we received many 
instance, there is one listing, “Royal porcelain bath.’ compliments from the trade.” The company continues to 
Here is the description that went with it: “Outside expand and is as strongly sold as ever on the business 
dimensions—Length, 5 feet 6 inches; width at head, 2. building value of its catalogue. 





High Honor for Supply Man 


Head of Manning. Maxwell & Moore. Inc.. Elected President of Railroad 


John Marcus Davis, for the past four and a half years 
president and director of Manning, Maxwell & Moore, 
Inc., and its subsidiary companies, has resigned to accept 


ber of the advisory committee of five for New York state 
fuel administration for districts one and two, which in- 
cluded New York city and Long Island. He is a mem- 
the presidency of the Delaware, Lackawanna & Western ber of the board of directors and executive committee 
Railroad. 





Mr. Davis is no newcomer in the railroad world for 


| 
he spent most of the business career in it before assum- | 
ing the presidency of Manning, Maxwell & Moore, Inc. { 
He was for 7's vears with the Great Northern railway, | 
having served as assistant superintendent, superinten- i 
dent and general superintendent. He also was for two | 
seasons at Buffalo as port superintendent of the North- 
ern Steamship Company. : 
He was with the Harriman lines for seven years as | 
general superintendent of the Union Pacific and South- 
ern Pacific railroads, his headquarters for 3!s years 
being Salt Lake City and the remainder of the time San 
Francisco. In the latter city he also had charge of oper- | 
ations and maintenance of the floating equipment and { 
shipyard at Oakland. | 


Another previous railroad connection was with the 
Baltimore & Ohio railroad, which Mr. Davis served six 
vears, two years as vice-president in charge of main- 
tenance and operation of system, including subsidiary 
companies. Six months after the railroads were taken 
over by the United States railroad administration, the 
position of vice-presidents on all lines was abolished by 
the government, and Mr. Davis was transferred from John Marcus Davis 
Baltimore to New York as manager of the New York : 
terminals and Staten Island Rapid Transit railroad. He of the Coal & Iron National Bank, of New York, a mem- | 
also served as a member of the United States railroad ber of the board of directors of the Pennsylvania Coal | 
administration, general managers’ committee, Company, vice-president and member of the executive 

During the winter of 1922-1923 Mr. Davis was a mem- committee of the Railway Business Association. 
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Th Ve 7 6 Drop Forged 
Central Stations and modern Industrial Power plants are steadily ad- 
vancing in the use of steam at higher pressures and temperatures. With 
temperatures of 750° and pressures of 600 pounds and higher, special 
designs of valves and fittings are automatically demanded. Vogt forged 


open hearth steel valves and fittings fully meet these extreme conditions 
of pressures and temperatures. 














Complete information regarding Vogt Drop Forged 
Steel Valves and Fittings is yours for the asking. 
HENRY VOGT MACHINE CoO. 
INCORPORATED 
LOUISVILLE, HY. 
New York Chicago Philadelphia Dallas 






OP FORGED STEEL VALVES AND FITTINGS, OIL REFINERY EQUIPMENT, WATER 


INTAL RETURN TUBULAR BOILERS, ICE MAKING AND REFRIGERATING MACHINERY 
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When writing to Advertisers please mention Mitt Supp.res 
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Strelinger Company’s New Inventory System 


Detroit Mill Supply House Uses Card Records Which Enable It to 
Maintain Stocks at the Proper Level and Buy at the Right Times 


The Chas. A. Strelinger Co., Detroit, distributor of 
mill supplies and machinery, has in operation in its busi- 
ness a method of stock keeping which embodies several 
features, chief of which is that of perpetual inventory. 
At the recent Atlantic City convention of the National 
Supply and Machinery Distributors’ Associations, Pres- 
ident B. H. Ackles of the organization referred to ihe 
Strelinger system as one which was recognized in De- 
troit as a model one. 

Charles E. Allinger, secretary and treasurer of the 
Strelinger company, said that the use of the system 
enables his company to take advantage of favorable 
market changes and to keep stocks level by frequent 
purchases. 

A. T. Harland, purchasing agent of the company, 
stated to MILL SUPPLIES that “this inventory system is 


N MIN, max CARD No. 
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Stock Record Card Used by Strelinger 

yet in its experimental stage, and although so far quite 
successful, it is rather soon to make any statement re- 
garding its accuracy and value. 

“The plan,” says Mr. Harland, “is one which we 
worked out according to our other business methods. 
We have adopted Kardex equipment for use in its oper- 
ation, and the Kardex company is following the opera- 
tion and results of the system of inventory very care- 
fully.” 

There are three forms used in connection with the 
<vystem. One is a stock record card, the second a pur- 
chase record card and the third a requisition blank. 

The stock record card is five inches high by eight 
inches wide. At the top is a space for the unit, the min- 
imum and maximum amounts to be kept on hand, and 
the card number. The body of the card is ruled off into 
four sections each two inches wide, and each section 
contains the same headings, as follows: ‘“‘date, ticket No., 
amount, balance.’’ Each section contains 21 lines, so 
that on one side of the card may be listed 84 entries. 
As the reverse side of the card is printed in exactly the 
same manner, a single card is good for 168 separate 
entries. At the bottom of the card is the size, number 
and name of the article listed. 

The purchase record card is similarly five by eight 
inches. At the top are spaces for the number and name 
of the article and the card number. At the upper left 
hand side of the card are two lines, one for the source 
name of manufacturer or agent from whom the artic'e 
is purchased), and one for the address of this source 





—— 


The corresponding upper right hand section is divided 
off to show the minimum and maximum, and minimum 
to order, standard package, carton information and loca- 
tion. The body of the card is ruled into two sections, 
room being left for the following data: Date ordered, 
order number, quantity, stock on hand; date received, 
quantity and balance. Each section contains 15 lines; 
in other words, each card has allowance for 60 separate 
purchase entries. 

The requisition blank is 10°, by 814 inches. It is 
plainly marked “Requisition,” at the top center. There 
are separate lines for the date, shipping instructions, 
name of manutacturer, address and city. Below the 
address the card is ruled to allow space for entries un- 
der the following headings: In stock, on order, whether 
the maximum is increased or decreased (a mark “IT” 
being used for the first condition and “D” for the sec- 
ond), the quantity to order and the unit. with a large 
space left on the right for the name of the item. There 
are sixteen lines on the card. Below are lines for the 
signature and approval, also the order number. The 
requisitions are numbered consecutively. 
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NAME WINNERS OF CONTEST 
Automobile Supply Houses Secured Bulk of the Big Prize Money 
in Window Trimming Event 
The Black & Decker Manufacturing Company, Towson, 
Md.. has announced the list of prize winners in its annual 
window trimming contest, which was staged during the 
week of April 20. First prize of $100 was awarded to 
J. C. Shumway, Kansas City Automobile Supply Co., 
Kansas City, Mo. Second prize of $75 also went to an 
automobile supply man, H. J. Weisberg, Onondaga Auto 
Supply Co., Syracuse. For third prize there was a tie 
between William C. Uhler, E. S. Youse Co., Inc., Reading, 
Pa., and Frank E. Patterson, Motorcar Service Co., Wil- 
mington, Del., each of these men receiving $50. Fourth 
prize of $25 was awarded to R. C. Beller, Straus-Frank 
Co., San Antonio, and fifth prize of $15 went to Howard 

J. Harvey, A. Harvey’s Sons Mfg. Co., Detroit. 

There were 10 other prizes of $10 each awarded, the 
winners being: J. A. Thomas, Cameron & Barkley Co., 
Charleston, S. C.; Fisher O. Stark, Ferris Dunlap Auto 
Supply Co., Dallas; Scott Betts, Illinois Electrical Co., 
Los Angeles; S. E. Trinkle, The Stambaugh-Thompson 
Co., Youngstown, Ohio; F. E. Greble, G. W. Hubbard 
Hardware Co., Flint, Mich.; P. Murray, Southern Motor 
Supply Co., Oklahoma City, Okla.; Newton G. Strong, 
Philadelphia Motor Accessories Co., Philadelphia; G. H. 
Whalen, Honeyman Hardware Co., Portland, Ore.; Wil- 
liam G. Blum, Losey & Co., Inc., Easton, Pa.; and R. M. 
Faistl, Justus & Parker Co., Columbus, Ohio. 


— 9 —r @ 
Represented at Exhibit 

The Connecticut Machinery & Sales Co., Norwich, 
Conn., had a display of transmission machinery, hoists, 
pumps and general mill supplies at the first textile prod- 
ucts exhibit of the Eastern Connecticut Mills Associa- 
tion in Danielson, Conn., on June, 11, 12 and 13. John 
Buchanan, representative of the company in the territory 
centering around Putnam, Conn., was in charge. 


oe mace asin sand 

















Nipples 


that please the 
Most Particular Pipe Fitters 


BLUE RIBBON NIPPLES 


are made from clean, ew pipe. They are accurately 
threaded on the most improved threading machines, 
reamed, chamfered, and accurately inspected to elim- 
inate any that are not up to BILUE RIBBON standard. 





They have the clean, sharp threads that make tight 
joints and please the particular pipe fitter. Sold in 
bulk or packed in cartons of 100 each, in single or as- 
sorted sizes. We also make brass and genuine 
wrought iron nipples, tank nipples, long screws and 
special nipples. 


Our Pipe Fabrication Plant is equipped to make pipe 
coils in all sizes and styles, headers, vaporizers and re- 
ceivers. All work tested under air or hydraulic pres- 
sure. Ask for estimates. 


't pays to sell Chicago \ ~ Products 

¢ plants. I rite the one nearest you 
Chicago Nipple Mfg. Co. 
Chicago Baltimore Los Angeles 








CHICAGO BALTIMORE 


Cle Aston | 


CHICAGO ml NIPPLE 
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Cut Unprofitable Lines and Increase Profits 


Distributors Should Put Waste Elimination in Their Programs for 


This Year and Help to Put Their Business on a More Stable Basis 


ROBERT W. TAYLOR, 
Vice-President, Smith & Pearson, Inc., Auburn, N. Y. 


We, as distributors, all have a common problem in 
standardizing our stocks, and in eliminating from our 
stock items which at least seem to be, and are mathe- 
matically, unprofitable. Again, we all have che common 
problem of financing and running our business at a 
profit. Each one of us have in our own stocks many 
lines that would prove mathematically unprofitable. You 
might take nails as an outstanding example, and prove 
to your own satisfaction that there is no money in han- 
dling nails, and in some establishments there is no money 
in it at all, but the turnover is so rapid and absorbs such 
a large percentage of overhead, that nails, genera!ly 
speaking. although the actual profit per keg is, in some 
cases, almost negligible, do at the same time return a 
profit at the end of the year, through the absorption 
process. 

Then again, you might take an item such as, 
say, an anvil. 


let us 
You may require, to keep your stocks 
complete, six or seven different sizes and weights. Of 
these sizes and weights, there are some that are very 
slow sellers, and it is quite possible that you will carry 
some for a twelve months’ period. You might figure 
these from the standpoint of turnover, and might mathe- 
matically prove that due to the space they take, the cap- 
ital invested, and the slowness of turnover, you could not 
secure a profit upon them, but the gross profit on the 
sale of slow-moving merchandise is usually large. 

When one gets talking about merchandise in general, 
one must continue to generalize for material that is un- 
profitable in one section of the country may be excep- 
tionally profitable in another. Let us take for instance 
a line of merchandise that is highly advertised, say the 
Gillette blades. The margin allowed on the sale of Gil- 
lette blades is low, yet the sales resistance is also very 
low. In other words, there is a constant demand for 
them. Your salesmen are not out pushing this class of 
merchandise, but act more or less as order-takers, and 
therefore the sales cost is low. The hardware jobber 
has the item of Gillette blades; we also have some items 
in our stock, highly advertised, with 
sistance comparable to the Gillette blade. 

The Department of Commerce for more than three 
years has been promoting, under Secretary Hoover's di- 
rection, the elimination of waste resulting from exces- 
sive variety in sizes, dimensions and styles of commonly 
used commodities. The elimination of those waste items 
works very definitely toward increasing profits for the 
manufacturer and distributor through the discarding of 
unprofitable lines; at the same time it means better qual- 
ity, better service, and often lower price to the ultimate 
consumer. 

Waste elimination should be in the 1925 program of 
every mill supply distributor. The physical, clerical and 
other efforts of inventory time could be cut in two, or 
probably even more. The possibilities along these lines 
afforded by the elimination of excess varieties and dupli- 
cations, which we are producing and carrying in our 
stocks, is unlimited. 

Increased facility of inventory taking is only one of 
the manifold benefits and savings that are certain to 


small sales re- 


accrue from a simplification and standardization project. 
Every line that we carry in our large jobber’s stock is 
subject to the simplified practice treatment. Practical 
demonstration so far substantiates this statement. When 
we think of simplification, we must remember that we 
are both buyers and sellers. If we cannot apply it to 
things we sell, we can apply it to the things we buy. 
MUCH PROGRESS HAS BEEN MADE 

Many of the items which we buy are still made in a 
large range of sizes and varieties, which could well be 
reduced. Thus it is sound counsel to consider the possi- 
bilities for waste elimination in the light of things 
bought as well as sold. During the past three years there 
have been many far reaching simplification projects car- 
ried out. Some of the projects which would interest this 
group particularly are files, rasps, range boilers, steel 
barrels, plow bolts, reinforced bars, asbestos paper, as- 
bestos mill board, terne plate, and many others. 

The lumber group is one of a number of industries 
which are, through co-operative methods, cutting down 
waste by the discarding of excess sizes, styles, types, etc., 
from commodity lines. 

What happened in steel barrels is perfectly typical— 
manufacturers witnessed an ever increasing diversity of 
sizes, capacities and types in their production schedules. 
Jobbers in turn were forced to furnish these different 
types and sizes. A survey and analysis was made by the 
secretary of the Steel Barrel Manufacturers’ Institute, 
and disclosed the fact that steel barrels and drums were 
being made in an unbelievable range of sizes. A call 
was issued for a conference of producers, distributors, 
and consumers, and all others having even the remotest 
interest in the project. <A total reduction of 67 standard 
types to 25 standard types resulted, benefiting every- 
body. 

Clean, quick turning stocks are desirable competition 
although potential over-producing capacities in a mul- 
titude of lines present a problem to consider. 

I am happy to note standardization in steel pulleys; 
elimination of odd sizes of belt, except on special order; 
and a general attitude on the part of the maker and the 
distributor to co-operate in putting on the market only 
such sizes and finishes as can be produced in volume, and 
sold to the user at a profit to the distributor. The dis- 
tributor’s stock does not have to be cluttered with a 
multitude of and items that do not turn over 
promptly. The efficacy of any movement designed to 
eliminate certain types and kinds of manufactured prod- 
ucts, which have come into more or less general use in 
various lines of trade, and which the public occasionally 
or regularly demand, but which can be dispensed with, 
is evident. 


sizes 


WILL HELP STABILIZE BUSINESS 

This elimination of unprofitable lines does not cause 
a cataclysm in business. In the end it will stabilize and 
standardize orders for staple manufactured products, 
and it will prevent, for maker and distributor alike, sea- 
sons of a rush of orders as well as starvation periods 
when no orders, or few orders would come. The builder, 
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the industrial and all other buyers will accept the news 
as real important when our lines are much more simpli- 
fied and standardized than they are today. It is espe- 
cially welcome in as much as it can be achieved without 
cutting into the legitimate profits of any of the groups 


affected. As distributors the elimination of a number 
of items from our stock necessary to carry will be 
welcome. 

When we carry unprofitable lines, we have a daily 


waste. Choose the axe—which you would suppose could 
be made in a nearly standard form. It is catalogued in 
6,118 varieties. Explosives are listed in 625 


different diameters, 14 


degrees of 
strength, 40 lengths, and six 
styles. 

To persuade manufacturers and merchants to reduce 
all this production to a comparatively few standard forms 
runs contrary to the tradition of makes 
rather slow headway. The distributor today sees 
the folly of waste, effort and money in the purchase and 
in the sale of kinds of goods that do not differ materially 
from others that much more general demand. 
When we eliminate duplicate lines, we have a total asset 

it has no liabilities. 


business and 
wise 


are in 


We should all have in our business 
laboratory in which we would study the 
problems of efficiency and economy, and especially that 
of waste elimination. 


an economic 


America as a country is wasteful. Costly multiplica- 
and innumerable links in 


the chain of distribution, together with destructive com- 


tion of and varieties 


sizes 
petition, are factors which build up a common problem 
for us. 

All of us have in our stocks material which 
hardly worth while carrying, although it is very standard 
fast turnover, generally speaking. 
a few of those items. 


seems 


and has a 


Let us 


consider I know of one house that 
sold many carloads of pipe last year at a loss actually, 


for the reason that the competition was so keen it made 


the price so close that the house making the sales did 
not get its overhead. 

We are sometimes tempted to eliminate leather belting 
from 


our Stock, 


show us, 


some 


because it does not according 


to mathematical count, a_ profit. manufacturers 


will sell industrials full rolls of belt, and even pieces of 
belt, in many instances direct, especially in the instance 
hat they are unable to secure a distributor in the terri- 
tory. I am advised that belt contracts are being made 
direct between the maker and small industrials at prices 


which are the equal to the limits extended to distributors 








by good belt makers. This is discouraging, and the dis- 
then wishes he did not have to carry leather 
belting under the present circumstances. 


Many 
for themselves only a small preferential, which 
at the 


otten to 


distributors today are selling drills and 


Saving 
tney get 


Milling cutters are chopped down 
All these things tend to discourage the 


end of the year. 
cost. 
distributor, and he comes to the conclusion many times 
that he should eliminate these unprofitable 
lines, which are brought about through the foolishness 
of price cutting. 


each year 


As I said before, however, like nails, while there does 
not appear on your books an actual profit per keg, these 
items do at the same time turn a profit at the end of 
the year through the absorption process. This fact, how- 
ever, does not excuse price cutting. 

To sum up, as distributors, we must eliminate un- 
profitable lines if we would increase our profits. We as 
distributors will make gains for the following reasons: 

1. We will increase the rate of our turnover, due to 
the fact that we have in our stocks all live items—none 








ne 


obsolete. We will eliminate practically all the slow mov- 
ing stock. We will have a staple line, easy to buy, quick 
to sell. We will have a more effective sales force. We 
will have greater concentration of sales effort on fewer 
items. We will have standard patterns that are proved 
best sellers. 

2. We will have a decreasing capital investment in 
stock on hand, repair parts, and storage space required. 
There will be less stock depreciation, and obsolescence. 

3. Our overhead will 
and clerical work. 

1, We will better service through lower 
prices, quicker and more reliable conditions, and a bet- 
ter quality product. 


decrease on handling charges 


render a 


o~Ip- © 


COLUMBUS COMPANY EXPANDS 
The Dreher Supply Company Mill and Mine Department Required 
More Spacious Quarters 

The Dreher Supply Company, Columbus, Ohio, distrib- 
utor of plumbing, heating, power, mill and mine supplies, 
is erecting an additional building to accommodate in- 
creasing business in its mill and mine supply depart- 
ment. The addition will be three stories high, including 
basement, and will be approximately 50 by 75 feet. 
f the first floor will be devoted to display purposes. 

The Dreher Supply Company 
October, 1909, as a jobber of plumbing and _ heating 
supplies. The company moved to its present location 
in January, 1921, and now occupies its own buildings, 
which cover four city lots, fronting on three streets, and 
with a private spur of the Big Four railroad running 
through the center. 


art 


was incorporated in 


The mill and mine department was opened in January, 
1924, with R. W. Martin as manager, and it was the 
rapid growth of this new business that necessitated the 
addition which is now being erected. 


NEW SKINNER CHUCK CO. LINE 


Purchased the Complete Air Chuck Business of the 
Machine Company, New York 


New 


Has Garvin 


The Skinner Chuck Company, 
recently purchased at the auction sale of the Garvin 
Machine Company, New York, the latter’s complete 
chuck business. This means that an important new line 
of air operated chucks for manufacturing valves will 
be added to the Skinner products. Besides handling the 
chucks heretofore sold by the Garvin Machine Company, 
the Skinner Chuck Company is placing on the market 
a new type of air operated chuck which has just been 
perfected. 


Britain, Conn., 


According to an official statement from the company, 
the Skinner organization has been manufacturing air 
chucks for years, but the sale and distribution of these 
chucks was controlled by the Garvin Machine Company 
and by W. L. Abate. 


2° 


Heads Cuban Supply House 

T. Tullis, for more than 20 years a resident 
of Montgomery, Ala., recently moved to Santiago, Cuba, 
and has become president and manager of Ferreteria 
Cendoya, S. A. (Cendoya Hardware Co.), importers of 
hardware and mill supplies. Mr. Tullis reports that the 
larger portion of his company’s business is selling ma- 
chinery and mill supplies to Cuban mills, although the 
company also stocks some hardware. 
address is Jaguey 42, Santiago. 


Clayton 


The company’s 
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In the June issue 


the question: 


Beige 


page 


yp Lest 


«6 


of this magazine we asked 


No attempt has been made so 
far to answer this question. 


The drive illustrated herewith has been operated for 


over 6 months with a 


7-in. ““Tentacular” Single. 


No 


slip whatsoever, no stretch. 


ALEXANDER 


14 South Street 


Ask for our 
“Tentacular” booklet 





Vanufacturers and Sole Licensees 
for the United States and Canada 


BROTHERS. Ine. 
Philadelphia, Pa. 
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Pulley 714° —1200 R.P.M. 
Driven Pulley 90” 
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No Justification for Any Business Pessimism 


May Look for Continuance of a Large Volume of Business, 


While Making Due Allowances for Any Seasonal Variations 


WILSON OLIVER 
Piitsburgh Manager, Oliver Brothers, Inc 


Everybody knows that optimism was badly overdone 
at the beginning of the year, and vanity compels us to 
remind our clients that we discounted it from the first. 
But in recent weeks, when it was plain that the bubble 
had burst, and particularly during the hardware and 
supply conventions, when we were in close contact with 
a vast amount of gloom, we have been constrained to 
think that the other extreme has been reached—that 
present-day pessimism was no more justified than the 
“optimism” of five months ago. Business sentiment 
sometimes seems to us to closely resemble prima donna 
temperament. 

The truth is, as we see it, that business conditions are 
healthier now than was the case January Ist. Leaving 
sentiment, or temperament (call it what you will) out of 
this discussion altogether, there is no denying the fact 
that there is a healthy movement of goods into consump- 
tion. That brings us to mention of certain less pleasant 
features of the situation and of a difficulty not easily to 
be corrected. 

There is no disputing the very evident fact that in 
practically all leading industries there is a condition of 
over-expansion, and the inability of a nation of one 
hundred and ten million people to consume the full out- 
put of plants able to accommodate the needs of one hun- 
dred and fifty million people brings about a condition of 
competition which, in varying degrees, is disastrous to 
profit. We are sure that everybody recognizes this 
problem. 

DIRECT LOSSES FROM COMPETITION 

Competition is the order of the day and competition 
will become more orderly and business-like when we have 
finally eradicated from our minds the happenings of the 
inflationary periods in industrial history since the war. 
In certain lines with which we are most familiar, com- 
petition is so severe that prices have been cut to a point 
indicating a direct loss of money on every sale. 

This same condition of over-expansion applies not only 
to productive capacity, but also to distributing facilities. 
We know of one city of sixty thousand people which has 
six mill supply firms. We could enumerate other 
instances emphasizing the over-crowded condition of the 
distributing field, as well as the manufacturing. 

Briefly then, making due allowances for seasonal varia- 
tions, we look for a continuance of a large volume of 
although hardly comparable with the record 
of the first quarter of nineteen twenty-five, with profits 
seriously curtailed by the exigencies of competition. 


business, 


Foreign conditions show a decided improvement over 
those prevailing several months ago; in fact, the progress 
towards recovery from the ravages of the war, while 
sometimes on the surface painfully slow, is nevertheless 
reasonably constant. Perhaps the most outstandingly 
significant development recently has been the return 


of the British Empire to the gold standard, with all that 
it implies of economic strength and national determina- 
tion to overcome seemingly insurmountable difficulties. 
Of course, the return to parity of pound sterling, fol- 
lowed by similar action on the part of certain smaller 
foreign governments, is nevertheless a warning to our 


own industries of sharp competition for export trade, 
and indeed, a threat of heavy imports into the United 
States. 

The new French Government is in an experimental 
stage and American interest is primarily in the success 
or failure of Caillaux, the finance minister. It seems to 
be true that the French people have abandoned whatever 
notions they may have held concerning cancellation of 
war debts, and eventually we feel sure a definite and prac- 
tical agreement will be reached concerning the funding 
of their debt to the United States. The enemies of France 
have a great deal to say concerning that nation‘s militar- 
ism, and we share the opinion that they have shown a 
discouraging lack of tact and diplomacy in their attitude 
towards the German republic. But their hatred of Ger- 
many, while seemingly deep-seated and ineradicable, is 
the heritage of generations of fear of their once more 
powerful neighbor. We may imagine the effect upon 
French habits of thought occasioned by the election of 
Field Marshal Von Hindenburg to be President of 
Germany. 

We believe that Von Hindenburg will prove a strong 
man, an honest man, whose loyalty to Germany, and, 
therefore, necessarily to the present form of the German 
government, is stronger than his love for his former 
emperor. 

In short, developments in Europe in the past few 
months have been sensational, but distinctly progressive, 
and we have great hopes for the early future. We stress 
European conditions because, whether we like it or not, 
the economic welfare and future of the United States 
will be necessarily closely related to the fortunes of 
Europe and all the rest of the world. Financially and 
industrially we are the dominant nation and in the very 
order of things we cannot act alone, neither can we 
prosper alone. 

The recession in the rate of production, in most lines, 
is already quite evident and will probably become more 
extensive with, to repeat, certain seasonal variations, 
and there is nothing in sight to warrant a belief that any 
extended upward reaction is in sight or likely to take 
place later in the year. Prices will continue to reflect 
severe competition, although we already see signs of 
stability among many lines which have reached extreme- 
ly low figures, in view of costs for production. 
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Would Have Prepaid Freight 

A movement is underway to enlist the manufacturers 
of mill supplies, who allow full freight on shipments to 
distributors, to prepay the freight. The idea was sug- 
gested by a member of the National Supply and Mach- 
inery Distributors’ Association, the thought being that 
weighing and inspection bureaus are not so liable to 
assess additional freight on prepaid shipments, and that 
such prepayment will simplify bookkeeping. At the 
present time freight deduction claims must be accom- 
panied by freight bills, and the member making the sug- 
gestion believes that these properly belong in possession 
of the distributors. 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 














Turned and Polished Shafting 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023- — 1027 bags Jackson aie 
Chicago Phone: Pullman 6496 Phone: Monroe 5356 and 535 























An anon Combination 


PENBERTHY 
AUTOMATIC 
INJECTORS 


Simple, reliable, durable, 
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SCREW CLAMPS 
WING NUTS 


economical, inexpensive 
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Made from the finest grade 
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More than 1,500,000 sold 
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Your Catalogue and How It Should Be Used 


Mill Supply House Executives Should Recognize the Fact That 


It Pays to Use Proper Follow-up Advertising to Impress Buyers 


W. W. FRENCH 


Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


If we should take on 


issued by mill supply and machinery dealers, and set an 


arbitrary cost for each one at 
even million dollars. 
it is but a small part of the 
It is not uncommon 
dealer whose 


logues. 
to hear of a 
Investment 


high as 


runs as 
$40,000 on a single edition, 
and occasionally we hear of 


an expenditure of $50,080. 


Rather than set the average 
cost at $10,000, which is ad- 
mittedly very 
tf line, we 


low, in fact 
quite out o would 
probably find it to be around 
$20,000, which, multiplied by 
the number of houses issuing 
catalogues, would give us a 


that 


total would 


surprise us. 


Investment 


All of this money is spen 
h 


or other the cat- 


for advertising, al 


7 








ome reasol 


looked on as a 


: » hs heey 
aloy Nas been 


salesman, 


and generally is 


hundred catalogues of the class 


Large as the aggregate sum appears, 


kat % 
total Invi 
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$10.000, one would have an 


be tte im volume On 
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In the 


relation of the m 


Mr. French 


| supply house catalogue to its 


above sketch visualizes the 


general advertising and sales. The accompanying 


cases that each salesman has a particular line 
than 
do his duty by the house and endeavor to sell the buyer 


each individual on his selling force, he would find in most 


that he 
others. Of course he will 
his entire needs, but tracing 
this discovery back to its 
source the dealer will find 
that the reason for this pro- 


nounced push on certain 
items is because the sales- 
man has become better in- 


formed as to the merits and 
application of this particular 
product, and finds selling 
much 
quence. 

Reverting back to the fun- 
damentals of advertising— 
the kind that fits in and is 
properly co-ordinated with 
sales work—we find that the 
function of advertising is to 
pave the way for profitable 
sales. The elimination of ex- 
cessive selling expense is an- 


easier as a conse- 


under the close supervision avtinic is the sonenth tax Mie. Drewes escns ea other reason for advertising. 
of the sales department. The “Mill Supply House Advertising,” and in it h Good advertising sifts the 
value of an attractive and ‘compares th EE seed. sl acca Mes wheat from the chaff and 
= mplete catalogt € as a pow- tivated and wate ns dat regular intervals if the iaitieiad —— selling : hips 
erful selling force is such sat deatt tote hé- obieinel Tih actee bilteaas something solid on which to 
} we cannot understand that wy ica td. Gitmlasie-smuellt oak te tot bite. It saves their time— 
why it is p aced in a class by unsupported by other advertising. The remaining produces more sales per call 

tself. and left unsupported clita Be i aca. Sy Htpcuee the fellaednn at less expense per order. 
© many cases by other vehiete- Perhaps the relation of the 
advertising. The catalogue is &. Ske Meshs's Moss Crees catalogue to advertising and 
the logical basis for an ad- ) Phe Meckanical Side of Advortivine. to sales might be visualized 
ertising impaign. Getting , 7h» Dealer's Sales Promotion Denartocul asintheaccompanying 
nquiries is the object of all ; sketch. First we have a good 
publication advertising and product or a good line of 
rect mail, and the inquiry generally is followed first by products—this must always be the foundation stone of 
a catalogue or other literature of a catalogue nature any successful business. Next in line we have a sound 
A catalogue in the customer’s cabinet is not, however, selling plan intelligently directed. Then comes the cata- 


an assurance of orders. To be sure, it will be used as a 
buver 
ut to derive maximum benefit from 
ial expenditure involved in the production of 
a catalogue it must be kept active t 
be given if it is to sell not only what the buyer 
for but the many items described in its pages f¢ 


esire must be 


reference 





book when the is definitely in the 1 
for a certain item, | 
the substant 


some assistance must 





is looking 


r which 


created. 

There are scores of items listed in dealer catalogues 
that fall under the heading of specialties, and which are 
not likely to appear on the want list that is kept for the 
salesman or to the house at intervals. These items 
represent an investment that must be made productive. 
The salesman on his regular calls does not have time to 
sell the catalogue item by item. In many cases there are 
products listed that demand a certain degree of technical 
knowledge that causes the salesman to avoid them in 
favor of other products with which he is more familiar. 


sent 


Bound in 


sold and the 


logue. its covers are the selling policy, the line 
prices charged. It is an agreement between 
the buyer and seller—a guarantee of value, performance 
and service. It the selling talk on each item 
which nearly answer the customers’ 
logical questions that he can order without calling in a 
salesman, if his demands are immediate. 

Next to the catalogue we find follow-up advertising. 
It is the function of this advertising not only to develop 
inquiries that will make possible the securing of maxi- 
mum coverage for the catalogue, but to promote its use 
after it is on the shelves. In other words, consistent 
selling of the catalogue should result in more frequent 
reference to it and this might logically be expected to 
develop more frequent and larger orders. 

There is a tendency in some quarters to believe that 
when a catalogue has been placed in a buyer’s office and 
a salesman is detailed to make occasional visits, that all 


contains 


is supposed to so 
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ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 


Belts seldom wear out. From lack of proper attention the 
pulley side of a belt rots and cracks. ATLANTIC Belt 
Dressing will prevent this. Always made of high grade 
materials. We never lower the quality. Price reasonable. 
Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 














LEIMAN BROS.  ,orsry rornve AIR PUMPS 
For operating for VACUUM or r PRESSURE — 


many kinds of 


AUTOMATIC 
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MACHINES wi were rather skeptical of your 
smal pact. blowe 1g capabl 
and of ae ve pees mothe 8 and fae th 3 
- t ier i reason the result s ill the more 
DEVICES USED 24 HOURS DAILY Br-We find the Leiman blowers vet 
| AGITATING PLATING SOLU- I ha tried many different nd satisfactory. having used m col 





TIONS means qu mdit 1 t blowers—-I found it that tinuously 24 hours per 


SAND. “BLASTING can be dor 

1 POSITIVE PRESS Rt 

LOWER I inc uives sat 
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WITH” “GAS OR OIL 
lening unnealing 





“HEATING 


They scoop up the 
air and take up their 


own wear. 
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Tem 
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ALSO USED FOR 








Fuel oil burning outfits Priming pumps 
Or perating gas furnaces ‘hime hines 
Testing Wrapping machines 
Raising ure 3lowing balloons 
Gasoline service pumps Singeing cloth 
Scavenging poe Pa , a Every manufacturing plant has use Be Sure 
Cleaning dust from intricate machinery parts for pumps such as ag oz. to 
Sand blast machines 10 Ibs. pressure; 2 to 338 cubic feet You Get 


per minute. The re are many makes 

li i of rotary air pumps but the leaders 

f tating i ids 

2 a tng b age © atimneatoame Gude we of the industry, the world over, eyen- 

Bbiowing chips and stampings trom ma- tually get down to this—the simplest, ° B e P 

F ti a i ‘ most efficient air and gas pump made. eiman ros. Air umps 
illing y0ttles and containers 

Feeding paper in printing presses Write us about your problem—pref- 


Vacuum cleaning 


Feeding labeling machines erably send a sketch with — Because your satisfaction rests on 
All sorts of testing and experimental work. us what you want to do—name the * . ‘ 
All sorts of automatic machines and appliances to be operated. your being particular about that. 
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LEIMAN BROS. 60 HSB Lispenard Street, New York 


Makers of good machinery for 35 years 
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When writing to Advertisers please mention Mitt Supplies 
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possible has been done to land the business. 


sO. 


This is not 
To be sure the catalogue is an invitation to buy, 
but we must always recognize the fact that the buyer is 
yenerally plentifully supplied with catalogue invitations. 
To succeed in so impressing the buyer with the advan- 
tages accruing to him because of his connection with 
vour particular house and the economies and satisfaction 
that he will realize from your catalogue as his favorite 
buying guide, is your objective. 

This takes follow up, not only by personal call but by 


* You will probably 
_ find it on one of its 
: A= . 1000 Pages Ms 
) 
wr 


Suggestion for Advertising Your Catalogue 


regular 


various 


mail follow-up, 
lines carried so 
tionate attention. 

The particular plan followed may be worked out in 
many ways. It would always be a good idea to work into 
inv plan of this kind a_ suitable 


effort 
each will 


dividing 
that 


between the 


receive propor- 


reference to your 


your >= 
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Your Calf — 


The Complete Service Idea 
atalogue. A suggestion or two along this line is shown 
here. 

The distribution of the catalogue is of importance. 
There are many occasional small buyers who would not 
rate a book costing several dollars. On the other hand 
i catalogue should be placed in every office or plant where 
the expected volume will justify it. This all reverts 
back to the mailing list, which after all determines the 
success of catalogue or any other form of advertising. 

If it is justifiable to spend $20,000 for a beautiful book, 
and if each book represents an outlay of three or four 
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dollars, or even more, it surely seems reasonable that a 
few dollars could be spent to advantage in insurance 
against waste in distribution. 

It is not the intention of this article to go into the 
details of mailing list compilation. There are too many 
reliable sources, and it is believed that they are quite 
generally known. 

When the catalogue is sent out, it should be accom- 
panied by a sales letter and an acknowledgement card 
so that an office record can be kept of the name of the 
man who actually is in possession of the book. It very 
often happens that a catalogue is sent to a plant executive 
and finds its way into other department files. Unless 
this is known follow-up may be wasted. 

More will be said about various methods of follow-up 
‘n succeeding articles, but this one thought should be 


Reach for 
the big 
Yellow Book 
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Another Copy Angle to Sell Catalogue 


held to be of the greatest importance when the question 
of catalogues is under consideration. The catalogue is a 
seed—when planted it must be cultivated and watered 
at regular intervals. This is a personal selling and 
advertising job. Both must be properly co-ordinated and 
work hand-in-hand toward the same 


objective—sales 
volume and profits. 
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BAY STATE INDUSTRIES GROW 
Over Twenty-five Million Dollars Expended During the Past Year 
in Extensions of Plants and Machinery 

Massachusetts is growing industrially. So the Asso- 
ciated Industries of that state report. Each year this 
organization of manufacturers makes an industrial sur- 
vey. Its latest one, covering the year 1924, has been 
completed. It shows that there were plant extensions in 
76 cities and towns in the state last year, representing 
an expenditure of approximately $25,839,598 for build- 
ings and machinery, and providing 3,172,957 additional 
square feet of floor space for manufacturing purposes. 
These extensions provided employment for 3,414 addi- 
tional wage-earners. The cost of industrial extensions 
for 1924 was $5,649,039 greater than for 1922 extensions, 
and $6,588,749 greater than for 1923. 

During the year 1,335,054 square feet of manufac- 
turing space were abandoned because of failures. liquida- 
tions, fires and removals. Deducting this space from the 
new space provided leaves a net gain of 1,837,903 square 
feet. The losses were largely in the textile and shoe 
centers. As the year 1924 was an exceptionally poor one 
from a production standpoint in Massachusetts, the in- 
crease in manufacturing facilities is looked upon as an 
encouraging indication. 
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SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 


























STOP that so-called “‘sum- 


mer slump’ which shows 
in such bold figures on 
your yearly report 


CONCENTRATE 


on your specialties 







(CRESCENT 


BE ir FAS" "ENERS 

T FASTENER 
are an ideal specialty to start on. 
\fter thirty years CRESCENTS are still the 
best and are recommended by manufacturers 
of belting. 
Repeat orders are frequent and regular. 
CRESCENT SERVICE is the kind which 
builds good will among your customers. 


Write for plan in detail. 


CRESCENT BELT FASTENER CO. 


247 Park Avenue New York 














“Having any 


That's the question for your salesmen to ask 
every one of your valve using customers if you 
are carrying a stock of METALLO Valve Discs. 
Made of copper with a filler ot compressed asbes 
tos, they hold out on extreme pressures and tem 
peratures and do not crack or disintegrate as 
composition valves do. 


If you are not selling METALLO Valve Dises 
and METALLO Gaskets, send for free samples 
and jobbers’ prices 


METALLO GASKET CO., NEW YORK 
242 Lafayette Street 


Made with 
Square or 
Round Hole. 


Free Sample 


® to Jobbers. 








Valve Disc Troubles?’”’ 
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Important Court Decision May Prove Boon 


It Is Held That Associations May Agree That No Goods Shall Be Sold 
to Any Person Who Fails to Pay His Bills to Any of Their Members 


ELTON J. BUCKLEY 


A most important court decision has just been ren- 
dered by the United States District Court for the New 
York District, which, if it is sustained on appeal, as I 
predict it will be, will greatly enlarge the powers and use- 
fulness of mercantile associations, and therefore lead to 
the organization of many new ones. 

The decision in substance is that the members of an 
association may agree with each other that where a cus- 
tomer owes money to any member, all the other members 
may refuse to sell such customer except for cash. It 
has generally been believed that this would be illegal, but 
it unquestionably affords a splendid protection against 
loss through dead beats. The law has for a considerable 
time been settled that a mercantile association may oper- 
ate a credit department through which the names of the 
delinquent customers of the members can be circulated 
among the general membership. If the information has 
been carefully assembled, and is not maliciously circu- 
lated, but only for the benefit of the members, it is priv- 
ileged like the credit information circulated by mercan- 
tile agencies. Never before, however, has any court giv- 
en an association the right to unitedly refuse credit to a 
buyer who had failed to pay a member. The entire mer- 
cantile world should pray that the decision be affirmed 
on appeal. 

The case in which the decision was made was interest- 
ing. It was brought by the United States against the 
Fur Dressers’ and Fur Dyers’ Association, Inc., and the 
charge was conspiracy in restraint of trade. It seems 
that the members of this association have for years been 
losing money by reason of bad debts. Not only were the 
debts bad because the debtors were financially irrespon- 
sible in many cases, but also because many of them were 
for small sums and it would have cost more to go to law 
about them than they were worth. 

Therefore the members devised a scheme to send to 
all the meinbers each month a list of buyers who owed 
any member money, and to unjtedly refuse to do business 
with such buyers except for cash. The plan was won- 
derfully effective, but the government attacked it as a 
conspiracy in restraint of trade. 

My own opinion, if any one is interested in it, is 
that no court will declare this plan to be in restraint of 
trade for two reasons: first, it does not deprive the 
buyers who suffer from it of anything to which they have 
a vested right. Nobody has a right to credit. You can’t 
compel anybody to sell you on credit, no matter how hon- 
est and substantial you are. Therefore in losing credit 
you lose nothing which you can demand. Second, refus- 
ing credit to a buyer who has proven unworthy of it by 
defaulting on a righteous obligation is just and fair. 

The court took this view, citing the enormous number 
of insolvencies in the business covered by the associa- 
tion, which had come about because the members had no 
adequate method of protection. This lay in prevention, 
the court thought, rather than in efforts to collect after 
the debt was incurred. I quote from the decision :— 

The provision that lists of customers who have failed to 
pay their overdue accounts to members of the association, 
shall be distributed to members of the association for their 
information and that no delivery of goods shall be made 
to any person by any member so long as the name of that 


person appears on the list except upon payment of cash or 
by check upon the delivery of goods does not go beyond the 
reasonable requirements to correct the abuses which have 
crept into the trade. The provision discriminates against 
none other than those who do not pay agreed prices for 
services rendered to them. 

Not every agreement which suppresses competition or re- 
strains trade is illegal. Only such agreements and combina- 
tions as unreasonably suppress competition or restrain trade 
are illegal. 

The rules of the association provide every conceivable 
method to prevent the listing of customers other than those 
who have failed to pay their bills, and every conceivable 
method for the immediate release of every customer from 
the list upon the payment of his bills. 

Only the names of customers who have not paid their 
accounts are listed, not the names of the members nor the 
amounts that the customers owe the members, nor the names 
of customers who owe less than $100 or who honestly dispute 
unpaid accounts. 

Information as to financial responsibility of customers and 
the lien which the law gives are not sufficient to protect. 

Although the association has been operating nine years, 
the Government has not proved or even attempted to prove 
any injury to any one. 

There you have the basis for the most valuable plan of 
protecting trade from abuse of which I know. The main 
reason dead beats flourish as they do, keep going as 
they do, is not that they can cheat one merchant once. 
Anybody can do that, and it isn’t apt to be a killing 
matter. It is because a dead beat has been able to cheat 
one merchant and then go to another and another and 
another, who not knowing of the fate of the first would 
often freely grant credit. If all the merchants in a terri- 
tory were banded together in an association to carry out 
the plan upheld by the court in the fur case, the dead 
beat would be limited to one killing and that probably not 
very large. It is one of the greatest things that have 
ever happened to business men. 
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GERMANY BUYING MACHINERY 
Exports of Mill Supplies Greatly Increased Last Year and Are 
Climbing to Pre-War Figures 

It is generally conceded that the condition of our 
foreign markets is reflected considerably in American 
industries, and that consequently it has a noticeable effect 
on the mill supply business. In view of this, it is inter- 
esting to note that within the past few weeks, the com- 
merce department has released statistical reports, cover- 
ing the exports of machinery from this country to Ger- 
many during the past year. These reports show that 
there was an increase of 225 per cent for 1924 as com- 
pared with 1923. The valuations were $1,736,447 
greater than the previous year. The total exports of 
machinery to Germany for the year ending December 31, 
1924, amounted to $2,576,006. 

That the exports to Germany are climbing towards pre- 
war figures is indicated by comparisons. In 1913, Ger- 
many purchased more than $5,250,000 worth of American 
machinery, which was an increase of approximately 65 
per cent over 1910 exports. During the post-war years, 
there was a great drop, the average value of machinery 
exports to Germany being only $600,000. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 
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The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. 


JOS. A. VOGEL COMPANY 


The price is right. 


SOLD BY ALL JOBBERS 


Wilmington, Delaware 























HARRIS 


Copper Expansion Joints 


For Low Pressure and Vacuum 





B-280 B-2381 


Concave Type 


The steel flanges on this 
type are split but are not 
adjustable. All flanges 
are drilled to American 
standard unless specially 
ordered. 


Other Harris Products 


Seamless Copper Floats, Copper and Brass 
Bends and Coils, Steam Jacket Kettles, 
Copper Expansion Joints, Copper Dippers, 
Copper Tanks, Vacuum Pans, Feed Water 
Heaters, Brass and Copper Castings, etc. 


SEND FOR ILLUSTRATED FOLDER 


Arthur Harris & Co. 


Engineers, Coppersmiths. Brass Founders and Finishers 


210-218 N. Curtis St., Chicago, IlI., U. S. A. 


Convex Type 


This joint has cast iron 
flanges. The copper is 
turned over on the face 
of the flanges to the bolt 
holes, which makes the 
flanges adjustable. 
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Flexible Tubing for High Pres- 
sure with Special Unions 
at Terminals 


Press on and off gears, wheels, pulleys, cranks, etc., 
with one of our designs of 
PORTABLE FORCING PRESSES 
It is cheaper to own one than to be without it, when the break- 

down comes a 





Portable Jack and Pump 
For 10 to 1000 Tons 
Locate pump any distance 
from jack—safety First 


Keep Our Catalog Handy 





Forged steel Hydraulic 
VALVES GAUGES 


Charles F. Elmes Engineering Works 
1009 Fulton St. Chicago, U. S. A. 
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Some Thoughts on the Evolution to Billions 





It Is Only a Comparatively Few Years Ago When a Man With a 
Salary of Seventy-five Dollars a Month Was Considered Lucky 


W. E. DUNN, JR. 
Secretary, South Atlantic Supply Association, Atlanta 


I shall tax neither your time, eyes or patience to read’ engine, and it will be 41 years, 2 months and 3 days 








veneer 


a row of figures and statistics showing how much steel 
was contracted, and how much pig was consumed at home 
and abroad in all the years from 1923 to 1925. 

I will not detain you to relate the United States De- 
partment of Commerce reveals in its Survey of Business 
that unfilled orders for steel February 28, 1925, repre- 
sented an increase of 247,448 tons over the January fig- 
ure and 371,870 tons over a year ago; that car loadings 
were in greater volume than in January, 1925; that busi- 
ness mortalities increased somewhat during the same 
period, with few deaths among the steel industries. No, 
I shall not bore you thus. Instead of being reminiscent, 
we will use the time in an experience meeting—we will 
pull the furnace fire and forget our routine business 
life for the moment to tell each other how glad we are 
that we are living, and living in 1925. 

Mr. Gary said recently, “If the steel industry is still 
the barometer of trade, then this country has a good 
business future.” 

Politicians can’t stop it; congressional agitation 
can’t stop it; nothing can stop it—and so, that settles 
business, at least, until we shall have talked a while on 
subjects really worth while—ourselves, for instance. | 
believe ourselves is possibly the most thrilling subject to 
us that we could select. So here we go: 

HE WAS A LUCKY GUY, TOO. 

You can remember only a few years ago, a man who 
arew a Salary of $75 per month was a “lucky guy,” 
envied by the boys who did harder work on much less 
pay. Then we thought and figured and talked in hun- 
dreds. 

A few years elapsed before we began to dream, then 
to hope, then to think in thousands as the acme of our 
possibilities—the bag of gold at the end of our financial 
rainbow. Within a few more progressive years, one hun- 
dred thousand dollars loomed as a possibility for a single 
estate. Then it grew from an iridescent dream to a 
reality and from that great fortune, the wizards of 
finance began to manipulate the men on the checker 
board and soon riches grew into the denomination of 
millions. Only a few at first, but while you and I dis- 
cussed these miracle men as great warriors of the money 
war, they lost and won until many were rated as multi- 
millionaires, with “money to burn” which 
scorched. 


was never 

Just think of it, boys—within your life time and mine, 
more than one American citizen can boast a private es- 
tate of more than a billion dollars! Do you have the 
slightest conception of a billion dollars? Can you visual- 
ize some one concrete illustration that would convey to 


before the caboose would move out of the round house, 
taking up the slack. Some money! I'll say it is. 
NO, YOU NEVER CAN TELL. 

But when they talk in billions, they aren’t talking to 
you and me. I have as little hope of ever being worth 
a billion dollars as Henry Ford had when he built his 
first tin Lizzie. But ruminating further—you never can 
tell. What man has done, man can do, and who knows 
what may happen to the least of us? The one gallus 
stammering country kid may go through a system of evo- 
lution little dreamed of—like this: Freckle face—center 
rush—valedictorian in high—main flagman—conductor 
—train dispatcher—railroad president—Wall Street wiz- 
ard—bond and stock dictator—then perhaps a stupend- 
ous war when he becomes a dollar a day patriot and from 
that high eminence, millions are made for each tick of the 
second hand of his watch, and he has headaches to count 
his wealth in billions. 

And thus we may live to see our freckle faced urchin 
hero engaging a flight of palace air ships from Edsel 
Ford to visit his friend in Mars. 

Just a little evolution—that’s all. 
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BIG STEEL DOOR INDUSTRY 


Thirty-seven Manufacturers in This Line ‘Turned Out Produ t- 
Valued at Fifteen Million Dollars 

According to reports for the biennial census of manu- 
factures, 1923, the establishments engaged primarily in 
the manufacture of iron and steel doors and shutters in 
that vear reported such products valued at $14,077,423, 
together with other classes of products valued at 
$1,289,683, making a total of $15,367,111. The rate of 
increase in the total value of products as compared with 
1921, the last preceding census year, was 23.3 per cent. 

In addition, doors and shutters were manufactured to 
some extent as secondary products by establishments 
engaged primarily in other industries. The value of 
these products thus made outside the industry proper in 
1921 was $386,457, an amount equal to three per cent of 
the total value of products reported for the industry 
proper. The corresponding value for 1923 has not yet 
been ascertained but will be shown in the final reports 
of the present census. 

Of the 37 establishments reporting for 1923, 22 were 
in New York, four in Illinois, and the remaining 11 in 
California, Indiana, Minnesota, Missouri, New Jersey, 
Ohio, and Tennessee. In 1921 the industry was repre- 
sented by 45 establishments, the decrease to 37 in 1923 
being the net result of the omission of 10 establishments 


your brain and to mine a billion dollars? During the which were included in 1921 and the inclusion of two 
F world war Mr. McAdoo made some suggestions along new establishments. Of the 10 establishments omitted, 
i lines of issuing seven billion dollars in bonds. A St. 








Louis accountant used an actuary machine and gave sev- 
eral statements to reveal the colossal sum to an ordinary 
brain. This was one of his calculations: 
billion dollars in one continuous row. Build a railroad 
track alongside the row to its end. Put a solid freight 
train on the track from beginning to end. Start the 


“Lay seven 


four had gone out of business before the beginning of 
1923, one was idle throughout the year, four had been 
engaged primarily in the manufacture of doors and shut- 
ters in 1921 but reported other commodities as their 
principal products in 1923, and were therefore classified 
in the appropriate industries, and one reported products 
valued at less than $5,000 in 1923. 
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@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them— phone them—they'll go off our ware- 
house racks and on the curs in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Me dart’ 5.” 





{ MR DEALER—We have bee iged in the 

Pulley for 45 years, and we kn sat deal more 
good pulleys than many other concerns. 

silding Wood Split Pulleys is: Cheap- 

products must be the best in their class. We 





k 7 the slightest risk of impairing the 
alue of our most valued asset—our Good Will 


Get the “MEDART” WOOD SPLIT PULLEY from stock! 


ormerly Medart Patent Pulley Co.) 
General "Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 
ffices 


NEW YORK PITTSBURGH 

ings, Collars, Hangers. Bearings, Bearing Supports, 
Les Steel Rim Pulleys, Gearing, Sprock 

Rope Drives, Belt Tighteners, etc 


CHICAGO PHILADELPHIA 


Shafting. Cour 
Friction Clutches Iron 
ets, Chain, Roy 
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The Edgemont 
Friction Clutch 





Six Parts 


and two screws make up this EDGEMONT 
Expanding Countershaft and Light Duty line- 
shaft clutch. All parts are interchangeable. 
Simplicity goes a long way in selling when 
a customer wants an efficient and trouble-free 
friction clutch. 


Ask for a copy of the Edgemont Catalog. 


The Edgemont Machine Co., Inc. 
Dayton, Ohio 
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= VALEEIRON”? << ————————— 
"HERCULES HYATT” 


DUST PROOF ROLLER BEARINGS 
POWER TRANSMITTING APPLIANCES 





Crees 





\ \) 

Ny y 
AN V 
W —INDISPUTABLE FACTS— 

3 A 

\ /) Mik ROLLERS ARE FLEXIBLE: Their slight flexibility takes h j 

\Y{ care of irregularities in the surface of the shaft as well as all \ 
shaft distortions caused by belt pull or misalignment of shafting. \ 

\ IT IS SELF-LUBRICATING because each of the hollow heli- (W// 

( cally wound rollers acts as its own oil container and oil distribu- NG 
tor, insuring positive lubrication over all rolling surfaces. There  \ 


is no oil leakage and the economy is such that lubrication three 
or four times a year is sufficient in most cases. 

IT IS DURABLE because its steel rollers are capable of giv- 
ing years of hard service with no appreciable wear. It is not 
affected by shock loads, vibration or by other loads within the 
capacity of the shaft. 

POWER SAVING: By eliminating 50 to 80 per cent. of fric- 
tion, make possible a saving of 10 to 25 per cent. on the whole 
power transmitted. This power saving at forty to fifty dollars 
per horse-power per year will result in a return on the invest- 
ment of from 50 to 125 per cent. 


VALLEY IRON WORKS 


WILLIAMSPORT, PA.. U. S. A. 


“"VALLEIRON” on 
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Employes Had Merry Party 


Celebrated 25th Anniversary of American Pulley Company’s Nicetown Plant 


The American Pulley Company, Philadelphia, recently 
celebrated the 25th anniversary of its occupation of its 
Nicetown plant. The celebration took the form of an 
employes’ party, held at the Germantown Cricket Club, 
and all of the executives and employes attended. Many 
of the latter have been in the company’s service ever 
since it was first organized, in November, 1895. At that 
time manufacturing operations were carried on in a fac- 
tory at 18th and Hamilton streets, Philadelphia. 

The program for the party included a one-act farce, 
vocal selections, dancing, addresses by President Charles 


company’s production manager, who also took the part 
of Ebenezer Snowball, whose colored countenance is 
readily distinguishable near the center of the group in 
the illustration. The characters in the cast were: 
Ebenezer Snowball, a mischievous “coon”...John Manogue 
Nicholas Snobson, the old crank who gives the party. 
Bibs ety ees vs BIS arene 8at Edward Treffeisen 
Clarence Mountjoy, his gay and festive nephew....... 
2 eons, aoc Edward McCauley 
Frank Willing, Clarence’s room-mate at college. 
G. H. Rosengren 





Actors Who Participated in American Pulley Company Celebraiion 


E. Brinley and others, and a dinner. All of the talent 
that supplied the entertainment came from within the 
ranks of the 400 employes. 

President Brinley briefly sketched the history of the 
company from its beginning up to the time of its removal 
to the first section of the Nicetown plant, and to the 
point where the present plant, covering several acres of 
ground, was developed. He attributed much of the 
growth to the co-operative efforts of the entire organiza- 
tion over a long period. He sketched the future plans 
for the present products and for possible inclusion of 
additional items in the company’s line, and concluded by 
saying: “Our growth has not been spectacular, but 
steady. We are a decent, honest, conservative Philadel- 
phia company, and there are lots of things worse.” 

The farce was one of the bright spots in the evening’s 
entertainment. It was entitled, “Snobson’s Stag Party,” 
and was staged and directed by John B. W. Manogue, the 


Julius Dinkelspeil, a guest from the fatherland............ 

Oe ease. Sy SOE -William Steckle 
Timothy Doolihan, one of the Kings of Ireland............ 
ne : e David Watson 
Fazio Spaghetti, a Dago without the monkey..Petro Caruso 
Henry Hawkins, a blarsted H’englishman....Charles Marvel 
Mrs. Hezekiah Chickenstealer, an unexpected guest 

from Lombard Street (female impersonator) .. 

: ME a = ahem George Knorr 
Mrs. Michael Moriarty, from Shantytown, likewise un- 
expected (female impersonator) ...Raymond Gulliford 
Jim Scrapper, a tough gent from the 42nd ward... 

si sasescaciatessto=iesaucemnteereesirase ee cies ..-Williiam Kahmar 
Alfonso Heavyweight, a crushed tragedian........ sek 
font ...Edward Wasmund 
Samuel Hawthorne 

Joachim Gabinet 
Frederick Rodgers 
....George Daniels 


Andy “Hoot Mon,” Scottish piper 
Juke Musiciski, Russian musician 
Jake Lightfoot, a step dancev...... 
Bill Ballotbox, a ward politician 





Issued Special Report 

The Goulds Manufacturing Company, Seneca Falls, N. 
Y., has issued a bulletin containing a report of an investi- 
gation of the performance of centrifugal pumps when 
pumping oil, which was made for the company by Robert 
L. Daugherty, professor of mechanical and hydraulic en- 
gineering of California Institute of Technology. The 
tests described in the report were made at the Los 
Angeles refinery of the Union Oil Company of California. 


Water, gasoline, light crude, heavy crude, residuum and 
heavy oil were used in the tests. The bulletin includes 
charts showing the performance of centrifugal pumps 
when handling the various commodities. The Goulds 
company has also issued a new catalog, ‘““M,” which has 
been prepared primarily as a quick reference book for 
distributors of pumps. The various types of pumps are 


grouped. Each section of the catalogue contains a visible 
index. Included also are lists of selling points on each 
pump. The catalogue is profusely illustrated in colors. 
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Special Klexible Blade 


This blade is especially adapted for auto- 
mobile body steel and thin sheet metal. 


A Wonder Blade! 
VICTOR SAW WORKS, Inc. 


MIDDLETOWN, N.Y. 


1 chart will be mailed to any mechanic giving his name and 
where employed, Enclose 10¢ for postage. 
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For Hard Heavy Duty 


STANLEY SOLID WOVEN COTTON BELT- 
ING in a brick plant. Plastered with mud and dirt. 
Already in service five years and going strong. 
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A “No-grief” 
Jobber’s Belt 


WRITE! 
Stanley Belting Corp. 


15 North Jefferson St., CHICAGO 
320 Broadway, NEW YORK CITY 
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ALLEN’ 


the 30°%% stronger hollow screw 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
1%” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup 
fly dealer who sends for it 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 








Our Specialties are sold to Jobbers Only 


Hanna ‘“‘Ball Joint” 
Pipe Hanger 


is the 
imples 


and 


tronges 
HANGER EVER MADE 


© Note the ball and socket 
joint. 

@ Hanger can swing in any 
direction. 


@ Not necessary to remove 
hanger to raise or lower 


pipe. 


Write for 
“‘Our Silent Salesman” 





The Penn Engineering Co. 
Philadelphia, Pa. 


He 








When writing to Advertisers please 





mention Mitt Supp.ies 
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Obituary 

The mill supply field will be greatly shocked to learn 
of the passing of Milton O. Reeves, 60 years old, presi- 
dent of the Reeves Pulley Company. Mr. Reeves died at 
his home on Thursday, June 4th, following a two months’ 
illness. On April 4th, he went to Battle Creek, Mich., in 
the interest of his health, and later went to Cleveland to 
consult a noted specialist. He underwent an operation 
in Indianapolis, following which no hope was held for his 
recovery. He was brought back to his home in Colum- 
bus, Ind., on May 24th, and remained there until his 
death. It is said that the end came without a struggle. 
as though a waking man were passing into a restful 
sleep. Mr. Reeves’ death follows closely that of his 
brother, Marshall T. Reeves, which occurred last Decem- 
ber. 





Born on a farm in Rush county, Indiana, on August 24, 
1864, Milton O. Reeves received his early education in a 





Milton O. Reeves 


district school and later attended an academy at Knights- 
town. In 1882 he was married to Miss Amanda M. Kirk- 
patrick, and for more than a year the couple lived on a 
farm. They then moved to Columbus, where Mr. Reeves 
took a job as shipping clerk for Reeves & Company, a 
company owned by his older brother, Marshall T. Reeves, 
and two uncles, A. B. and M. M. Reeves. 

Shortly afterwards, he went to Florida for his health, 
and upon returning to Columbus entered the sawmill 
business on his own account, continuing until 1888 when 
the Reeves Pulley Company was formed. He became the 
latter organization’s first president, an office which he 
held at the time of his death, although his brother, the 
late Marshall T. Reeves, was president for a time. 

Mr. Reeves was the inventive genius of his company, 
and it was he who originated and designed the Reeves 
variable speed transmission and the Reeves pulley. The 
following interesting account of the origin of the trans- 
mission device is contained in a recent issue of a Colum- 
bus newspaper: 

“In 1896, while working on a horseless carriage, Mr. 
Reeves designed the variable speed transmission for the 
purpose of operating the carriage. While he was experi- 
menting with one of the first automobiles in the history 
of this great industry, the commercial possibilities of the 





Self FluxingSOLDER, 


Simple, Safeand Sure 
Requires Only Heat 





KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘‘Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools, 
Special gauges also available. 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1/4 pound 


each are packed per carton. Ten cartons (100 cans) 
to the case lot. 


“Mit 





Kester Rosin Core Solder 


For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1,5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. Special gauges also 
available. 


osin Core 
Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 


ester Radio Solder 





GENUINE SOLDER 





CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U.S.A. 
o———- 


© 
Originators and world’s largest 
manufacturers of Self Fluxing Solder 


o——__® 
Your Jobber Can Supply You 

















LAWSON PULLEYS 


BUILT UP BY HAND SINCE 1886 


CORRECT DESIGN 


QUALITY MATERIAL 


CAREFUL 
WORKMANSHIP 


Therefore, a pulley that 


is perfectly balanced, 
has enduring strength 
and is neat in appear- 


ance; a pulley that any 
dealer can be proud to 
handle 


Manufactured by 


Menasha Wood Split Pulley Co. 


Menasha, Wis. 


Established L886 














Moore & White 
Friction Clutches 


40 Years on the Market 


Over 200,000 in Operation 







1925 New 
FRICTION. 1925” 
an lg ‘e Catalog 









Free on 
Request 


4A 
— 





£ write CO 
THE MOORE Tenia 





Ask for 
Catalog “C” 





The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 








July, 
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Ren rr FLEXIBLE STEEL LACING co. 
POLEREP ECE $1633 Lexington St., Chieage, U. s. 
England at 135 Finsbury Pave., London, E. Bs 
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- . 
On Recommending Belt  [ 
Lacing ‘ 

When you recommend a belt lacing 

for any special drive, remember that 
the lacing of your choice will probably 


also be used later, on other belts and 
drives whether covered by your 
recommendation or not. 


ALLIGATOR STEEL BELT LAC- 
ING is suitable for any drive on which 
a joined belt will give efficient service. 
You can recommend it “blind.” 








tpplied with a hammer as the only tool. 








WALL OILERS & TORCHES 


HIS illustration shows just 

part of the family of Wall 
Superior Products. Not “all 
dressed up with nowhere to go,’ 
but every one strong, sturdy and 
with a mission in life. Heavy 
steel, all brazed with hard, brass spelter 
solder—will stand a red heat without 
damage. A line of oilers and torches you 
can guarantee to your customers for five 
years. And we stand back of you. Just 
as profitable as what you handle now and 
they will build good will. Quality, all 
quality—that’s Wall. 





Also a complete line of copper-plated oil- 
ers and fillers. Write for catalogue. 


P. WALL MFG. SUPPLY CO. 
Pittsburgh, Pa., U. S. A. 


1864 





Since 
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variable speed itself began to unfold, and after much | 
testing and refining, the device was placed on the mar- 
ket. This marked the beginning of a new era of prosper- 
ity for the Reeves Pulley Company. 

“At about the same period, Mr. Reeves and the pulley 
company experimented extensively in the automobile and 
allied fields, and during the latter half of the old century 
and the first part of the new developed the octo-automo- 


bile, an eight-wheel machine, and later the sexto-automo- | 


bile, a six-wheel machine. These vehicles attracted much 
attention throughout the country because of their easy- 
riding qualities. One of the notables who rode in one of 
these machines was Elbert Hubbard, the writer, who 
afterwards composed a poem about his ride. This was 
one of Mr. Reeves’ choicest possessions. The idea of the 
six-wheel motor vehicle is now being adopted by large 
firms in the manufacture of trucks and passenger buses, 
many years after Mr. Reeves brought out the first one.” 

To Mr. Reeves’ credit are more than 100 patents, and 
in 1900 he was presented by the Franklin Institute with 
the Edward Longstreth medal of merit for having pro- 
duced the most useful mechanical device of the year. 
He was a member of the American Society of Mechanical 
Engineers, the Indiana Engineering Society and the So- 
ciety of Automobile Engineers. He wrote extensively 
for scientific and other publications. In addition he was 
a great civic leader, founder of the Columbus Chautau- 
cua Association and its president for eight years. 

He possessed a deep interest in religion, and just be- 
fore his death had completed for publication a book set- 
ting forth many of his ideas on the subject. Passages 
from this book were read at his funeral services. Several 
vears ago he founded a church in Florida and for a time 
presided as pastor. He was a great lover of literature 
and possessed one the largest private libraries of scien- 
tific books in his part of the country. He always main- 
tained a lively interest in motoring and in sporting 
events, and was also a lover of music. His philanthropies 
were widespread, and he was never too busy to interest 
himself in the lives of others. Just before his last ill- 
ness, he made arrangements to pay for an operation 
which enabled an 80-year-old man to regain his sight. 

One of the most glowing tributes that could be paid 
to a man was that of John Jewell, one of his associates 
in the Reeves Pulley Company. Mr. Jewell was quoted 
in a newspaper account as follows: “In the 38 years that 
I knew him, I never heard of him saying a cross word to 
anyone.” 

Mr. Reeves was a Scottish and York Rite Mason, a 
Shriner and served one term as a member of the council 
of his home city, being elected on the Republican ticket. 

He is survived by his wife and three sons, Ross F., 
Paul B. and Car] M.; one brother, G. L. Reeves, secretary 
and treasurer of the Reeves Pulley Company, and several 
grandchildren. 


Frederick J. Becker 

Frederick J. Becker, president of the Justrite Manu- 
facturing Company, Chicago, manufacturer of oil and 
waste cans and other metal specialties, died suddenly at 
Scranton, Pa., on Tuesday, June 16th, while on a business 
trip. Mr. Becker was born in Chicago in 1870. He was 
for 30 years in the employ of Carson, Pirie, Scott & Co., 
for many years aS a sales manager. In 1906 he organ- 
ized the Justrite Manufacturing Company, and it was 
largely through his efforts that the company developed 
to its present size. Mr. Becker is survived by his wife 
and one son. He was a member of Birchwood lodge, A. F. 
& A. M., and of several clubs. 

















on 
Send “Em Away 
With a Smile 


Give your customers the finest 
made, best looking die stock 
they can buy—a long lived 
tool that will render a life- 
time of service. 


No loose, breakable small 
parts. Exclusive “lift-off” fea- 
ture eliminates unwinding 
after a cut. Clean-cut, tight- 
fitting threads every time 
with the Oster Bull Dog Die 
Stock. 


Eleven handy tools, either 
plain or ratchet type, each 
threading from 4 to 8 pipe 
sizes make a complete assort- 
ment covering every demand. 


Write us today for the attrac- 
tive discounts and details of 
our dealer cooperation which 
make the Oster line the most 
profitable for a supply house 
to handle. 


OSTE 


The Oster Mfg. Co. 


Manufacturers of the most 
complete line of pipe thread- 
ing equipment in the world. 


2087 East 61st Place 
Cleveland, Ohio 
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That make the 
Prentiss Vise 
easy to sell 


Buyers are looking for vises that give eff- 
cient, dependable service not only when 
new but after years of constant use. 


They never fail to appreciate the five Pren- 

tiss construction advantages that definitely 

assure this super-service, taken with the 

quality of materials and workmanship that 
enter into every Prentiss Vise. 
They are: 

] Detachable steel jaw faces, ac- 
curately surfaced and tempered. 
Easily replaceable. . 

d Castellated collar fastening with 

4 prongs firmly set in the shaft. 
No set screw. Positive move- 


ment of front jaw with lever for 
the life of the vise. 


3 Sliding arm machined separate- 
« ly on all four sides to .002 in 
tolerance 


Press-forged head, an integral 
4 part of the screw shaft. 

= Ball ends forged an_ integral 
2 part of the lever. 





More and more, users are calling for, and 
buyers specifying, the one vise that has all 
of these advantages—the Prentiss. 


Recommending this vise enables you to ob- 
tain maximum vise turnover and profits. 





INGRS'S 


PRENTISS VISE COMPANY-106-l1I0 LAFAYETTE ST.. NEW YORK CITY 
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Bristol’s 


Staggered Point 
Steel Belt Lacing 


Simple as. 
Driving aNail 





Little 











Hooks 


That Patch Up a Lot 
of Trouble— 


Little packages of ‘‘fix-’ems’’—that’s 
what Bristol Staggered Point Steel Belt 
Lacings are. Therefore, Bristol belongs 
wherever there is belt work going on. 


This minute, a broken belt. All work 
stops—but not for long. In a jiffy Bristol 
has done its work. The belt is mended. 
The joint is smooth, neat and strong. 
No special tool needed. Just a hammer 


and a block of wood. 


If you have never seen these Belt Fas- 
teners we would like to send you a few 
samples together with complete Catalog 


No. 717-H and trade discounts. 


The Bristol Company 


WATERBURY, CONN. 


Branch Offices: 


Boston New York Philadelphia Pittsburgh Birmingham 
Detroit Chicago St. Louis San Francisco 
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When writing to Advertisers please mention Mitt Supp.ies. 
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New Products 
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Kulp Theft Proof Lamp Co., 360 North Michigan 
avenue, Chicago, has recently announced a new theft 
proof lamp, which may be used either as an ordinary 
removable lamp, or made instantly theftproof by an 





extra twist after it is screwed into the socket. After 
this additional twist, the lamp operates as any ordinary 
one, but it turns freely in the socket and cannot be re- 
moved. The screw shell is held to the base by a small 
pin. Once it makes contact, an extra twist shears off 
this pin. 

Prentiss Vise Company, New York, in its new cata- 
logue illustrates and describes an improved collar fasten- 
ing for screws. According to the company’s statement, 
this is the first improvement in collar fastening since 





the company produced a vise with a full collar and set 
screw more than 40 years ago. Two depressions are 
forged on opposite sides of the screw shank, and two of 
the prongs of the castellated collar are driven into these 
depressions. This is said to make it certain that the 
front jaw will always follow the screw without any 
noticeable play or lost motion. 

The Sykes Company, Chicago, since 1877 manufac- 
turer of fabricated steel products to specification, has 
recently started production of a complete line of buckets, 
elevator boots and heads and similar products for all 
industrial uses. The company is now stocking the most 
popular types of buckets of both -riveted and formed 
construction, and has installed a 300,000 pound forming 
press to manufacture pressed steel buckets in large sizes 
and of heavy material. The buckets are made with the 


chain. One style of the new line is designed for replac- 


| backs extended over the rear of the pitch line of the 


We would like a few new dealers 
to take on the Royersford line 
where we are not represented. 





Our production of Sells roller bear- 
ings, hangers, couplings, collars and 
similar transmission appliances now 
enables us to supply additional deal- 
ers where we are not now repre- 
sented. 


If you would like to take on a trans- 
mission line that is well advertised 
and where the service is fast and 
where each dealer is considered an 
important dealer, then we would like 
to hear from you. 


Martin G. Sperzel 
is sales manager 


—you might address him 


Royersford Foundry & Machine Co. 
43 N. 5th Street Philadelphia, Pa. 


Royersford Products are regularly advertised in: 


Industrial Management Dodge Idea 

Belting & Transmission 
Cotton Oil Press 
Machinery 

Textile World 


Mechanical Engineering 
American Machinist 
Mill Supplies 

American Miller 


as well as in A. S. M. E. Catalog and MacRae’s Blue Book 


SELLS 2ley®uvrys 








and other Royersford Products 














































MOTOR PULLEYS | | 22ers cores isco oa 


quality first requisite. Used by manufacturers of quality 


PAPER AND IRON + products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled =" 


Prompt shipments are made | 





from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- } 
justable Motor Rails. Let us } 
fill your motor requirements. { 
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} TELEPHONES Booklet with list of distributors and other interesting data sent 
MONROE ‘BirxreMacsine“Works upon request. Sold by the foremost dealers. 

| ves Se NOT INE American Swiss File & Tool Co. 

| 456 N. Union Ave., Chicago 410-416 Trumbull St., Elizabeth, N. J. 














Sell the New Badger Car Mover Under Our 6 Gino"?! 





Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., @Reconzin 
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BUCKEYE | 


Automatically Oiled 
POWER PUMP | 


For Pressures Up to 100 Pounds 





ee 


Built in five sizes 


The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech- 
anism runs in oil, is brass lined and has 





The Famous “Arm & Hammer” 


Wrought Iron Anvil 


Prompt Shipments Made From Stock 






The Columbus Anvil & Forging Co. many excellent features not to be had in any other pump of p 


its kind. It is an exceptional pump for general service. 
Main Office and Plant, 115-129 Frankfort Street Bis : u 


: Write for catalogue and prices 
Columbus, Ohio, U. S. A. eaeies ais 


| MAST, FOOS & CO. u 


General Forgings of Wrought Iron and Steel 
SPRINGFIELD, OHIO 0) 


























When writing to Advertisers please mention Mitt Supplies. 
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ing malleable buckets where the service is too severe for 
the cast type. It conforms closely to standard malleable 
specifications, and may be used with all standard type 





“G” chain attachments. The Sykes Company will con- 
tinue its previous manufacturing operations on specifica- 
tion work in addition to its new activities. 





Trade Literature 
i] 








The Quickwork Company, St. Marys, Ohio, has issued 
a new catalogue, No. 80, covering its complete line of 
rotary shears. The book contains 122 pages of descrip- 
tions, illustrations and general information, also a gen- 
eral index and complete code word index. The illustra- 
tions very clearly show the novelty of many of the de- 
signs and the great variety of work that can be per- 
formed with one machine. Several pages are devoted to 
general specifications and illustrated descriptions of mo- 
tor drive arrangements. 

The Diamond Rubber Company, Akron, Ohio, has is- 
sued a pamphlet containing important information re- 
garding the company’s lines of steam hose. It includes 
tables of working pressures, list prices, the use of cover- 
ings and the proper method of attaching couplings. The 
pamphlet is suitable size for use as a “stuffer.’”’ Copies 
will be sent on request to any reader of MILL SUPPLIES. 

The Bristol Company, Waterbury, Conn., manufacturer 
of recording instruments and other products, has issued 
a new catalogue, No. 1303, covering its gas filled record- 
ing thermometers for temperatures between 60 degrees 
below zero and 1,000 degrees Fahrenheit. The catalogue 
is profusely illustrated and contains list prices and direc- 
tions for ordering. 

The Cleveland Twist Drill Co., Cleveland, has issued 
a new catalogue, No. 41, covering its entire line. The 
catalogue has a new dress and a smaller and more con- 
venient size. It is thumb indexed throughout. In addi- 
tion to showing all of the company’s regular tools, it 
contains listings of a few special tools. All Cleveland 
high speed drills are now made by the company’s “Cle- 
Forge” process and the list numbers have been changed 
to the 900 series. However, there are no changes in 
list prices. The catalogue shows several new sizes of quick 
set adjustable reamers, and also a new set. The company 
has discontinued listing reamer sets Nos. 41, 43 and 45. 
The book is well illustrated and contains several inter- 
esting pages of text covering drilling helps and hints 
and other important subjects. 

Shepard Electric Crane & Hoist Co., Montour Falls, 
N. Y., has issued a new bulletin illustrating and describ- 
ing the various uses to which its equipment can be ap- 
plied in the iron and steel industry. It shows each ap- 
plication by using a halftone reproduction of an individ- 
ual hoist alongside a view of an actual shop operation 
in which that particular hoist is used. 

The Azor Motor Mfg. Co., Cleveland, Ohio, is distrib- 
uting posters of its new bench grinder. The feature 
of the poster is an actual size reproduction of the 
grinder. Copies of the poster will be sent on request. 
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Let the free sample 
tell its own story! 


UNDREDS OF con- 

cerns in all lines have 
asked for and received free 
samples of both Link-Belt 
Malleable Iron Safety Col- 
lars, and Link-Belt >HEX- 
TOP< Grease Cups. Many 
have adopted these improved 
power transmission  acces- 
sories as standard in their 
plants. 

























The weight of Link-Belt Mal- 
leable Iron Safety Collars is one- 
third less than ordinary grey iron 
collars—yet the malleable iron 
construction provides greater 
strength and durability. 


>Ht X-" OP< Grease Cups are 
the choice of leading industrial 
executives because of not one, but 
many outstanding improvements. 


The >HEX-TOP< gives quick, 
convenient and economical lubri- 
cation, and years of reliable serv- 
ice. Turns down with screw 
driver, wrench. or by hand. Write 
for sample and jobbers prices. 

y 


< 





LINK-BELT COMPANY 
200 S. Belmont Ave., Indianapolis, Ind. 


Mill Suppties 


Send me a sample —] Grease Cup, (] Collar. 
Name Sess aes . Firm 
Address 








Grease —_ naltedute Collars 








Please Bs 
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| Remember ~” 
This— 


HEN you select Moloney 

Leather Belting as a part of 
your transmission equipment you 
have installed belting that insures 
increased production, decreased op- 
erating costs and long wear. 






These things are possible because 
Moloney Belting is built from only 
the choicest part of choice hides by 
men who are justified in being proud 
of their knowledge of belt making. 


Dealers carry Mcloney Belting 
to insure customer-satistaction 


Moloney Belting Coa. 


124-138 N. Franklin St. « CHICAGO 
PORTLAND, ORE. ATLANTA, GA. 


“A Belt is No Stronger Than Its Weakest Lap” 
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THE HOLLOW 
CENTER 
PACKING 











SELLS EASILY 


In every steam plant the mechanical man is immediately 
interested in the packing with the hollow center. Its 
unique construction and mechanical features appeal to 
him and he wants to try it out because he realizes the 
principle of a hollow center packing is theoretically per- 
fect. A practical service test proves he is right and makes 
another satisfied Ovalhole user. 





Agency Proposition 





Backed by a broadminded selling plan that provides hon- 
est-to-goodness co-operation, Ovalhole Packing is now 
sold in 125 cities through jobbers who have the Exclusive 
Selling Agency and are absolutely protected in their 
territories. 


THE HOLLOW CENTER PACKING Co. | 
1968 EAST 660TH STREET | 


CLEVELAND, OHIO. 


























When writing to Advertisers please mention Mirt Supp.ies. 
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THe Mitt Suprty Satesman Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 
Mistribution of Mill Supplies 


SELL ’EM WHAT THEY WANT TO BUY 


We've been sold on one thing dur- 
ing the past month, and that is that 
the weather is very much like busi- 
ness. It goes from one extreme to 
the other. You wake up one morn- 
ing to find it hot as one of those 
Coney Island “dogs’”’ that they serve 
you with some frizzled mustard; the 
next few days you may wonder if 
Old Mother Earth has swapped 
places with the kingdom ruled over 
by his satanic majesty with the 
horns and the red cloak; and then— 
Wow !—the very next morning after 
this decision, you “hit the deck,” as 
the sailors say, and you literally bust 
the ice to get into your shoes. 

You have to put up with it, or 
protect yourself from it or else per- 
mit your heirs to enjoy the benefits 
of what remains in the salvage (pro- 
viding mill supply salesmen have 
any salvage). There’s no use com- 
plaining. It won’t shift the wind or 


Carry Demonstrating Samples 


put another lump of coal on the fire. 
What’s what is, when it comes to 
weather. 

That’s why we say it’s very much 
like business. You can start out one 
week and your prospects are all 
“hot.”’ You cramp your fingers jot- 
ting down the orders. Then the 
next few days, perhaps, this fever 
condition remains, and all of a sud- 
den, you find that there has been a 
change. Something has gone all 
wrong. You can’t get an order. 
Blooey, how cold they all are! Yes, 
generally speaking, ‘““What’s what is” 
when it comes to business, at least 
the mill supply business. 

Of course we don’t mean to imply 
that if business is “cold,” salesmen 
must either accept the situation or 
lie down to let the heirs in. No, by 
all means, no! There’s an alterna- 
tive. and that’s to “protect yourself 
from it.” You know, when _ it’s 


almost unbearably hot (as it was 
this past month for several days), 
we usually keep in the shade, and 
when possible, seek the available 
cool spots. You probably do, too. It 
helps, doesn’t it? No use walking 
down the sunny side of the street 
when you can walk in the shade. 

The same way with business. If 
you find certain industries are mak- 
ing you hot under the collar and 
wearing you all out because they 
won’t buy, why not seek the protec- 
tion of the “shady side of the 
street”? This is the season when 
the ice manufacturing plants are 
busiest, and there’s plenty of activ- 
ity in the building lines and the lum- 
ber yards and the sawmills, and... 

We could go on, but that’s for you 
to figure out for yourself. You know 
(or at least you ought to know) 
where the shade is in your terri- 
tory. Go to it! 


The Eye Is Quicker Than the Ear When It Comes to Accept- 
ing Impressions of a Mill Supply Item, 


Particularly Specialties 


KENNETH G. MERRILL 


Vice-President, M. B. Skinner Company, Chicago 


In every group of small boys there 
is one acknowledged as the leader. 
He is a boy who hits hard and hits 
first. He presents a beautiful ex- 
ample of the prestige that comes 
from always being ready to make a 
demonstration. This homely illus- 
tration finds an interesting parallel 
in the sale of mill supplies. The 
average mill supply salesman has a 
catalogue to carry showing anywhere 
from 5,000 to 10,000 items. He has 
usually served some time as a price 
clerk and is thoroughly familiar 
with his catalogue. He feels that 
when he has the catalogue in his 
sample case, he has all the informa- 
tion necessary to procure business. 


As some catalogues are very heavy 
and bulky, there is a natural lack of 
inclination to add to the burden. The 
writer wishes to point out some of 
the reasons why a salesman should 
carry not only his catalogue but 
demonstrating samples wherever 
possible. 

First and foremost let me point 
out the well known truth that the 
eye accepts an impression more 
quickly than the ear. In other words, 
it is known that the eye will grasp 
an illustration of an article much 
more quickly than that article can 
be explained without an illustration. 
Carry this a little farther. If an 
actual sample of the article itself is 
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shown, it has three times the effec- 
tiveness of an illustration because 
the prospective purchaser may not 
only see the device but feel it and 
“get the hang of it.” 

If any one wants a demonstration 
of this, let him take any good spe- 
cialty with him some morning and 
stop in and see an engineer. First 
show the engineer a picture of it and 
watch his reaction. After he has 
looked at the picture and listened to 
a description for a little time, his 
attention wanders and you can see 
that he is beginning to think up 
favorable excuses to spring on you 
without hurting your feelings too 
much. When he gets to this point, 
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produce the specialty itself and nine 
times out of ten the engineer will 
reach for the device, take it into h.s 
own hands and attempt to operate it. 

ENGINEERS LIKE TO EXPERIMENT 

One time the writer kept a record 
of the reception a demonstration re- 
ceived in a full day, and found that 
out of nine engineers called on, not 
a single one permitted the writer 
to finish his demonstration 
they had taken the device away from 
him and were experimenting with it 
themselves. Now, no man is going 
to bother to take an article away 
from you if he is not interested. 
Therefore you have ample proof that 
demonstrations do interest buyers. 

However, there is a further sig- 
nificance than this. A mill supply 
salesman going his rounds constant- 
ly, calling on the same trade month 
after month, sooner or later falls 
into a rut. His talk gets to a point 
where it sound all the same. He 
gradually drifts into a state where 
he realizes he is getting a little un- 
interesting and tries to improve his 
condition by getting on a more per- 
sonal footing with the engineer. The 
result is that he reaches out for 
other lines of conversation besides 
business which, after a time, simply 
amounts to the fact that he is wast- 
ing his time and the engineer’s. The 
average man on whom you call does 
not like to talk generalities, attempt- 
ed humor, or answer innumerable 
personal questions. If you are call- 
ing on a man on business, talk busi- 
ness. When a salesman finds that he 
has to search his mind for subjects 
to talk about, the one remedy is to 
carry samples and demonsirate them. 
He distracts the engineer’s attention 
from his conversation and places it 
on the article which he is trying to 
sell. The engineer, furthermore, 
pleasantly surprised at the interest 
that has been aroused, enjoys the 
salesman’s visit considerably more 
than he has any man’s for a long 
time. The salesman finds that the 
next time he comes in he is more 
welcome than usual but the engineer 
will be disappointed if he does not 
again produce an article which can 
be demonstrated. 


before 


ONE SAMPLE PER TRIP 

Let a salesman say—‘“How can I 
carry samples? There are thousands 
of items in my line and I do not see 
where I can carry a dray load of 
samples with me.” The answer to 
this is very simple: do not try to do 
too many things at once. Carry a 
sample of one article with you on one 
trip and then take another one the 
next. One article is enough to dem- 
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onstrate, and you cannot put on a 
vaudeville show for a customer by 
carrying eight or ten at one time. 
Concentrate. Take one good special- 
ty, carry it with you on a two weeks’ 
or one month’s trip and talk it every 
place you go. You will find out a 
great deal about this specialty 
through talking about it and you will 
find that you will sell a great many. 
Then the next time you go around 
pick out another good specialty and 
take it with you. Many manufac- 
turers are glad to furnish aluminum 
samples of their devices for sales- 
men to carry around, and you will 
not find that it adds materially to 
the weight of your sample case. The 
only result will be increased business 
and a fine alert attitude toward your- 
self on the part of the engineer. 
You are never at a loss as to what 
to say when you have a sample with 
vou to demonstrate. You know, 
doubtless, of some engineer in your 
territory or some factory superin- 
tendent, who is a taciturn fellow—a 
clam. You may know engineers who 
are distinctly ill-tempered and whom 
you think of as being “‘crabs.”’ These 
are the men of all others whom you 
should sell by demonstration. You 
go in and instead of giving them 
something to find fault with in your 
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conversation—something to dispute 
—something to argue about—you 
show them a tool with which they 
cannot argue, something that is in- 
teresting and something that makes 
them pay attention to business in 
spite of themselves. 
HELPS BUYER TO CONCENTRATE 

In a previous paragraph I speak 
of a salesman getting to a point 
where he will try to vary the mo- 
notony of his calls by attempting to 
start a more personal conversation 
with his customers. This condition 
is not confined to salesmen. There 
are many buyers who are not con- 
tent to get down to business until 
they have spent three-quarters of an 
hour airing their views on politics, 
on religion or on one of a thousand 
different subjects in which they may 
be interested. If you go in with a 
sample to demonstrate, carrying the 
sample in your hand, you immedi- 
ately take his mind off irrelevant 
subjects and fasten it on the sample 
you are carrying—in other words, 
get him down to business. 

So I say, salesmen, carry samples. 
If they add a few pounds to your 
sample case, just remember that the 
more weight your sample case car- 
ries the more weight your sales rec- 
ord carries with the house. 


Couple Practice and Theory 


The Best Way to Learn “How to Sell” Is to Know 
. Your Line and Then Sell It 


ERNEST H. SMITH 


Volumes have been written upon 
the subject of “Selling.”” A whole 
magazine is published every month 
entitled, “How to Sell,” and many 
lengthy articles are published each 
month in other magazines upon the 
same subject. 

Why is it necessary to write so 
much upon the subject of “How to 
Sell?” Is it because the answer is so 
easy and simple that it needs a lot of 
explaining, or is it because there is a 
great demand for this kind of read- 
ing matter? 

However this may be, it’s a fact 
that the great question before the 
business public today is “How to 
Sell.” Very little attention is given 
the question of “Who to Sell’ and 
we are wondering whether it’s more 
important to know how to sell than 
it is to know to whom to Sell. 

The answer to the question of 
“How to Sell” is so simple that, 
were we to give it to you immediate- 
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ly in a few words, you would prob- 
ably form the conclusion that we did 
not know anything about it. This 
may be true, but we try to hide our 
ignorance behind words just as all 
other reputed sales experts do. 

Of course, it is assumed that, to 
start with, you have not been foolish 
enough to pick an article to sell that 
has no merit. It is absolutely neces- 
sary that the thing you intend to sell 
have real merit and selling advan- 
tages. 

KNOW YOUR LINE 

Then it is also taken fer granted 
that you are wise enough to know 
that you cannot sell this article un- 
less you know all about it and its ad- 
vantages and usefulness. That’s 
what the “sales experts” call “know- 
ing your line.” It really isn’t sales- 
manship to “know your line” be- 
cause you might know all there is to 
know about an article and still not 
sell it. But, you certainly cannot ex- 
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pect to sell it unless you know all 
about it. 

We are now properly introduced 
to the individual who has a good line 
to sell and knows all about it. If 
this individual intends to sell this 
line, he must naturally be able to 
open his mouth and have words come 
out that are sufficiently expressive 
to convey his knowledge of his line 
to the prospective customer or he 
must be able to communicate with 
his prospect in some other way. 

The selling “point” has now been 
reached. From now on it’s actually 
a case of salesmanship and _ the 
“sales experts” will tell us that there 
are a certain number of “steps” in 
making a sale, and some of them 
know enough words so that they are 
able to write a book about it. 

One writer tells us that there are 
five steps: Attention, interest, con- 
fidence, desire and action. About 
twenty-five pages of printer’s type 
are used to elucidate upon the proper 
approach of the salesman. It would 
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seem to us that if an individual had 
enough sense to pick out a good line 
to sell and then learn all there is to 
know about it, he would also know 
how to walk up to the prospective 
customer and say, “Hello.” 
LOOKS MORE LIKE A JUMP 
These five 


steps in selling are 


dwelt upon very exhaustively. Each 
step is considered quite necessary 
and quite a problem to negotiate 


properly. Each step is separate and 
distinct. After reading the book, 
these steps seemed to us to make up 
quite a “selling staircase,” and our 
impression was that the “mental 
stride” of the successful salesman 
was really a “jump” instead of a 
step. 

It is not our purpose to pick a 
fight with “sales experts” who an- 
alyze the steps of a sale. We learned 
what little we know about selling 
from actual road experience before 
we ever read a book on selling. and 
looking back upon some of our hard- 


est sales, we cannot, no matter how 
hard we try, separate those sales 
into certain steps, or divide them up 
into different progressive parts. 
They seem now to be more of a con- 
tinuous slide like the ski jumpers 
use than a Staircase. 

Our hardest sales always remind 
us of ski jumping. We started in 
slow and timorously at the top of the 
slide, gradually gathered momentum 
until we “took-off” at the end of the 
slide and the distance we jumped 
was the size of the order we secured. 

However, don’t misunderstand us, 
we are not recommending “ski jump- 
ing’ as the way to learn how to sell. 
The simple answer to the question 
“How to Sell’ which we mentioned 
some time ago, is this: The way to 
learn to sell is to sell. In other 
words the way to learn how to sell is 
to get out and sell. Experience is 
the best teacher in selling as in any- 
thing else and the best salesmen are 
those who have combined theory 
with actual practice and experience. 


Don’t Overlook the Little Business in Your Territory, 
But Learn to Soft Pedal When Necessary 


Just the other day I was loafing 
for a few minutes in a drug store 
when a salesman came in, a pompous 
looking individual who seemed to be 
saying to himself, “Well, this is a 
small town and these fellows prob- 
ably don’t do much business, but 
since I’m passing right through here 
I might as well give ’em the once 
over.” 

He introduced himself to the pro- 
prietor when he had a chance and re- 
marked, “I suppose you carry 
J. & J.'s line?” 

“Only a few items,” responded the 
druggist. “Of course we take care 
of what real demand there is, but we 
sell mainly B. & B.’s goods in that 
sort of thing.” 

“Humph! B. & B.’s, eh? That’s 
funny. How much of their stuff do 
you sell in a year?” 

The druggist did not resent the in- 
quiry, but replied, “I can tell you in 
a minute just how much we buy 
from them.” He turned to his desk 
and looked through a file, then he 
said, “Last year we bought one 
thousand dollars’ worth of goods 
from them.” 

The salesman’s eyebrows went up. 


’ 


FRANK FARRINGTON 


“Good lord, man! Here I’ve been 
covering this territory two or three 
times a year and haven’t even both- 
ered to call on you, and I’ve been 
throwing away that much business. 
Well, I suppose you’d be glad to 
stock up with some J. & J. goods?” 

“No, I guess not,” was the drug- 
gist’s response. ‘We're satisfied 
with the other line and there isn’t 
any object in changing as long as 
that’s the case. Of course your goods 
are all right, but we don’t want to 
stock up with both lines.” 

These are not mill supply lines, 
but there may be a lesson in that 
salesman’s experience for a mill sup- 
ply salesman; two lessons, in fact, 
for the salesman not only had made 
the mistake of overlooking a nice lit- 
tle business in his territory, but he 
made a mistake in the way he ap- 
proached the druggist when he final- 
ly did call there. 

TALK YOUR GOODS, NOT YOURSELF 

Salesmen sometimes fail to get the 
buyer’s point of view. This is par- 


ticularly true in the case of the man 
representing a big company, him- 
self accustomed to taking a large or- 
der, perhaps, and calling on a small 


buyer. He fails to appreciate the 
fact that the small buyer’s small 
purchases bear the same relation to 
that buyer’s interests as the large 
buyer’s purchases bear to that buy- 
er’s interests. And the buyer is 
concerned with the imporiance of his 
purchases to himself and to his busi- 
ness, not with their importance or 
unimportance to the  salesman’s 
house. 

I have in my own buying experi- 
ence turned away big talking sales- 
men for big companies and saved 
my orders for smaller houses, just 
because the salesman was more anx- 
ious to impress me with his impor- 
tance than to give me the service I 
needed. 

The buyer is usually a man expe- 
rienced with many salesmen. He is 
meeting salesmen daily and they are 
of all sorts and conditions and he 
learns to judge them as men as well 
as to judge of their propositions. He 
may be the sort to buy from a man 
he does not like, buying solely with 
a thought for the purchase, but it is 
more than likely that he will be in- 
fluenced by the personality of the 


salesman. 
(Continued on page 83) 
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Walworth Sales Conference Held at Kewanee 


golf? Is that so? 


Salesmen Played Golf With Their Bosses and Got a 


Few Pointers on Another Game Which Is Far 
More Important in Their Lives as Well as 
Those of the Production Men 


bar him from the course as there is 


Well, never worry. We now have 
the low-down on some players who 
are in the same trap with you. It 
appears that at the Walworth sales 
conference down (up or over) at 
Kewanee, Ill., last month, the boys 
who sell the goods, and some of the 
higher-ups who tell them how it 
should be done, and the big boss and 
some of the visitors decided to battle 
it out on the links. Far be it from 
us to record the scores made in this 
event, but the following paragraphs 
are taken from what purports to be 
an “official report from the duly ap- 
pointed committee, Julius Shoeckel 
and H. W. Collins.” Here’s how they 
told what happened: 

“Our respected president, Howard 
Coonley, was in charge of the han- 
dicaps, and his strong regard for the 
truth led him to believe that each 
participant would in this instance 
tell him the truth, but alas, with the 
exception of about six, including the 
writers of this article, it was plain 
to be seen that they were good and 
faithful members of the Ananias 
club with their dues paid for life. 

“Even our good looking general 
manager of sales made another rec- 
ord for himself by knocking the 
props out of the course record when 
he turned in a card of 450. Ted Lit- 
tle was seen walking down No. 1 
fairway on his left ear. Roy Hamil- 
ton tried to and did demonstrate 
how to use an egg in place of a golf 
ball. Fred Duemler of New York 
said he had to explore all corners of 
the course from No. 1 on, and he did 
this very successfully. 

“The shrinking violets from Cali- 
fornia, Wolcott and Lloyd, were 
quite conspicuous in loud stockings 
and wrist watches, and through the 
aid of a strong prevarication ‘our 
own Bob’ won first prize which he 
turned back to the merchant, de- 
manding cash. The other member 
of the climatic state is expected to 
return when he finishes next week, 
expecting a prize, and he has stated 
that it must be Scotch. Chet Ga- 
bosch, the Bobby Jones of Detroit, 
pushed a mean club and it has been 
rumored that George Tesh, the ge- 
nial professional of Midland Country 
Club, has asked the club directors to 


time and expressed themselves very 

favorably regarding the splendid 
“Harry Clears, son of ‘H. R.’, wore luncheon of which W. C. Goza, man- 

out two lead pencils scoring his ager of sales, western division, was 

strokes. We understand Harry is a host.” 

heavy stockholder in a large Golf The sales conference, which was 


little turf left. 








GROUP OF WALWORTH SALESMEN AND EXECUTIVES 

Lower row, left to right: Harry Clears, Louisville; Haydn Collins, Parkersburg, W. Va.; 
Howard Coonley, president; J. S. Coonley, secretary and assistant treasurer, Chicago; J. C. Ban- 
nister, vice president in charge of engineering, Boston. 

Second row, left to right: R. 4 Rounseville, general superintendent, Kewanee; John 
Olmsted, manager engineering products division, Chicago; T. W. Little, vice president in charge 
of production, Boston W. C. Goza, manager of sales, western division; W. H. Weber, engineering 
products division; A. J. Mather, manager Kewanee works. 

Third row, left to right: B. T. Delafield, Kewanee; J. L. McCalley, Denver; Fred Duemler, 
engineering products division, New York; C. P. Gabosch, Detroit; Julius Schoekel, St. Louis. 

Fourth row, left to right: Weldon Lloyd, Los Angeles; F. H. Morehead, assistant chief 
engineer; W. P. F. Ayer, vice president in charge of sales; Wiley Alford, Walworth Alabama 
Co., Attalla, Ala.; E. S. Rawson, railroad specialty sales, Chicago; L. F. Hamilton, manager sales 
promotion department; R. B. Wolcott, San Francisco. 

Top row left to right: L. B. Wedge, Houston, Texas; A. O. Nobiling, St. Paul; W. J. Moran, 
railroad specialty sales, St. Louis; R. M. Henderson, Walworth Alabama Co.; C. L. Bradbury, 
New Orleans; F. B. Gamble, Des Moines; D. F. Moran, assistant manager of sales, western division. 






Ball Mfg. Co., and believes in dis- 
tributing samples as several were 
found two miles south of the course. 
Harry, being the star salesman of 
western division, was presented with 
third prize in the form of a fresh 
pad of order blanks with pencils. 
Chet Bradbury, of course, played 
‘good.’ J.S. Coonley, he of the wavy 
hair and white carnation, played 
nicely, and with the patience of Job. 
May the Lord smile on him and give 
him a real coating of tan. 

“Ty Cobb of Kewanee Works plant 
won first and only prize for low 
medal score representing the plant 
entrants. He won this coveted prize 
in spite of a severe mental hazard 
caused by the outbursts and thun- 
derings of Fred Gamble. 

“The boys had a very delightful 


considered by officials of the com- 
pany a grand success, was attended 
by President Howard Coonley and 
other executives of the company, as 
well as by the salesmen. It was 
marked by the announcement of the 
company’s purchase of the National 
Pipe & Foundry Company plant at 
Attalla, Ala., and the declaration 
that the Walworth sales organiza- 
tion has set itself to the task of dis- 
posing of goods in sufficient volume 
to enable the Kewanee factory to 
operate for the remainder of the 
year at 75 per cent of capacity, or 
better. Vice-President W. P. F. 
Ayer, in charge of sales, stated that 
the former sales agent plan of the 
National Pipe & Foundry Co. will 
be abolished, and the company will 
adopt a system uniform with its 











Ot ct ct me gy 


eso 














July, 1925 


Re ROR SEIN ESE TN See ene 


sales plan as followed for the other 
Walworth units. 

A. J. Mather, manager of the Ke- 
wanee works, expressed the pleasure 
of the production men in greeting 
the saiesmen, and called attention to 


nm 


“The Mill Supply Salesman’”’ Section — 


much of the selfish man, wrapped up 
in his own affairs exclusively. We 
respect the man who is doing some- 
thing for the betterment of his fam- 
ily, his friends and his country. 
There is a certain pleasure in play, 





SOME OF 
Top row, left to right, Howard Coonley, W. H. Weber, J. E. 


Rawson, Weldon Lloyd, W. C. Goza, A. O. 
Center row, left tp jright, R. 
Ayer, F. H. 


B. Wolcott, J. 
Morehead, Julius Kerry Schoekel. 


Bottom row, left to right, Harry Clears, Haydn Collins, J. S. 


Hamilton, C. L. Bradbury, C. P. Gabosch, 
the fact that it is up to the salesmen 
to get the orders that keep the 2,000 
or more Kewanee workers busy. 

The keynote of President Coon- 
ley’s conference address may be 
found in the following statement on 
“Life in General.” He said: 

“The only thing worth while is the 
giving of ourselves. Nobody thinks 


(Continued from page 81) 

Salesmen make mistakes in their 
attitude before buyers without real- 
izing it. Sometimes this is due to 
the fact that they do not understand 
that the buyer may be a different 
type of man from themselves. A 
buyer told me of a salesman who 
took him to the hotel to see his line 
of samples and there proudly exhib- 
ited a teakwood table he had taken 
apart and packed in with his sam- 
ples. He explained that this was 


THE WALWORTH GOLFERS 


Norine, R. W. Rounseville, E. W. 


Nobiling. 
S. Coonley, T. ¢ 


> McKeen, E. T. Teece, W. P. F. 


Coonley, A. E. Witherell, L. F. 


Emil Wirth, John Olmsted. 


but not in any degree such as there 
is in work. We struck a false note 
at the close of the war when we 
somehow felt that we would not have 
to work as hard as before and that 
things were going to be lots easier. 
That feeling, perhaps, was one of the 
greatest factors in bringing down 
upon us the great troubles of 1921.” 


something he had deliberately taken 
from a hotel room where he stopped, 
the hotel having passed into the 
hands of a receiver, so, according to 
his standard of morals, there was 
no wrong in taking it. The sales- 
man sought to honor his customer 
by making him a present of that 
table! 


“The hotel man wasn’t losing any- 
thing,” he explained, ‘and the re- 
ceiver never knew there had been a 
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teakwood table there. I knew you 
were interested in getting such a 
table, so here it is with my compli- 
ments.” 

That buyer declined the table, 
gave the salesman no order then and 
has bought nothing from him since. 
Perhaps the salesman really thought 
he was doing nothing wrong. I don’t 
know about that, but I do know that 
his standard of right and wrong did 
not coincide with that of the buyer. 

Of course these incidents are all 
outside of the mill supply field, but 
any mill supply selesman can see the 
point to them. Salesmanship suc- 
cess is a matter of principles and 
their application. The principles do 
not vary although the actual prod- 
ucts sold may vary. 

Continued calls upon a buyer give 
the salesman a chance to become ac- 
quainted with that man’s character- 
istics and also with his character, 
with his principles. This ought to 
teach the salesman in time where to 
tread softly, what lines or topics he 
should soft pedal. It does teach him 
what sort of an approach is most 
apt to win the interest and confi- 
dence of each buyer. 

The salesman who understands a 
buyer, who has learned to know what 
he is like and what he thinks, and 
who can look at his own propositions 
from the buyer’s point of view, is 
going to sell that buyer sooner or 
later, no matter how difficult a prob- 
lem he may be at first. 


—_ — + —_— 


Prater to Sell Catalogues 


V. B. Prater, formerly associated 
with the Prater-Palmer Hardware 
Company, Chattanooga, Tenn., has 


joined The Bluford Sharp Company, 
Chicago, catalogue compiler, and will 
act as the latter company’s special sales 
representative in southern territory. 
Mr. Prater, who has a wide acquain- 
tance among mill supply and hardware 
houses in the South, will make his 
headquarters in Chattanooga. 


———_=-- oe 


Some Recent Visitors 

Among the recent visitors to the 
editorial sanctum were M. W. Van 
Dorn, of the U. S. Expansion Bolt Co.; 
William W. Wixson, of Bonney Forge 
& Tool Works, and George A. Allen, of 
The Charles Parker Company. Mr. Van 
Dorn has been appointed Chicago man- 
ager of his company with headquarters 
at 160 North Wells street, and is now 
busily engaged in calling on the mill 
supply houses and also in doing mis- 
sionary work. Mr. Wixson was prepar- 
ing for a trip through the South where 
he will call on the jobbers. Mr. Allen 
had run over to Chicago from St. Louis. 
He has been making his home in Mis- 
sissippi for several months. 
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A Purchasing Agent’s View 


Here Is Some Advice for Mill Supply Salesmen 
From a Man Who Meets All Kinds 


The other day we happened upon 
a very interesting article which ap- 
peared in “The Purchasing Agent.” 
It had been written by Edward T. 
Gushee, of The Detroit Edison Com- 
pany, Detroit. In it, the author dis- 
cusses the cost of meeting salesmen, 
and describes the methods which his 
own company utilizes. There was 
one part of the article which holds 
particular interest for mill supply 
salesmen because it narrates an in- 
cident in which one of them played 
the leading role. Here is how this 
Detroit purchasing agent described 
the incident: 

“T can best illustrate our method 
of saving the buyer’s time, in this 
connection, by an incident which oc- 
curred in my office last week. A 
salesman for a local jobbing house, 
from whom we regularly buy a cer- 
tain amount of catalogue material, 
called regularly three times a week. 
He never had anything to sell nor 
to discuss except the weather and 
the ball games. At one of the reg- 
ular buyers’ meetings this fact was 
called to my attention, and I imme- 
diately called that salesman in and 
as courteously and kindly as I could 
told him that hereafter, unless he 


had some definite proposition to 
make to us, he should restrict his 
calls to once a week. This is the 


kind of case the head of the depart- 
ment must handle, and he must be 
closely in touch with the routine of 
his department to know of them. It 
is one of the few ways that I know 
of that your overhead may be cur- 
tailed in connection with salesmen’s 
visits. 

“Then, secondly, there is the sales- 
man who is over-aggressive, who, 
having been courteously told that 
you are not interested in his product, 
returns time after time. Similar ac- 
tion by the head of the department 
is required. It goes without saying 
that action must be taken in a cour- 
teous but firm way. If the salesman 
fails to take this to heart, I have 
found that an appeal to his superior 
invariably attains results and yet 
leaves a friendly feeling between the 
two companies. 

“It is in 


connection with these 


phases of a salesman’s activities that 
general sales managers can be of 
help to us and to themselves and 
their 


companies. Salesmen who 





waste their own time and the time 
of their customers in these ways are 
a liability to the firms employing 
them. If the salesman will realize 
that his prospect—and I think I 
speak of the vast majority of pur- 
chasers—is extremely busy, and will 
base his calls on that principle and 
get down to brass tacks when he 
does call, much lost motion will be 
eliminated, a better understanding 
created and both the salesman’s firm 
and the purchaser’s firm will save 
money. Nor does this mean, by any 
means, that the usual amenities and 
courtesies of business shall be elim- 
inated.” 





————— ee 


To Handle Revolvator Line 

James A. Pollak, with offices at 24 
Erie Street, Buffalo, N. Y., is now rep- 
resenting the Revolvator Company, of 
City, N. J., manufacturer of 
revolvators, lifttrucks and barrel racks, 
in the Buffalo district. Mr Pollak, for 
a number of years, has specialized in 
material handling equipment in North- 
ern New York and enjoys a 
acquaintance in his territory. 


Jersey 


wide 








Most salesmen can smile going in 
With a smile that’s intended to win, 
But the guy's a good scout 


Who is seen coming out 


With an equally satisfied grin. 


The Sale’s The Thing 
The sale’s the thing for by itself 
It moves goods off the dealer’s shelf. 
But don’t forget, you salesmen bold, 
It’s profit that stacks up the gold. 


What doth it profit if you sell 

Ten thousand dollars worth of—well, 
Say rivets, cotter pins, or screws, 
If on the sale your bosses lose? 


To give away at less than cost 

Is nothing made, but plenty lost. 

The sale’s the thing. Sure, we'll 
agree, 

But it’s profit pays your salar-ee. 





WILLIAMS’ CONFERENCE 
Distributors’ Salesmen Among 
Those Present at Recent 
Gathering at Erie 


Executives and salesmen of the 
Williams Tool Corp., Erie, Pa., gath- 
ered at that company’s first sales 
conference at the home office on June 
3rd, and for three days participated 
in meetings, demonstrations and ex- 
changes of business information, as 
well as in a program of entertain- 
ment that included luncheons, din- 
ners, golf and a speciai boat trip to 
Port Dover, Canada, and return. 

Factory experts demonstrated the 
various pipe cutting and threading 
machines, and in addition explained 
the markets for them and how they 
could be sold. A feature of the con- 
ference was a lecture, illustrated by 
motion pictures, to show the rela- 
tion of power cutting machinery to 
pipe. This was given by H. R. Red- 
ington, metallurgist of the National 
Tube Company, Pittsburgh, who also 
showed pictures of the operations in 
the manufacture of pipe. 

The Manning, Maxwell & Moore, 
Inc., has been appointed eastern sales 
representatives of the Williams cor- 
poration, and twelve of its sales 
organization, including Joseph Wain- 
wright, eastern sales manager, were 


present. These men were, in addi- 
tion to Mr. Wainwright: Norman 
Allderdice, Thomas S. Stephens, 


Harry W. Cross, Charles H. Say- 
ward, W. Granville Nichol, J. R. 
Hussey, Frederick M. Maley, William 
H. Breyer, P. H. Brotherhood, Jr., 


E. H. Merrick and Charles 0. 
Watson. 
There were also present at the 


conference W. C. Mosher, of Chas. A. 
Strelinger Co., Detroit; C. F. Littel- 
mann, of E. A. Kinsey Co., Cincin- 
nati; and C. R. Gregg, of Joseph T. 
Ryerson & Son, Inc., Chicago. 


ee 


New Position for Cannon 

C. B. Cannon, formerly a salesman 
for the Republic Rubber Company, 
Youngstown, Ohio, has accepted a po- 
sition with the Dryden Rubber Com- 
pany, Chicago. Mr. Cannon started in 
the rubber business in 1913 with the 
B. F. Goodrich Rubber Company. 


Collins With Roberts Brass Co. 


George W. Collins, who needs no in- 
troduction to the pipe and supplies 
field, has joined the organization of the 
Roberts Brass Mfg. Co., of Detroit, and 
will travel around a wide territory, in- 
cluding the eastern metropolitan dis- 
trict, and also Richmond, Norfolk and 
North and South Carolina. 
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“Money for 
Jobbers 


Jobber’s selling costs 
upon Lay Metal Case 
Brooms are low—mar- 
gins of profit are excel- 
lent. Steady repeat busi- 
ness follows the first 
order, for Lay Brooms 
show their superiority 
and economy under the 
definite test of hardest 
usage. 






There’s a real opportu- 
nity for responsible Job- 
bers and Mill Supply 
Houses, who desire to 
handle this ready selling 
broom. Since 1876 it 
has been known and 
used in_ practically 
every industry — often 
predominantly. 


A letter from you will 
bring full details con- 
cerning our clean cut, 
money-making proposi- 


Built Right 


Long life and _ efficient 
service is built into every 
Lay Metal Case Broom. 
The stapled metal case at 
top, the metal reinforcing 
band and the heavy flax 
twine sewings are reasons 
why Lay Brooms have 
been “the Standard since 
7," 


THE JOSEPH LAY COMPANY 
120 Third St. Ridgeville, Ind. 








When writing to Advertisers please mention Mitt SuPppPLies. 
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It took an accident 
to destroy this belt! 





\ : a Ladew Belt had been carrying a 1000 H. P. 
18 years, a t had worked day and night 
iterruption was still in A-1 condition. It 

ook an accident to destroy it! And then, of course 

was replaced by another Ladew exactly as good in 
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BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 29 Murray Street, New York City 
Branches: Atlanta, Ga.; Boston, Mass.; Chicago, III.; 
Glen Cove, N. Y.; Newark, N. J.; Philadelphia, Pa.; 
Pittsburgh, Pa.; San Francisco, Cal. 
----------- MAIL TODAY-—---=--=--- 
EDW. R. LADEW CO., Inc. 102-E 
29 Murray St., New York, U.S. A. 


Please send me a copy of ‘The Proof Book” 
and full information about Ladew Leather Belting. 
Name. 

Company 
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of the Turner No. 45 


is not happenstance. It is 
natural result of earnest endeavor 
and experience on the part of the 
World's largest exclusive manu- 
facturers of Blotorches, Firepots 
and Brazers. 


Some of the patented features 
that make the Turner No. 45 a 
world leader are: 

Superheating Burner Baffle and 
heater plug that perfectly gasifies 


The Master 


TumvenmoroRey 
Performance 


the 





No. 45—I Quart 


present day gasoline or kerosene. 


Automatic Safety Valve that prevents bursting pressure 


and explosions. 


Twin 


Needle Control that obviates enlarged orifice, a 


trouble common to ordinary blotorches. 


Seamless, solderless, leakproof polished Brass Tank with 
but one opening and that above fuel line. 


(No leaks. ) 
Pistol Grip that fits any hand perfectly. 


FEARLESSLY GUARANTEED. 


Order from your Jobber. 


Write us for new catalog. 





Newton St., Sycamore, II. 


The World’s Largest Exclusive Manufacturers of 
Blotorches, Fire Pots and Brazers 




















THOMPSON’S 
HACK SAW BLADES 





MILFORD Brand—All hard tungsten steel for cut- 
ting solids such as tool steel, rails, etc. 


THE WAVY SET BLADE 


MIL FLEX Brand—The Wavy set blade Soft-back 
tungsten steel practically unbreakable, for cutting 
pipe, BX, Sheets, Conduit, etc. 





THOMPSON’S Flexible Back Band Saws for cut- 
ting Metals. 


The above constitutes a fine line on which energetic distribu- 
tors are making handsome profits. Write for our dealer propo- 
sition. 


— Manufactured by — 


The H. G. Thompson & Son Company 


New Haven, Conn. 





Industry’s Chief Asset-—36 Sizes 
Material Handling Minimized 


New 12 page Bulletin illustrates many radical ad- 
vantages in use and design. 

Sold almost exclusively through Mill Supply 
Houses. Most attractive propositions for Distribu- 
tors, Dealers and Agents. Write today. 


The Plimpton Lift Truck Corp. 


Elmcourt, Stamford, Conn. 
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GLASS CUTTERS 


“Lhe Sooty in the Plaid Bor” 





AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS = BAND SAWS = SCREW ORIVERS =~ GLASS CUTTERS 











RR VRAMAMWBIE VINA NAMMA|AENV VAM MMMM MIVA 
ae th AAA hhh 445 





anne, 
YYYEEET G4 OAS 





When writing to Advertisers please mention Mitt SJpprtes. 























July, 


1925 





oo 
NI 










































































Personals 

Carl C. Brown has been appointed general sales agent of 
the Gulf States Steel Co. at Birmingham, Ala. 

E. T. Cregier, sales manager of the Medart Company, 
St. Louis, is taking an extended trip to points on the west 
coast. 

J. Walter Mills of the Rhode Island Supply & Sprinkler 
Co., Providence, has been elected a district vice-president of 


the National Association of Purchasing Agents. 

H. L. Barnes, formerly associated with the Whitman & 
Barnes Mfg. Co., Akron, has been elected general manager 
of the American Forge & Machine Co., Canton, Ohio. 

George N. Van Derhoff, formerly associated with the New 
York office of the Dodge Manufacturing Corporation, has 
been transferred to the company’s home office at Mishawaka, 
Indiana. 


Adrian B. Sloan, son of Adrian P. Sloan, chairman and 
treasurer of the Cushman Chuck Co., Hartford, Conn., has 
been elected assistant treasurer and assistant secretary of 


the company. 

G. H. Webb, for 
Central Steel Co., 
delphia sales 
A. B. Cooper. 

Robert A. Wilson, formerly Chicago branch office man- 
ager of the Baush Machine Tool Co., Springfield, Mass., is 
now chief engineer for the Hoefer Mfg. Co., Freeport, IIL, 
manufacturer of drilling machines. 

L. A. Burton, formerly with the Wickwire Spencer Steel 
Corporation, has been appointed eastern sales representa- 
tive of the G. F. Wright Steel & Wire Co., Worcester, Mass., 
manufacturer of woven wire products. 

B. H. Ackles, of The T. B. Rayl Co., 
the National Supply and Machinery Distributors’ Associa- 
tion, returned to his office Thursday, June 4th, after a trip 
to Washington where he conferred with Secretary of Com- 
merce Hoover. 


the past eleven years associated with the 
Massillon, Ohio, has been appointed Phila- 
manager of the company to succeed the late 


Detroit, president of 


Henry F. Russell has been appointed sales manager of the 
Sumet Corp. and the Cored Bar Corp., Buffalo, manufac- 
turers of bronze bearing metal and cored and solid bronze 


bars, respectively. He was formerly connected with the 
Lumen Bearing Company. 
John D. Nicklis, of Manning, Maxwell & Moore, Inc., New 


York, was a visitor in New Haven during the first week in 
June, and while there inspected the plant of The Henry G. 
Thompson & Son Company. It is also reported that he was 
seen on the golf links and didn’t appear to mind the intense 
heat in the least. 

Albert Schulze has been elected president of the V. N. 
Devou Supply Co., Cincinnati. Mr. Schulze was formerly 
vice-president of the company, and he has been succeeded 
in this latter position by George N. Devou. The other offi- 
cers of the company are: Albert Vincent, treasurer, and 
Ralph Bingham, secretary. 


H. S. Demarest, of Greene, Tweed & Co., New York, re- 


turned a few weeks ago to the home offices of the company 
after an absence of two and a half months, 


during which 





he was abroad on a business trip. During his stay on the 
other side of the Atlantic, he passed considerable time in the 
company’s offices in London and Copenhagen. 

Harold F. Welch, formerly New York district sales man- 
ager for the Niles-Bement-Pond Co., machine tool builder, 
has been appointed general manager of sales for the company 
and is making his headquarters at Hamilton, Ohio. He is 
a Cornell University graduate, and has been with the com- 
pany ever since his graduation in 1910. 

Harold W. Hunsiker has resigned his position as vice- 
president and manager of the mill supply department of 
Walbridge & Co., Buffalo, and has accepted a position as 
special representative of the United Alloy Steel Corporation, 
Canton, Ohio. Before joining the Walbridge organization 
last year, he was vice-president of the Sizer Forge Co., 
Buifalo. 

Frank A. Hunter has succeeded his brother, the late Harry 
S. Hunter, as president of the Hunter Saw & Machine Co., 
Pittsburgh. He was previously treasurer and sales manager. 
His successor as treasurer is R. E. Vaughan, secretary of 
the company. Mr. Hunter was from 1900 to 1917 general 
manager of the company, a position which he will again 
assume along with his executive duties. 

The many friends of the Alvin M. Smith family, of Rich- 
mond, will be grieved to learn that Mrs. Alvin M. Smith 
recently suffered a very painful accident. Shortly after her 
return from the Atlanta convention, Mrs. Smith slipped off 
the front porch mat and pulled all the ligaments in her right 
foot, in addition to breaking a bone. At last reports she 
Was recovering as rapidly as could be expected. 

Frank Collins, president of the Toledo Pipe Threading 
Machine Company, Toledo, Ohio, has been elected a member 


of the advisory committee of the American Fair Trade 
League. At the annual meeting of the organization it was 


agreed that the time is ripe for a concerted effort to obtain 
federal legislation permitting the standardization of resale 
prices and the protection of producers, distributors and con- 
sumers alike from the bad effects of indiscriminate price 
cutting on trademarked merchandise. 


W. B. McSkimmon, formerly vice-president and general 
manager of the Union Twist Drill Co., Athol, Mass., has 
been elected president of the company, which also owns the 
S. W. Card Manufacturing Co., Mansfield, Mass., and the 
Butterfield Tap & Die Co., Derby Line, Vt. Mr. McSkimmon 
is a native of Maine, and following graduation from high 
school became an apprentice in a machine shop. He has 
worked up through various positions, and has served as 
treasurer of the S. W. Card Co., and secretary of the Union 
Twist Drill Co., of which he now becomes the head. 


The many mill supply friends of C. F. Beezley, Jr., man- 
ager of the catalogue department of R. R. Donnelley & Sons 
Co., Chicago, will be greatly pleased to learn of his recent 
election as a director of the Donnelley company. Mr. Beezley 
has been in charge of the catalogue department ever since 
it was organized as a separate unit of the business some 
20 years ago. He is credited with being responsible for many 
of the great improvements in catalogue compiling, particu- 
larly the unit selection plan. Mr. Beezley a few weeks ago 
sustained a severe loss when his beautiful summer home at 
Forest Lake, Wis., about 25 miles from Fond du Lac, was 
completely destroyed by fire. 
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We Guarantee Blue Grass 
Sanitary Wiping Cloths 


Distributors, sell your trade on the 
idea that only washed, disinfected 
and sterilized wiping cloths are safe 
to use—that danger lurks in cloth 
that are not certified by a reliable 


manufacturer. 


Send for Distributors proposition to 
Louisville Sanitary Wipers Co., Inc., 
Louisville, Ky. 


WIPERS 


Can be one of your Best Sellers 
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Crescent Universal 
Woodworkers 


you do not have to cut the price 
to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 





Send today for catalog giving complete description of our band 






Saws, Saw tabies, jointers, snajt *rs, borers, planer and 
matchers, swing saws, disk gr ible, hollow chisel 
mortiser, variety wood worker, universal wood workers. 







Che 
Crescent Machine Co. 
96 Columbia Street 
LEETONIA OHIO 
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STEEL STAMPINGS 


Standard for Forty Years 


Mullins Steel Stampings are unsurpassed in 
strength and durability. Our modern equip- 
ment backed up by many years of experience 
enables us to produce metal stampings of high 
quality. Our large stock of standard steel fac- 
tory equipment permits us to make prompt 
shipments. 






Fig. 901 


PRESSED STEEL DIPPING AND POURING KETTLE 
Broad self-skimming, covered spout. Rigid 


Bail. Bent Handle. 





PRESSED STEEL MELTING KETTLE 
Furnished complete with pouring lip, hinged 
bail and tilting hooks. Depth of bowl is about 
three-quarters of its diameter. 
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Fig. 22 








PRESSED STEEL MELTING LADLES 


We also make a wide variety of steel factory 
equipment including Steel Shop Barrels, seaim- 
less steel tote pans. tool boxes and cuspidors. 
Our products are sturdily built to stand rough 
handling and to give maximum service. 


Write for Bulletin No. 21 


MULLINS BODY CORPORATION 
102 MILL STREET SALEM, OHIO 
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Factory Additions 











The Chautauqua Cabinet Co., Mayville, N. Y., is building 
an addition at an estimated cost of $45,000. 

The Tennessee Stove Works, Chattanooga, Tenn., plans to 
build an addition at an estimated cost of $65,000. 

The Eagle Lock Co., Terryville, Conn., is building a six- 
story factory addition at an estimated cost of $150,000. 

Kansas City Smelting Co., Park street, Kansas City, Mo., 
will build a plant addition at an estimated cost of $50,000. 

Elgin Wind Power & Pump Co., Elgin, Ill., will build a 
three-story factory addition at an estimated cost of $35,000. 

The Kingan Provision Co., Syracuse, N. Y., will build an 
addition to its refrigerating plant at an estimated cost of 
$100,000. 

The Steiner Electric Co., Astoria, L. I., will build «1» addi- 
tion to its factory at Long Island City at an estimated cost 
of $55,000. 

The Carlson Mill Co., Mineral, Wash., will rebuild its saw 
mill which was destroyed by fire recently with loss estimated 
at $50,000. 

The Pringle Electric Mfg. Co., 1906 North Sixth street, 
Philadelphia, will build a factory addition at an estimated 
cost of $50,000. 

The Ames Shovel & Tool Co., North Anderson street, 
Anderson, Ind., plans to build an addition at an estimated 
cost of $50,000. 

The DeKalb Furniture Co., Auburn, Ind., will rebuild the 
portion of its factory which was destroyed by fire with loss 
estimated at $75,000. 

The Bayonne Steel Products Co., 264 Jelliff avenue, New- 
ark, N. J., will build a three-story factory addition at an 
estimated cost of $50,000. 

The Colona Mfg. Co., Vandergrift building, Pittsburgh, 
will build an addition to its plant at Monaca, Pa., at an 
estimated cost of $100,000. 

The Paducah Water Co., Paducah, Ky., is reported to be 
planning to construct extensions to its waterworks at an 
estimated cost of $500,000. 

The Hammond Brass Works, Inc., Hammond, Ind., will 
rebuild the portion of its works destroyed by fire recently 
with loss estimated at $75,000. 

The Torrington Mfg. Co., Torrington, Conn., manufactur- 
ers of screw machine products, is building a factory addition 
at an estimated cost of $40,000. 

The General Electric Co., Philadelphia, is building addi- 
tions to its plant at Elmwood avenue and Sixty-eighth street 
at an estimated cost of $200,000. 

The Chicago Sewer Pipe Co., Brazil, Ind., plans to rebuild 
the portion of its plant which was destroyed by fire a month 
ago with loss estimated at $200,000. 

The West Virginia Coal & Coke Co., Elkins, W. Va., is 
said to be planning extensions in mines and shipping facil- 
ities at an estimated cost of $500,000. 

The Dennison Mfg. Co., Framingham, Mass., manufac- 
turer of paper specialties, plans to build a two-story factory 
addition at an estimated cost of $75,000. 

The Guthrie Cotton Oil Co., Guthrie, Okla., is reported to 
be planning to rebuild the portion of its mill destroyed by 
fire recently with loss estimated at $50,000. 

The Chattanooga Implement Mfg. Co., Chattanooga, Tenn., 
manufacturer of agricultural implements, plans to build fac- 
tory additions at an estimated cost of $200,000. 

The Louisville Gas & Electric Co., Louisville, Ky., plans 

, y+, } 
to use portion of the proceeds of an issue of stock for ex- 
tensions in its electric power plants and system. 

The Walworth Mfg. Co., Boston. manufacturer of pipe and 
fittings, Stillson wrenches and other products, has purchased 
the plant and business of the National Pipe & Foundry Co., 
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Attalla, Ala., and is said to be planning improvements in 
the plant and equipment at an estimated cost of $100,000. 

The Kansas City Southern Railway Co., Kansas City, Mo., 
is considering plans for extensions at its Port Arthur, Texas, 
yards and shops at an estimated cost of $650,000. 

The Anaconda Copper Mining Co., 25 Broadway, New 
York, plans to build an addition to its zine electrolytic plant 
at Great Falls, Mont., at an estimated cost of $1,000,000. 

The Pioneer Hardwood Flooring Co., Ashland avenue, Bal- 
timore, is considering plans for rebuilding the portion of its 
works recently destroyed by fire with damage estimated at 
$125,000. 

The Pittsburgh & Lake Erie Railroad Co., South Smith- 
field street, Pittsburgh, will build additions to its engine 
house and repair shop at Newell, Pa., at an estimated cost 
of $150,000. 

A. H. Grebe Co., Richmond Hill, L. I., radio equipment 
manufacturer, will build a four-story addition to its factory 
at an estimated cost of $80,000, the contract having already 


The Remington Typewriter Co., 374 Broadway, New York 
City, is reported to be planning to begin construction soon 
on an addition to its factory at Ilion, N. Y., at an estimated 
cost of $200,000. 

The Tennessee Electric Power Co., Chattanooga, Tenn., 
plans to build a steam-operated electric power plant and a 
hydroelectric plant and to make other improvements at an 
estimated cost of $6,000,000. 








New Factories 











The Globe Mills, El Paso, Texas, plans to build a cotton- 
seed oil mill at an estimated cost of $175,000. 

The Plainview Cotton Oil Co., Plainview, Texas, plans to 
build a new oil mill at an estimated cost of $60,000. 

The Drexel Furniture Co., Morganton, N. C., plans to 
build a two-story factory at an estimated cost of $75,000. 

The Vosburg Miniature Lamp Co., Mitchell street, Orange, 
N. J., will build a new factory at an estimated cost of $25,000. 

Syracuse University, Syracuse, N. Y., will build a new 
steam-operated power house at an estimated cost of $50,000. 

The Shamokin Coal Co., Shamokin, Pa., is said to be plan- 
ning to build a new coal breaker at an estimated cost of 
$500,000. 

Henry Schmidt, 5525 South State street, Chicago, will 
build a new furniture factory at an estimated cost of 
$150,000. 

The General Oil Co., Los Angeles, will build a storage and 
distributing works at Astoria, Oregon, at an estimated cost 
of $100,000. 

The Bluefield Laundry Co., Bluefield, W. Va., will build 
a new laundry building and power house at an estimated 
cost of $200,000. 

The American Smelting & Refining Co., Baltimore, is 
building a new copper rod and wire mill at an estimated cost 
of $500,000. 

The Colorado Refining Co., Fort Collins, Colo., is reported 
to be planning a new oil refinery to be built at an estimated 
cost of $175,000. 

W. I. Anderson & Co., Greensboro, N. C., plan to build a 
new cold storage and refrigerating plant at an estimated 
cost of $60,000. 


The Northeastern Iowa Power Co., Clermont, Iowa, plans 
to build a new power house at Mitchell, Iowa, at an estimated 
cost of $225,000. 


The Manchester Auto & Machine Co., 1216 Liverpool street, 


Pittsburgh, plans to build a new factory at an estimated 
cost of $200,000. 


The New York Edison Co., New York City, will build a 
seven-story steam operated electric plant at Fourteenth street 
and the East river at a total estimated cost of $50,000,000. 














July, 1925 





ELECTRICAL TOOLS & EQUIPMENT 
SOLD BY MILL SUPPLY JOBBERS 








PIONEER‘2":DRILLS 


Light 


treated al 
tool inspected 
type ot 
motors. Fool proof switch. 
Pressure in direct line with 
spindle, avoiding bit breakage. 
Universal motors. Single speed 
and two-speed. 


PIONEER Line includes 


The 


heavy 


drills, 


grinders. Send for catalog and 
jobbers’ prices. 


Louisville Electric Mfg. Co. the market, 


Louisville, Kentucky 





weight, yet sturdy. Heat 
steel gears. Every 
and tested. New 
ventilating fan. Rugged 











duty and Garage Special 
center, surface and floor BALL BEARING 

Equipped, but cost no 
more than the plain 
bearing tools now on 











Sfran 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 


When once installed it 
becomes the most pop- 
ular machine in the shop. 


Several sizes 
Catalog Upon Request 
Manufactured by 
N. A. Strand & Co. 


5001-09 No. Lincoln St. 
Chicago, Il. 


Ball Bearing Portable Blower 





$40.00 
Net 
Retail 


Soft Rubber Nozzle 


This “M ronald Portable Blower is designed for blowing 


dt irt out of MOTORS, GENERATORS, SWITC H 
BOARDS, LOOMS. KNITTING and other | TEXTILE 
ae HINERY, as well for GAS BLOW PIPES, GAS_FUR- 
NAC E Sete Has 20 feet high grade cable and armored plug. 
Perf tly balanced Has TOGGLE SWITCH in handle, oper- 
d by thumb Gives 16” water column pressure. 
Note the Metal Conduit carrying wires from motor to handle. 
Motor operates at 1¢ ) R.P.M. on BALL BEARINGS. This 
Blower is a great time and labor saver, and its mechanic al and 
electrical design gives assurance of a very long life, with a min- 


imum of nt 

Made with U! NIVE RS, ae Be pede 
(A.C. & D.C.) for botl 0 vo 
and 220 volts. S H I P P IN G 
WEIG HT 18 lbs. lipped on 10 


ays’ trial, ANYWHERE. 


Sell them to your customers. Write 
for 
this advertisement. 


ELECTRIC BLOWER 







Com 


Dealers’ Discount, mentioning 


MANUFACTURED BY 


COMPANY 
352 Atlantic Avenue 


Boston 9, ian. Us A. E ©. 


ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keen and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable—Electric 


soon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 
and saving time. 
The Bodine is made in % H.P. 
and % H.P. Equipped with ball 
—— bearings, heavy wheel guards, ad- 
justable tool rests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving. The price is reasonable, 





We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 
2256 West Ohio St. Chicago, Ill. 
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MISSING A GOOD BET 


Mill supply houses are becoming more and 
more interested in electrical goods. One of the 
largest distributors in the northwest has an- 
nounced the introduction of an electrical depart- 
ment and the intention of the company to develop 
it into a regular feature of the business. An 
Ohio company announces that it is adding to its 
stock of electrical goods each week, and intends 
“to make this one of the strongest lines” in its 
business. Many of the older mill supply houses 
are now recognized electrical supply distributors. 


This leads to the question, ‘“‘What are recog- 
nized mill supply lines?” In other words, what 
products may a mill supply dealer stock and prof- 
itably handle in conjunction with the lines of 
transmission, machinery and tools that were 
originally the stock in trade of the mill supply 
house? 

Broadly speaking, mill supply houses are prop- 
erly distributors of all products which are neces- 
sary adjuncts of industrial establishments, and 
which essentially are such as lend themselves to 
more economical distribution through a middle- 
man than direct to the consumer. 

The field, therefore, is as wide as industry, and 
the development necessarily must follow indus- 
trial development. With the tremendous expan- 
sion of the automotive industry, there arose coun- 
try-wide need for machine shops. Communities, 
large and small, became dotted with them. Each 
of these shops became a prospect for mill sup- 
plies. 

In these shops there were many operations in 
which electric drills and grinders were essential. 
Hence, what more reasonable than that the mill 
supply salesman, who was calling on the shop 
regularly to sell belting, pulleys, tools, welding 
equipment, wiping cloths and a long list of other 
supplies, should also sell the shop its electric 
drills and grinders? 

Similarly, why shouldn’t a mill supply sales- 
man be in a position to sell electric motors, lamps 
and other accessories which require hurried re- 
placements at various times? 











When writing to Advertisers please mention Mitt Supp ies. 
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This, it is said, will be the largest power plant of its kind 
in the world, and will take five years to complete. 

Charles Proescher, 84 Eighth avenue, Long Island City, 
is having a three story sheet metal works erected at an 
estimated cost of $60,000. 

The Motor Power Equipment Co., 2512 University avenue, 
St. Paul, plans to build a factory on the Ford road at an 
estimated cost of $100,000. 

The board of water commissioners, Dunkirk, N. Y., will 
build a new filtration plant and electric light plant at an 
estimated cost of $200,000. 

The Pittsburgh Plate Glass Co., Frick building, Pitts- 
burgh, will build a five-story factory branch at Newark, 
N. J., at an estimated cost of $200,000. 

The Cassidy Co., 101 Park avenue, New York City, elec- 
tric light fixtures manufacturer, will build a factory at Long 
Island City at an estimated cost of $60,000. 

The Susquehanna Silk Mills, 149 Madison avenue, New 
York City, will build a new mill and power plant at Bel- 
videre, N. J., at an estimated cost of $150,000. 

The Philadelphia & Reading Railroad Co., Philadelphia, 
has awarded contracts for its freight car repair shop at its 
Reading works at an estimated cost of $500,000. 

The Blue Ridge Power Co., 144 East Fair street, Spartan- 
burg, S. C., will construct a hydroelectric generating plant 
near Saluda, S. C., at an estimated cost of $300,000. 

The Beverly Globe Ice Co., Beverly Hills, Los Angeles, 
will build a new ice-manufacturing plant in connection with 
an ice cream factory at an estimated cost of $100,000. 

The Calaveras Cement Co., California Commercial build- 
ing, San Francisco, is planning to build a new cement mill 
at San Andreas, Calif., at an estimated cost of $1,500,000. 

The American Products Co., Cincinnati, manufacturer of 
food and toilet products, is building a new plant at Colerain 
avenue and Monmouth street, Cincinnati, at an estimated 
cost of $125,000. 2 

The Galves Cotton Mills, Galveston, Texas, has plans for 
a cotton yarn manufacturing plant to be built at an estimated 
cost of $850,000. The engineer in charge of the plans is 
Charles T. Main, of Boston. 

The New York Telephone Co., New York City, will build 
a new storage and distributing building to contain conveying 
and handling equipment of the most approved type, the 
estimated cost being $600,000. 

The General Radiator Co., 547 West Jackson boulevard, 
Chicago, manufacturer of automobile parts, is considering 
plans for a factory at Quincy, IIll., which, it is estimated, 
will cost $400,000. 





Increased Capital 











St. Louis Screw Co., St. Louis, plans to increase its cap- 
ital stock from $750,000 to $2,000,000, and will change the 
par value of its present stock from $100 to $25 a share, 
issuing four new shares for one of the old. 





New Corporations 











Falls Steel Tube & Mfg. Co., Newton Falls, Ohio, $50,000, 
Howard Booher and others. 

Tidey Thermostat Co., Newark, N. J., $100,000, to manu- 
facture thermostatic devices; incorporators: Samuel E. 
Tidey, Madison, N. J., and others. 

Chicago Valve Co., 319 West Ohio street, Chicago, $100,000, 
to manufacture plumbing supplies; incorporators: E. L. 
Kellan, E. V. Kellan and A. E. Hoban. 

Drake Seamless Container Co., 22 Light street, Baltimore, 
$200,000, to manufacture metal containers; incorporators: 
Edward C. Graham and Charles L. Sprague. 

Steel Cross Arm & Cable Equipment Co., Defiance, Ohio, 
$50,000, to manufacture steel top arm extensions for tele- 
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graph poles, and other products; incorporators: Sidney | 
Thompson, Defiance, Myron C. Sherman, Adolph M. Seegar | 
and Carl Richards. i 
Quality Brass Co., Port Washington, Wis., $25,000, to 


produce soft metal castings; incorporators: Frank Chapleau, 
Christopher J. Michels and A. A. Chapleau. 

McLaren Screw Products Co., Detroit, $150,000, to manu- 
facture screw machine products; incorporators: Fred P. Van 
Wicklin, Charles S. Burgess and John P. McLaren. 


The Globe Fibre Specialty Co., Third and Orange streets, 
Wilmington, Del., $150,000, to manufacture tubes, sheets, 
rods and other products; incorporators: R. M. Clinton and 
others. 


Charles D. Briddell, Inc., Crisfield, Md., $200,000, to carry 
on and expand hardware specialty manufacturing business 
already established; incorporators: Charles D. Briddell and 
others. 





Field Notes 








Ampco Twist Drill & Tool Co., Detroit, plans to move its 
factory to Jackson, Mich., within the next few months. 

Central Steel Co., Massillon, Ohio, has opened offices at 
303 W. P. Story building, Los Angeles. 

The National Bolt & Nut Co., Pittsburgh, recently in- 
stalled new machinery to manufacture carriage and machine 
bolts. 

The Sullivan Machinery Co., has a new branch office at 
Pottsville, Pa., in conjunction with the company’s agent, the 
Pottsville Supply Co. 

Gisholt Machine Co., Madison, Wis., has moved its eastern 
offices from 30 Church street, New York City, to 108 Acad- 
emy street, Jersey City. 

Reed-Prentice Co., Worcester, Mass., has appointed the 
Stocker-Rumely-Wachs Co., Chicago, as its agent in Chicago 
and Milwaukee territory. 

The American Grinder Mfg. Co., Milwaukee, manufac- 
turer of tools, grinders and wrenches, has changed its name 
to the Blackhawk Mfg. Co. 

Linde Air Products Co., New York, has appointed J. W. 
Foster, formerly salesman in Pittsburgh territory, as dis- 
trict sales manager at Baltimore. 

Reliance Gauge Column Co., Cleveland, has appointed the 
Uhrich Supply Company, 914 Central street, Kansas City, 
Mo., as its representative in that territory. 

The Accurate Level Co. has been organized with head- 
quarters at 8726 Warren avenue, East, Detroit, to manufac- 
ture carpenters’, masons’ and aluminum levels. 

The Dodge Manufacturing Co., Toronto, Ontario, is open- 
ing a branch in Winnipeg, Manitoba, where a complete stock 
of power transmission machinery will be carried. 

The Cap Screw & Nut Co. of America, 45 Lafayette street, 
New York, has been appointed by the Superior Screw & Bolt 
Mfg. Co., Cleveland, as its eastern representative. 


Lippincott-Beall & Co., Los Angeles, San Francisco and 
Seattle, manufacturer’s agents, will hereafter represent the 
Sands Level & Tool Co., Detroit, on the Pacific coast. 


Josam Manufacturing Company, Michigan City, Ind., held 
its second quarterly meeting of directors and branch man- 
agers at the Spaulding Hotel in that city last month. 

Modern Machine Tool Co., Erie, Pa., has appointed the 
E. L. Essley Machinery Co., Chicago, as its exclusive sales 
agent in Chicago, Milwaukee and Grand Rapids territories. 


The Payson Hardware Mfg. Co., Chicago, sustained heavy 
damage on Sunday, June 7th, when fire destroyed its main 
building. The company manufactures casters and builders’ 
hardware. 

The Gary Screw & Bolt Co. has purchased the plant of 
the Continental Bolt & Iron Works at 2225 West 43rd street, 
Chicago, and will hereafter operate it as the Continental 
Works of the Gary Screw & Bolt Co. The plant at present 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 
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The Standard Fabric Belt 


Sold by Dealers 


The Hettrick Mfg. Co. 
Toledo, Ohio 


Red and Black—Conveyor 


HETTIRICIC 
HETTRICIC 
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HETTRICIC 


HETTRICK 


“The Belt o} Service” and Transmission 
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The Chicago Sanitary Rag Co., Inc. 


Manufacturers of 
SANITARY WIPING RAGS 
NEW AND WASHED CHEESE CLOTH 
NEW AND WASHED BEEF CLOTH 
MILL ENDS 

2137-43 S. Loomis St. 


Cana 


Every mill supply house 
should stock and catalog— 
DAVIS VALVE 


SPECIALTIES 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 
Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


408 Milwaukee Ave., Chicago 


SCHULTZ 


Much depends upon the 
clutch. The Schultz, used on 
machine, lineshaft or counter- 
shaft, is a dependable clutch. 
It has been proved. Write for 
Catalog and Dealer Discounts. 


A. L. SCHULTZ & SON 


1675 Elston Avenue., Chicago, Ill. 


Clutches 
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Ettco 
Keyless Drill Chucks 


Hand-Operated 
Self-Tightening 


Offer your trade the latest and best in 
Drill Chucks. Production demands im- 


provements keep up with the times. 


New Low Prices 


Eastern Tube & Tool Co., Inc. 


594 Johnson Ave. 
Brooklyn, N. Y. 








The “Blakeslee” Deets 
matic Water Jet Pump 





A simple and cheap apparatus for removing 
water from cellars, flywheel pits and founda- 
tion or for emptying gas water tanks. The 
motive power is hi-pressure water from mains. 
No Freezing—No Valves or other Moving 
Parts—Noiseless, Economical, Fool Proof. 

Blakeslee Makes 
Dealers Sell It. 


and Guarantees It. Wise 
Shrewd Men Buy It. 


Write for Bulletin No. 28 with full information. 


Blakeslee Mfg. ., 10 Q on - Que, Ill. 





eae LIN 6 a me 
i 


| DETEX 


WATCHCLOCK 
CORPORATION 


SUCCESSOR 








EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4141 Ravenswood Avenue, Chicago, Illinois 








\ | WIZARBISS 


BLE Sick | 
Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 





Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 
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When writing to Advertisers 


please mention Mitt Suppties. 
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employs between 400 and 500 persons, and the buildings oc- 
cupy approximately six acres. The Gary company also owns 
the Pittsburgh Screw & Bolt Co., Pittsburgh. 

Browning Brothers, 131st street and Park avenue, New 
York City, are jobbers of mill supplies. The business was 
formerly conducted under the name of Braunfels Browning 
Company. 

Many mill supply men were among the 230 members and 
guests of the North Jersey Hardware and Supply Associa- 
tion at the latter organization’s annual outing and games 
last month. 

Ward C. Smith has sold out his interest in the Smith & 
Woodbury Co., Portland, Oregon, to William S. Wheeler, 
and the company name has been changed to Woodbury & 
Wheeler Co. 

The Reed-Prentice Co., Worcester, Mass., recently moved 
its Detroit office from its former location at 6526 Case avenue 
to the General Motors Building. T. C. McDonald is manager 
of this office. 

W. A. Case & Son Mfg. Co., Buffalo, jobber of plumbing, 
steamfitters’ and mill supplies, has purchased the supply 
business of Walter P. Renker, Newburgh, N. Y., and will 
conduct it as a branch. 

Stephens-Adamson Mfg. Co., Aurora, IIl., manufacturer 
of conveyors and transmission equipment, now has a new 
sales office at 55 Second street, San Francisco, with Charles 
E. Bruff, a mining engineer, in charge. 

Thirty-three manufacturers of fire extinguisher equipment 
shipped during the month of May the following products: 
16,955 soda-acid type fire extinguishers, 1345 hand-pump type 
and 31,315 carbon tetrachloride type. 

The Simonds Saw & Steel Co., Fitchburg, Mass., has estab- 
lished 13 service and repair branches to give more rapid 
repair service and quicker delivery from stock to saw mills, 
planer mills and woodworking factories. 

E. E. Landahl, who has been associated with the Webster 
Mfg. Co., Chicago, for many years, has been appointed man- 
ager of a new branch sales office which the company has 
opened in the Magee building, Pittsburgh. 

Replies received from members of the National Supply 
and Machinery Distributors’ Association indicate that the 
members voting prefer the piece or unit basis of selling 
malleable fittings, rather than the weight basis. 

The Midwest Cordage Company has recently been organ- 
ized with headquarters at 23 East Maryland street, Indian- 
apolis, and will deal in rope, binder twine, hemp, flax, sisal 
and other cordage products. George Wright is manager. 

The Hills Stevens Company, 2709 Grand Central Terminal, 
New York, manufacturer’s agent, has been appointed sales 
representative in New York City, Boston and Philadelphia 
territories for the Gulf States Pipe Co., Anniston, Ala. 

B. Hoffman Mfg. Co., 257 Sixth street, Milwaukee, plumb- 
ing, steam, waterworks, mill and engineers’ supplies, has 
acquired a two-story building at Twentieth street and St. 
Paul avenue, and is making alterations with a view to in- 
creasing its facilities. 

The Walworth Manufacturing Company, Boston, has pur- 
chased the control of the Mark-Lally Co., San Francisco, 
with branches at Los Angeles, Oakland, Sacramento, Fresno 
and San Jose. It is understood that the Mark-Lally organ- 
ization will remain intact. 

Charles H. Norton, consulting engineer of the Norton Co., 
Worcester, was awarded the John Scott medal for the inven- 
tion of accurate grinding devices of high power. The pre- 
sentation was made at the commencement exercises of the 
University of Pennsylvania. 

Control of the Detroit Seamless Tube Co., Detroit, has been 
acquired by J. W. Hubbard, of Pittsburgh, who plans to add 
to the equipment and capacity of the plant. The latter at 
present is said to have a capacity of from 1,500 to 2,000 
tons of hot-rolled and cold-rolled tubes monthly. 

The Canada Machinery Agency, Montreal, has moved from 
its old location, 211 McGill street to 26 Victoria Square. 
The company acts as agent for manufacturers of machinery 
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and supplies. The business was started in 1890. Occasionally 
the company buys a complete plant for turnover. 

D. H. Braymer Equipment Co., 277 W. O. W. Building, 
Omaha, Neb., is a new organization which will represent 
several manufacturers of industrial equipment in Omaha ter- 
ritory. It is headed by Daniel H. Braymer, who recently 
resigned as editor of “Industrial Engineer,” Chicago. 


Warner J. McRae, 320 Market street, San Francisco, man- 
ufacturer’s agent, has been appointed Pacific Coast repre- 
sentative of the Winter Brothers Co., Wrentham, Mass., 
manufacturer of taps and dies. Mr. McRae several months 
ago returned to this country after passing several years in 
China. 

The Electric Steel Founders’ Research Group, composed 
of several steel casting companies, has appointed as its 
assistant director Charles N. Ring, formerly works manager 
of the Allied Steel Castings Co., Harvey, Ill. Mr. Ring has 
had more than 15 years’ experience in steel casting manu- 
facture. 


Charles A. Haines, Dodge-Haley Co., Cambridge, Mass., 
was re-elected president, and Edward R. Brayton, of Belcher 
& Loomis Hardware Co., Providence, was re-elected vice- 
president of the New England Iron and Hardware Associa- 
tion at its annual meeting last month. The association now 
has 63 active and 23 associate members. 

The Bodine Electric Company, Chicago, recently celebrated 
its 20th anniversary. Executives and employes joined in a 
banquet in the Morrison hotel. Paul J. Bodine outlined the 
history of the company and described the conditions which 
brought about the remarkable growth of the electrical in- 
dustry in the period during which the company has been in 
operation. 


Manufacturers of mill and mine supplies and machinery 
will be interested to learn that L. R. Meisenholter, a special- 
ist in railroad shop and steel plant equipment, has been ap- 
pointed to take charge of assembling various exhibits of 
machinery, mining equipment and manufactured products 
at the Sesquicentennial International Exposition to be held 
in Philadelphia. 

Manufacturers’ agents in the plumbing supply field in Los 
Angeles territory recently formed a “Manufacturers’ Repre- 
sentatives’ Association,” with the idea of adopting an ethical 
sales policy for distributing through jobbers, and to estab- 
lish a bureau whereby manufacturers may obtain authentic 
information about market conditions and other such data. 
The association has its headquarters at Room 333, Produce 
building, Los Angeles. 

Buildings occupied by Bridgman Co., 120 South 30th 
street, Philadelphia, jobber of plumbing and heating sup- 
plies; and several other companies, including Laycock & 
Burns, heating equipment and supplies, Hercules Pumping 
Co., Construction Equipment & Supply Co., and the Hart & 
Crouse Oil Burner Co., were destroyed by fire recently, the 
total loss being reported as being over $1,000,000. 


Cook & Chick Company, Chicago, manufacturer of boiler 
room firing tools and jobber of engineers’ and mill supplies, 
has moved from its old location at 18 East Kinzie street to 
315 Union Park Court, where the company has greater fac’l- 
ities for manufacturing its products, which include firemen’s 
slice bars, fire hoes, ash hoes, clinker hooks and similar tools. 
H. Gansslen is president and general manager of the com- 
pany. 

Edward Schwartz Mill Supply Co., Ine., 520 Toulouse 
street, New Orleans, has been merged with the Equitable 
Equipment Co., Inc., dealer in locomotives, rails, engines, 
boilers and other products, and is now out of the mill supply 
business. Edward Schwartz, formerly president and general 
manager of the mill supply company, is now associated with 
the Equitable Equipment Co., Inc., as manager of the monel 
metal and nickel department. 


Republic Rubber Company, Youngstown, Ohio, has an- 
nounced the appointment of J. F. Vogt, formerly representa- 
tive of the company in New Orleans territory, as southern 
district manager. The change becomes effective July 1st, and 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 
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No. 80 Fire Pot. 
Ask for latest price 





Here is another style—the Angular Cutter 
with the cutting jaws set at an angle of 30°. 
Easy to get at out-of-the-way places. Saves 
stooping and reaching. One of the several 
types of PORTER BOLT CLIPPERS for 
cutting bolts, rods and wire. Also tools for 
splitting nuts and cutting hard chain. 


H-K-PORTER ‘““ 
MASS. 














Improved “Usé-Ei-Up" 
Drill Sleeves and Sockets 


Flattened outside and reinforced I 
THEY “NEST’—THEY LAST 


Save your drills and other tools with taper shanks 


LOVEJOY TOOL WORKS 
328 West Ohio St., Chicago 





A PERFECT FIRE 


No. 80 is the latest improved Fire Pot for 
tinners’ use. The powerful burner pro- 
duces a wonderful fire for heating a pair of 
large coppers quickly and a six-inch pot ot 
metal can be melted at the same time. It 
is noiseless in operation and is not affected 
by wind or cold weather, making it excel- 
lent for inside or outdoor work. No. 80 
burns low grade fuels perfectly and is the 
hottest Fire Pot made. Jobbers supply at 
factory prices. Write for a catalog. 


CLAYTON & LAMBERT MFG. CO. 
6257 Beaubien St., 
DETROIT, MICH.,, U. 8S. A. 





The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge _ builders, boiler 
makers, etc. The No. 401 Forge has 
not only been adopted by this class of 
trade in the United States, but also 
throughout the entire world. 

Carried in stock by all the leading 
mill supply jobbers. 





Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 





“Christiansen” Hand Screws 


None Better Made 





Put them in stock. They sell them- 
selves. 17 sizes, opening from 1%” to 
17”. Hard maple jaws. Screws are 
second growth hickory, the only wood 
tough enough to stand the twisting 
strain. The threads are carefully saw- 
cut, without injury to wood fibre. 
Stronger than ordinary hand screws. 
Used in woodworking plants and shops, 
machine shops and foundries. 


C. Christiansen 


2814-42 West 26th Street, Chicago 


Manufacturer of Woodworking Benches, Clamps, Hand Screws, Vises, 


Swing Cut-Off Saw Tables, Bench Stops, Manual Training Furniture, etc. 





MASON 


Reducing Valves 
Are Standard 


Do You Carry Them in Stock? 


Our new Catalog No. 62 shows a num- 
ber of new pressure regulators and 
valves. 24 pages of tables on proper 
valve sizes. A copy sent on request. 


MASON REGULATOR CO. 


BOSTON, MASS. 






















































Real 
Belt 
Value 


When renewing your subscription to 
MILL SUPPLIES, specify that you want it 
to include the 1925 Mill Supply Buyers’ 
Guide, if you have not already received a 


Proven by re-orders from 
regular customers. Oak- 
tanned and waterproof. Our 
prices give dealers a gener- 
ous profit. Write us. 


AMERICAN LEATHER 
, BELTING Co. 
1455 West Congress St. 


CHICAGO 
Cornell, President 





E. H 








copy. 


The cost is merely nominal. 


They 


are the two publications that should be 
read and used by every distributor of mill 


supplies. 





When writing to Advertisers please mention Mitt SuppLigs. 
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Mr. Vogt will make his headquarters in New Orleans. 
Through long experience in mechanical rubber goods selling 
and in contact with jobbers, Mr. Vogt is well fitted for his 
new position. He has a wide acquaintance throughout the 
southern territory. 

The following are the new officers of the National Pipe 
and Supplies Association: President, M. W. Dennison, 
Braman, Dow & Company, Boston; first vice-president, H. W. 
Strong, Strong, Carlisle & Hammond Co., Cleveland; second 
vice-president, W. C. Hanson, E. G. Schafer & Co., Wash- 
ington, D. C.; secretary-treasurer, George D. Mcllvaine, 
Pittsburgh; executive committee: J. J. McArdle, McArdle 
& Cooney, Inc., Philadelphia; Murray W. Sales, Murray W. 
Sales & Co., Detroit; M. M. Cochran, Cochran-Sargent Co., 
St. Paul; W. M. Pattison, W. M. Pattison Supply Co., Cleve- 
land. W. E. Clow, Jr., retiring president, is now a member 
of the advisory committee with L. C. Huesmann and Guilford 
R. Adams. 

The Western Nipple Manufacturin”™ Company is a new 
manufacturing organization on the F Coast. The com- 
pany is now equipping a plant at 24 Dore street, San Fran- 
cisco, for the exclusive manufacture of nipples for the trade 
on the coast and middle western and mountain states. The 
initial equipment will cover all sizes from 4%-inch to four 
inches, inclusive, and the company plans to add larger sizes 
in the near future, and also to manufacture brass nipples, 
W. E. Ringwood, who has been connected with the machinery 
business on the coast for 20 years, is president of the com- 
pany. The other officers are: Vice-President and secretary, 
G. Van Wagenen; treasurer, H. J. Robison. The company 
expects to have all equipment installed not later than July 
Ist. 

The National Association of Brass Manufacturers held its 
summer meeting at the Edgewater Beach hotel, Chicago, 
June 9, 10 and 11. Several important moves were made at 
the meeting. The association adopted a new method of 
packing by which hot water faucets will be wrapped in red 
paper, and cold water faucets in yellow or light gray paper, 
so that they can be recognized at a glance. It was also 
voted to prepare a booklet to be distributed to housewives to 
inform the latter on the right and wrong ways to care for 
plumbing goods. The association reaffirmed the freight al- 
lowance of 200 pounds to the jobber. The Baltimore Valve 
Corporation and the Roberts Brass Mfg. Co. were elected 
members. The next meeting of the association will be held 
in Cleveland September 9 and 10. 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 








“MANAGER WANTED | 


MANAGER WANTED—Mill Supply Department. Must 
be experienced both in selling 
and buying. Good personality 
and hard worker. For details, 
address E. W. Puckett, care of 
P & H Supply Co., Fort Wayne, 
Ind. 


SALESMEN WANTED 
Counter salesman to work factory supply orders. Must 
have at least three years’ experience and furnish reference 
from last job. Address No. 824, care MILL SUPPLIES, 537 
S. Dearborn St., Chicago. 











WANTED—Salesmen. To sell a standard plumbing supply 
article to jobbers in Eastern and Southern states. Must have 
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experience and wide acquaintance. Fine opportunity for 
advancement. State age, experience, whether single or mar- 
ried, last or present employer’s address; also salary expected 
and how soon could start work. Strictly confidential. Address 
No. 822, care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


WANTED—We require the services of one or more experi- 
enced mill supply men who are well acquainted with the 
more prominent mill supply jobbers throughout the country 
to introduce the service of a new and well financed Mill 
Supply Catalogue House located in the East. The trade is 
ready for new ideas and real competition in the making of 
catalogues. Full opportunity is offered for a thorough inves- 
tigation of our plant, our organization and its resources. 
Permanent positions, with excellent opportunities for growth 
and substantial earnings, are offered to a few men who can 
make the grade. Address The Catalogue Department of the 
Brooklyn Daily Eagle, 305 Washington Street, Brooklyn, 
New York. 

WANTED—Successful Belting Salesman with established 
trade for Illinois, lowa and surrounding territory. One hav- 
ing textile belting experience preferred. Good opportunity 
for the right man. State full particulars in first letter. Re- 
plies treated strictly confidential. Address No. 825, care 
MILL SupPLIES, 537 S. Dearborn St., Chicago. 


ASSISTANT DEPARTMENT MANAGER WANTED 


ASSISTANT DEPT. MANAGER WANTED— 
Must be thoroughly posted on factory 
supplies; able to buy, and have the 
ability to sell. Personality and hard 
worker will be the two main qualifica- 
tions. Steady position with chance 
for advancement. For details address 
No. 828, care MILL SUPPLIES, 537 So. 


Dearborn St., Chicago, III. 








SITUATIONS WANTED 


WANTED—Salesman, 31, with a successful record of 11 
years selling for manufacturers to the mill supply dealers 
and jobbers within 100 miles of New York City, desires a 
connection in the same territory. Am now employed, but am 
looking for a better opportunity. Address No. 827, care 
MILL SUPPLIES, 5387 S. Dearborn St., Chicago. 





WANTED—Sales executive is now open for a proposition. 
Age, 40; married. Chemical and mechanical engineering 
training. Experienced salesman in technical lines, paints, 
varnishes, machinery and other products. American and 
European experience. For nine years a sales executive, man- 
aging sales, engineering and advertising. Prefer metropolitan 
location. Must yield $10,000 a year either at start or within 
a reasonably short time. Address No. 8238, care MILL SuP- 
PLIES, 537 S. Dearborn St., Chicago. 


SALES CORRESPONDENT WANTED 
WANTED—Large manufacturer of textile belts requires 
the services of a sales correspondent with selling ability for 
Chicago oifice. Address No. 826, care MILL SUPPLIES, 537 S. 
Dearborn St., Chicago. 





FOR SALE 

In order to dispose of our stock of Grapho-Metal Packing, 
we offer same for sale at list less 40-10 per cent with a 
special discount of 50 per cent. Apply M. J. Gibbons Supply 
Company, Dayton, Ohio. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 














K 


PORTERS BOLT CLIPPERS Pati cay ce) 
sity C7 KHYUE 


Here is another style—the Angular Cutter 
with the cutting jaws set at an angle of 30°. 
Easy to get at out-of-the-way places. Saves 
stooping and reaching. One of the several 
types of PORTER BOLT CLIPPERS for 
cutting bolts, rods and wire. Also tools for 
splitting nuts and cutting hard chain. 
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Improved “Usé-Eiw:Up” 
Drill Sleeves and Sockets 





Flattened outside and reinforced 
THEY “NEST’—THEY LAST 


Save your drills and other tools with taper shanks 


LOVEJOY TOOL WORKS 
328 West Ohio St., Chicago 


















A PERFECT FIRE 


No. 80 is the latest improved Fire Pot for 
tinners’ use. The powerful burner pro- 
duces a wonderful fire for heating a pair of 
large coppers quickly and a six-inch pot ot 
metal can be melted at the same time. It 
is noiseless in operation and is not affected 
by wind or cold weather, making it excel- 
lent for inside or outdoor work. No. 80 
burns low grade fuels perfectly and is the 
en hottest Fire Pot made. Jobbers supply at 


uo aor 
oernore nine = factory prices. Write for a catalog. 





CLAYTON & LAMBERT MFG. CO. 
No. 80 Fire Pot. 57 Beaubien St., 
Ask for latest price DET vc MICH., U. S. A. 





The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge _ builders, boiler 
makers, etc, The No. 401 Forge has 
not only been adopted by this class of 
trade in the United States, but also 
throughout the entire world. 

Carried in stock by all the leading 
mill supply jobbers. 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 


















“Christiansen” Hand Screws 
None Better Made 


Put them in stock. They sell them- 
selves. 17 sizes, opening from 1%” to 
17”. Hard maple jaws. Screws are 
second growth hickory, the only wood 
tough enough to stand the twisting 
strain. The threads are carefully saw- 
cut, without injury to wood fibre. 
Stronger than ordinary hand screws. 
Used in woodworking plants and shops, 
machine shops and foundries. 





C. Christiansen 
2814-42 West 26th Street, Chicago 


Manufacturer of Woodworking Benches, Clamps, Hand Screws, Vises, 
Swing Cut-Off Saw Tables, Bench Stops, Manual Training Furniture, etc. 





MASON 


Reducing Valves 
Are Standard 


Do You Carry Them in Stock? 


Our new Catalog No. 62 shows a num- 
ber of new pressure regulators and 
valves. 24 pages of tables on proper 
valve sizes. A copy sent on request. 


MASON REGULATOR CO. 


BOSTON, MASS. 
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Proven re-orders PR a 
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prices give dealers a gener- 
ous profit. Write us. 


AMERICAN LEATHER 
. BELTING Co. 
1455 West Congress St. 


CHICAGO 
Cornell, President 
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When renewing your subscription to 
MILL SUPPLIES, specify that you want it 
to include the 1925 Mill Supply Buyers’ 
Guide, if you have not already received a 
copy. The cost is merely nominal. They 
are the two publications that should be 
read and used by every distributor of mill 


supplies. 









When writing to Advertisers please mention MiL_t SuppLigs. 
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Mr. Vogt will make his headquarters in New Orleans. 
Through long experience in mechanical rubber goods selling 
and in contact with jobbers, Mr. Vogt is well fitted for his 
new position. He has a wide acquaintance throughout the 
southern territory. 


The following are the new officers of the National Pipe 
and Supplies Association: President, M. W. Dennison, 
Braman, Dow & Company, Boston; first vice-president, H. W. 
Strong, Strong, Carlisle & Hammond Co., Cleveland; second 
vice-president, W. C. Hanson, E. G. Schafer & Co., Wash- 
ington, D. C.; secretary-treasurer, George D. Mcllvaine, 
Pittsburgh; executive committee: J. J. McArdle, McArdle 
& Cooney, Inc., Philadelphia; Murray W. Sales, Murray W. 
Sales & Co., Detroit; M. M. Cochran, Cochran-Sargent Co., 
St. Paul; W. M. Pattison, W. M. Pattison Supply Co., Cleve- 
land. W. E. Clow, Jr., retiring president, is now a member 
of the advisory committee with L. C. Huesmann and Guilford 
R. Adams. 

The Western Nipple Manufacturir« 
manufacturing organization on the F Coast. The com- 
pany is now equipping a plant at 24 Dore street, San Fran- 
cisco, for the exclusive manufacture of nipples for the trade 
on the coast and middle western and mountain states. The 
initial equipment will cover all sizes from %-inch to four 
inches, inclusive, and the company plans to add larger sizes 
in the near future, and also to manufacture brass nipples, 
W. E. Ringwood, who has been connected with the machinery 
business on the coast for 20 years, is president of the com- 
pany. The other officers are: Vice-President and secretary, 
G. Van Wagenen; treasurer, H. J. Robison. The company 
expects to have all equipment installed not later than July 
Ist. 

The National Association of Brass Manufacturers held its 
summer meeting at the Edgewater Beach hotel, Chicago, 
June 9, 10 and 11. Several important moves were made at 
the meeting. The association adopted a new method of 
packing by which hot water faucets will be wrapped in red 
paper, and cold water faucets in yellow or light gray paper, 
so that they can be recognized at a glance. It was also 
voted to prepare a booklet to be distributed to housewives to 
inform the latter on the right and wrong ways to care for 
plumbing goods. The association reaffirmed the freight al- 
lowance of 200 pounds to the jobber. The Baltimore Valve 
Corporation and the Roberts Brass Mfg. Co. were elected 
members. The next meeting of the association will be held 
in Cleveland September 9 and 10. 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


Company is a new 








_ MANAGER | WANTED 


MANAGER WANTED—Mill Supply Department. Must 
be experienced both in selling 
and buying. Good personality 
and hard worker. For details, 
address E. W. Puckett, care of 
P & H Supply Co., Fort Wayne, 
Ind. 








SALESMEN WANTED 

Counter salesman to work factory supply orders. Must 
have at least three years’ experience and furnish reference 
from last job. Address No. 824, care MILL SUPPLIES, 537 
S. Dearborn St., Chicago. 


WANTED—Salesmen. To sell a standard plumbing supply 
article to jobbers in Eastern and Southern states. Must have 
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experience and wide acquaintance. Fine opportunity for 
advancement. State age, experience, whether single or mar- 
ried, last or present employer’s address; also salary expected 
and how soon could start work. Strictly confidential. Address 
No. 822, care MILL SUPPLIEs, 537 S. Dearborn St., Chicago. 


WANTED—We require the services of one or more experi- 
enced mill supply men who are well acquainted with the 
more prominent mill supply jobbers throughout the country 
to introduce the service of a new and well financed Mill 
Supply Catalogue House located in the East. The trade is 
ready for new ideas and real competition in the making of 
catalogues. Full opportunity is offered for a thorough inves- 
tigation of our plant, our organization and its resources. 
Permanent positions, with excellent opportunities for growth 
and substantial earnings, are offered to a few men who can 
make the grade. Address The Catalogue Department of the 
Brooklyn Daily Eagle, 305 Washington Street, Brooklyn, 
New York. 





Successful Belting Salesman with established 
trade for Illinois, lowa and surrounding territory. One hav- 
ing textile belting experience preferred. Good opportunity 


for the right man. State full particulars in first letter. Re- 
plies treated strictly confidential. Address No. 825, care 
MILL SuPPLIES, 537 S. Dearborn St., Chicago. 


ASSISTANT DEPARTMENT MANAGER WANTED 


ASSISTANT DEPT. MANAGER WANTED— 
Must be thoroughly posted on factory 
supplies; able to buy, and have the 


ability to sell. Personality and hard 


worker will be the two main qualifica- 
Steady chance 


tions. position with 


for advancement. For details address 
No. 828, care MILL SUPPLIES, 537 So. 


Dearborn St., Chicago, III. 








SITUATIONS WANTED 


WANTED—Salesman, 31, with a successful record of 11 
years selling for manufacturers to the mill supply dealers 
and jobbers within 100 miles of New York City, desires a 
connection in the same territory. Am now employed, but am 
looking for a better opportunity. Address No. 827, care 
MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


WANTED—Sales executive is now open for a proposition. 
Age, 40; married. Chemical and mechanical engineering 
training. Experienced salesman in technical lines, paints, 
varnishes, machinery and other products. American and 
European experience. For nine years a sales executive, man- 
aging sales, engineering and advertising. Prefer metropolitan 
location. Must yield $10,000 a year either at start or within 
a reasonably short time. Address No. 823, care MILL Sup- 
PLIES, 537 S. Dearborn St., Chicago. 





SALES CORRESPONDENT WANTED 








W ANTE D—L arge manufacturer of textile belts requires 
the services of a sales correspondent with selling ability for 
Chicago office. Address No. 826, care MILL SUPPLIES, 537 S. 
Dearborn St., Chicago. 


FOR SALE 


In order to to dispose of our stock of Grapho-Metal Packing, 
we offer same for sale at list less 40-10 per cent with a 
special discount of 50 per cent. Apply M. J. Gibbons Supply 
Company, Dayton, Ohio. 
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Ba fe R CAN catalog of Waste 
ae EXCEL LSI OR 0 Cans, Safety Cans, 
ee. p GEO W DIENER M ate Fire Extinguishers 
RS ‘CHIC and other Safety Fire 
Rhy: ' shy 63 Devices. 
Se 
Three Sizes. One, Two and Four Bales 
Every factory, store, warehouse or garage using waste, excelsior 
or wiping cloths has a vicious fire hazard if the material is loose 


and unprotected. 
for the purpose, 


Perfection Excelsior Cans are correctly designed 
strongly built and reasonably priced. 


Manufactured By 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave., Chicago 








“Torrid” Blow Torches 
are made with the great- 
est care and precision 
by experienced and 
highly skilled mechanics. 


_ ee 1 Fine torches of highest 


oa grade, tested and_in- 
horrid | spected under rigid rules. 
400 N. Menticalie Am, Chtaage, ti 


they cost no more than 
other torches. 
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side wears 
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But this is 


on steam, 


No. 17. 


REVERSO: 
for 200 Ibs. 


150 Ibs. 


not 
verso’s vitality as disc and seat 
are easily regrindable. 


— Bronze 
pressure. 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
pressure. 









—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
one factor in 
economy of Reverso Valves. 


To this is added the re- 
versible feature. 
both disc and 
seat reverse and you have 
life of another 
with no extra expense. 


the 


When one 


valve 


all of Re- 


Reverso is a valve unexcelled 
water, oil, air or gas. 
For other features, 
and prices, ask for new bulletin 


types, sizes 


body 
Total 


Total tem- 


perature 450 deg. F. 


CINCINNATI, OHIO 


THE D. T. WILLIAMS VALVE CO. 
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Tanners and Manufacturers of 


Mechanical Leather Goods 





Rawhide Mallets and Hammers 
Rawhide Mauls (for die work) 





Write for copy of our Catalogue 





Round Rawhide Safety Lacing 


The wire-like rawhide belt lace which is gener- 
ally replacing round metallic lacing—now stocked 
by most supply dealers. 





The Chicago Rawhide Mfg. Co. 


1301 Elston Ave., Chicago, Ill. 
109 Broad St., New York, N. Y. 









ing 














ee re CTE PEE CR mene see 





Ber. OILING 4 
RESIDENCE’ 


| WATER SYSTEM | 
WATER ;] 








Teols, 





atalog information and prices 


) THE F. E. MYERS & BRO. CO. fates 


Door Hangers, 


stood the 
3 sistent 


of 


test 
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for the position 


give in thousands and 


for their 
and ever 


accounts 
popularity 





the Myers line. It 
for you this year, 
be in position to 
trade with water 
connection of 
bring to you 


assurance of 
system business as 


on request 


Ashland, Ohio. 


World’s Roaienartee for Pumps for Every Pur- 
pose, 


Hay 


Systems, and Grain Unload- 


Store Ladders, Etc. 


YER 


seo mee 





Reliabilit 


Myers Water Systems have 
time. 
performance 
through the years is responsible 
they 
cupy. An unfailing water supply 
at a low cost has been theirs to 


Con- 
down 


now oc- 


thousands 


of installations, and this in itself 
continuous 


increasing 


sale through high class dealers 
in every section of the country. 


_ Take advantage of Myers re- 
liability and the completeness of 


is far reach- 


ing and means sales and profits 
i next year and 
during the years to come. 


To 
supply your 
systems for 


every purpose bearing a single 
trade mark—to foresee what a 
this 
is a satisfaction 
in itself and carries with it an 
increased water 


kind will 


time goes. 
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| ieee eT eTe TOASTER RAMONE OTOL | 
ACCESSORIES, AUTOMOBILE The Mechanical Rubber Co, BLOWERS, PORTABLE, ELECTRIC 
McRae & Roberts Co. New York Belting & Packing Co. Electric Blower Co, 
The Wm, Powell Co The Republic Rubber Co, ee i ™ ‘ 
The Roberts Brass Mfg. Co. Stanley Belting Corporation Leiman — SANDBLAST 
Victor Balata & Textile Belting Co. oe baie : 
, BP 7 ne CEES a ANeEah tT sialic ( E A) >AIN" 
iimeaiu« BELTING, COTTON, SOLID WOVEN ie Miia 
eat N Stanley Belting Corporation . , 
Wy B. Scaife & AR ime KS Victor Balata & Textile Belting Co. National Tube —— TUBES 
ANVILS BELTING, IMPREGNATED pire sats ; . 
NE a The Hettrick Mfg. Co. BOILERS, TUBULAR AND WATER TUBE 
Yost Mfg oa sa Stanley Belting Corporation Henry Vogt Machine Co, 
ia aa - ' sa BELTING, LEATHER BOLTS, NUTS AND SCREWS 
AP RONS, LEATHER Alexander Brothers Standard Pressed Steel Co, 
Chicago Rawhide Mfg. ( a Ameri an Le ather Belting Co, BOXES, TOTE 
Edward R, Ladew o., Inc. ( P ‘ de y ~ 
hicago Rawhide Mtg. Co. Mullins Body Corp. 
ARBORS Edward R, Ladew Co., Inc, ri 7 
| Morse Twist Drill & Machine Co, Moloney Belting Company BRACKETS, WALL 
| BABBITT METALS W. S. Nott Company Bond Foundry * Machine Co, 
bodge Manufacturing Corp Geo. Rahmann & Co, Dodge Mfg. Corr 
The Medart Company 7 Chas, A. Schieren Co, The Hill Clutch, “Machine & Foundry Co, 
sii ee “Sterling’’—Chas, Bond & Co,, Philadelphia Link-Belt Company 
BARRELS, STEEL I, B. Williams & Sons The Medart Company 
Mullins Body Corp. BELTING, LINK T. B, Wood’s Sons Co, 
BARRELS, TUMBLING Chas. A. Schieren Co, BRASS GOODS, STEAM 
Koyersford Foundry & Machine Co, BELTING, ROUND American Injector Co, 
BEARINGS, BRONZE American Leather Belting Co, Detroit Lubricator Co. 
The Runting B & Bronze Co, Chicago Rawhide Mfg. Co, McRae & Roberts Co, 
Arthur Harris & Co, Chas, A. Schieren Co. Penberthy Injector Co, 
Oberdorfer Brass Co. Edward Rh, Ladew Co., Inc. Sherwood Manufacturing Co, 
Stewart Manutacturing Corp I. B. Williams & Sons Co sone - iy: Mfg. Co. 
I t turing Corp. ree ana y 7 1 "m. Powell Co, 
BEARINGS, BRONZE, BABBITTED ' — BELTING, RUBBER Bhctwood Mfg. Co.” 
The Bunting Brass & Bronze Co, “tp ee a ae o., Inc, Sterling & Skinner Mfg. Co. 
BEARINGS, SHAFT, BABBITTED The Mechanical Rubber Co. The D. T. Williams Valve Co, 
Bond Foundry & Machine Co, New York Belting & Packing Co. BRAZING OUTFITS, ACETYLENE 
H. W. Caldwell & Son Co. The Republic Rubber Co. Imperial Brass Mfg. Co, 
Dodge Manufacturing Corporation BELTING, THRESHER BRONZE BARS, CORED AND SOLID 
| jag oo Ty santa h, —, & Foundry Co, "he Hettrick Mfg. Co. The Bunting Brass & Bronze Co. 
Link-Belt ) ly x rg tf. Ladew Co., Inc. Arthur arris fe) 
Phe Medart f ompi any ae es Mechg anical Rubber Co, M. L. Oberdorfer Brass Co, 
5 ding gh ner & Machine:.Co. New York Belting & Packing Co. Stewart Manufacturing Corp. 
T. B. Wood's Sons Co Lk Veh om BROOMS, FACTORY, WAREHOUSE AND 
. = - a pa ‘ ¥ _ : 3. 7illiams “4 Sons RAILRO 
eee sce apical BALL Victor Balata & Textile Belting Co, Indianapolis Brush & “oncom Mfg. Co, 
— sei CN a ae ees BELTING, TRACTOR The Joseph Lay Co, 
SKaye a earl 4 ). : - . 
i ate: 7 a The Hettrick Mfg. Co, BRUSHEs, BENCH, FLOOR, ETC. 
BEARINGS, SHAFT, OILLESS Victor Balata & Textile Belting Co. Indianapolis Brush & Broom Mite. Go - 
Arguto Oilless Bearing Co. BELTING, TWISTED The Joseph Lay Co, oo 
nA ‘ AFT Edward R. Ladew Co,, Inc 
: BEARINGS, SHAI r, ROLLER Zdw rd R. La N a hea BUCKETS, ELEVATOR 
Bond Foundry & Machine Co, Victor Balata & Textile Iting Co. H. W. Caldwell & & 
yodge Manufacturing Corp BELTING, WATERPROOF izes ; 2d: on Co. 
eal inufa a 1g : p. a Wexan@er icutneis Link-Bi It Company 
“The Reeves’’—Reeves Pulley o. lexander Br 1ers ‘ ie Bn toma lines B — 2 
Royersford Foundry & Machine Co. American Leather Belting Co. Ment = line Body Corporation 
. BE T DRESSING Chicago Rawhide Mfg, Co. BURNERS, ASOLINE AND KEROSENE 
= . Br seks sia The Hettrick Mfg. Co. Clayton & Lambert Mfg. Co. 
por ring skied sion a d Edward L, Ladew Co., Inc, BUSHINGS, BRONZE 
rage oe a — uring ‘o. a Moloney Belting Company — eee pi Sree ae a 7 
¢ anto 3elt <ins /0., . W. S. Nott Company i = « 1% oO. 
Chicago Rawhide Ge Ral & ¢ Gharterter Brass Co. 
Joseph Dixon Cruc Cha, re greta ree Stewart Manufacturing Corp. 
Edward R. Ladew Co., Inc geen es CANS, OIL, SUPPLY 
ahs I. B. Wil ; & Sons ANS, » § LY 
r ' a ani ge Mic Co., Inc Victor Balata & Textile Belting Co. P, Wall Mfg. Supply Co. 
uaa «6 BELTS, WELL DRILLING Gus. eet tone 
slow . » t The Hettrick Mfg. Co Geo. W. Diener Mfg. Co 
Stanley Belting Corporation The Hettrict eo. W. ner Mfg. Co, 
rT t Text € wc Stanley Belting Corporation ">c CARI! ¢: f 
Victor Balata & Textile 13 Iting Co. Victor Balata @ Textile Belting Co. ; 5 CANS, SAI ETY, GASOLINE | 
BELT FASTENERS Geo. W. Diener Mfg. Co. H 
The Bristol Company BENCHES, CABINET MAKERS’ CAR-MOVERS i 
Clipper Belt Lacer ¢ ee Cc, Christiansen Advance Car Mover Co. 
Crescent Belt Fas 4 BENCHES (WORK), JEWELERS Appletun Car Mover Co. 
Detroit Belt. Leiman Bros ae CASING, WELL 
Flexible Stee é BENCHES, MACHINISTS’ National Tube Co, 
BELT Tf. AC ING S, LEATHER Cc. Christiansen ASTERS ines 
Alexander Brothers BENCII LEGS Bond ine ce Gea - 
Chicago Rawhide Mfg. Co, The Hill Clutch, Machine & Foundry Co, ; ef is er . 
“Cocheco”’—I. B. Williams & Sons Standard Pressed Steel Co. i CASTINGS. GRAY AND MALLEABU 
Edward R, Ladew Co.,, Ine. ee a - - e i Slutch, achine oundry Co, 
Chen A. Sx seven Co. ct ag age a, Illinois Malleable Iron Co, 
Ce ree ecarirvan . Chicago Nipple Mfg. Co. Link-Belt Company 
: ae BINDERS, LOOSE LEAF CATALOG Poole Engineering & Machine Co. 
-r Belt Lace é 
Eetret eit Encer Ga,” The Heinn Company pond FourgaSTINGS,, SEMI-STEEL 
Flexible Steel Lacing Co. BLOCKS, CHAIN onc oundry Mac nine Co, 
The Bristol Company Ford Chain Block Co. Poole Engineering & Machine Co. 
BELT SHIFTERS Wright Mfg. Co. CATALOGS, MILI. SUPPLY 
Yood’s Sons Co, he Yale & Towne Mfg. Co. 1e Bluford Sharp Company, 
T. B. Wood's § = Mfg. C TI Bluf i SI y 
BELT TIGHTENERS BLOCKS, PILLOW trooklyn Daily Eagle. 
Dodge Manufacturing Corporation Bond Foundry & Machine Co, The Cuneo Press, Ine, 
The Hill Clutch, Machine & Foundry Co, Chicago Pulley & Shafting Co. R. R, Donnelley & Sons Co. 
Ww. A. Jones Foundry & Machine Co, NModge Manufacturing Corporation The Heinn Company 
Link-Belt Company The Hill Clutch, Machine & Foundry Co. CEMENT, LEATHER BELT 
The Medart C pn sage Link-Belt Company Alexander Brothers 
T. B. Wood's Sons C The Medart Company Chicago Rawhide Mfg. Co. 
BELTING, BALATA Royersford Foundry & Machine Co, Cocheco—I. B. Williams & Sons 
Victor Balata & Textile Belting Co. Skayef Ball Bearing Co, Kdward R. Ladew Co., Inc. 
BELTING, CANVAS STITCIIED Standard Pressed Steel Co. Chas, A. Schieren Co. 
The Hettrick Mfg. Co. Ee vrenas Gea CEMENT, PIPE JOINT 
The Mechanical Rubber Co, = eee z ” Joseph Dixon Crucible Co. 
Victor Balata & Textile Relting Co. BLOWERS CHAIN BELTS 
BELTING, CONVEYOR Champion Blower & Forge Co. << eee a ee ELTS 
| The Diamond Rubber Co., Inc. Electric Blower Co. (forge, exhaust, ventilating) 1. - Caldwell ¢ Son oO. 
\ The Hettrick Mfg. Co. Leiman Bros. Link-Belt Company 
When writing to Advertisers please mention Mitt Supp ties. 








naan ane EOS OND IMO 








98 


We SERRE rE 


UJ) v2 L 


ton a 
(V/V) eo 2 





CHAIN DRIVES, 

zAnk-Belt Company 
CHEESE CLOTH 
‘hicago Sanitary Rag Co. 
The J. Milt 


SILENT 


Hagy Waste Works 
P, aa CKS, AUTOMATIC 
Eastern T & Tool Co., Inc., “Eastern.” 
CHUCKS, DRIL I, 
Eastern Tube & Tool Co., Inc., ‘‘Ettco,” 
Morse Twist Drill & Macl 1ine Co. 


CLAMPS, 
Wood's Sons Co, 
CLAMPS, “C" 
ee ng Bros. Tool Co, 
The hard Mfg. Co, 
J. H. “Williams & Co 
CLAMPS, WOODWORKERS’, 
c, Christiansen 
CLEANERS, 
Sherwood Mfg. Co. 
CLIPPERS, 


BELT 
T. B. 


ADJUSTABLE 
FLUE 


BOLT 
H. K, Porter 
( LOC KS, WATCHMEN’S 
k Corporation 
CLOSETS, FROST PROOF 
Jos. A Vogel (s 


Detex Wat 





CLOTHS, WIPING 

Chi go Sanitary Rag Co., Ine. 
Louisville Sanitary Wipers Co., Inc. 

CLUTCHES, FRICTION 
Bond Foundry & Machine Co, 
Chicago Pulley & rafting Co. 
— ge Manufacturing Corporation 

Sdgemont Machine Co., The 

The Hill Clute ‘h, Machine & Foundry Co, 
Link- I y 
The 
The 
“Th Pulley Co 
A. 





Fs. Ds Wood's Sons Co. 

cocks, AIR 
American Injector Co, 
McRae & t ; 
The Wm, 
The Roberts Brass 








The Sterling & Skir . 

The D. T. Willian le 
COC KS, ‘BAL L 

Detroit Lubricator Co. 

McRae & Roberts Co. 

The Sterling & Skinner Mfg. Co. 
COCKS, BATH 

Cl go Nipple Mfg. Co. 

COCKS, CORPORATION 

The Wm, Powell Co, 

coOcKs, CYLINDER 

The Roberts Brass Mfg. Co. 

The Sterling & Skinner Mfg. Co. 
CO Ks, GAGE 
tor Co. 

. I s { 
» Ohio Brass Co. 

The Wm. Powell Co. 

The Roberts B 3 Co 





Sherwood Mfg. 





The Sterling & Skinner Co, 
The D. T. Williams oO. 





cocks, ST E ‘AM 
McRae & 
The Wr é ° 
The nabattn Bre iss Mfg. Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 

COGS, FOR MORTISE GEARS 
Menast Wood Split Pulley Co. 
Poole Engineering & Machine Co, 

COILS AND BENDS, PIPE 

Chicago Nipple Mfg. Co. 


COLLARS, SHAFT 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co, 
Valley Iron Works 
T. B. Wood's Sons Co, 
COLLARS, SHAFT, 
Link-Belt Company 
COLUMNS, WATER 
Nason Manufacturing Co, 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
CONVEYORS, FOR ALL PURPOSES 
H, W. Caldwell & Son Co. 
Link-Belt Company 
COPPERS, 
Chicago Solder Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co, 
COUNTERSHAFTS 
Chicago Pulley & Shafting — 
Edgemont Machine Co., Th 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 





MALLEABLE IRON 


SOLDERING 


July, 1925 





Royersford Foundry & Machine Co, 
T. B. Wood's Sons Co. 
COUPLINGS, PIPE, FLEXIBLE 
Moran Flexible Steam Joint Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works. 
N, A, Strand & Co, 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
Standard Pressed Steel Co. 
B. Wood's Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
The Hill Clutch, Machine & Foundry Co, 
T. B. Wood’s Sons Co. 
COUPLINGS, 
Dodge Mfg. Corp. 
Edgemont Machine Co., The 
The Hill Clutch, Machine & Foundry Co. 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
Wood’s Sons Co. 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co, 
COVERING, PULILFY 
Chicago Pulley & Shafting Co. 
CRAYONS, LUMBER 


SHAFT, FRICTION CUT-OFF 





Joseph Dixon Crucible Co, 
CUPS, LEATHER 

Chi ag0 Rawhide Mfg. Co. 

E R. Ladew Co.,, Inc. 


The Wi atson-s i 
CUPS, 





Iiman Co, 


OIL AND GREASE 
American Injector Co. 
Detroit ul ceator Co. 


Penberthy Injector Co, 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
D. T. Williams Valve Co 
CUPS, GREASE, MALLEABLE IRON 
Link-Belt Company 
CUTTERS, BELT 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co, 
CUTTERS, BOLT, 
H. K. Porter 
CUT TERS, GASKET AND WASHER 
Edward R. Ladew Co,, Inc. 
CUTTERS GLASS 
American Saw & Mf Co. 


( . T TERS, MILLING 


ROD AND CHAIN 





Morse Twist Dr Nl & Machine Co, 
CUTTERS, PIPE 

Armstrong Bros, Tool Co, 

Greenfield Tap & Die Corp. 


Threading Machine Co. 
CUTTERS, ROD 
Bench Machine Tool Co 
CYLINDERS, WATER, 
National Tube Co 


AIR OR GAS 


Wm. B.S & Sons Co, 
DIES, THREADING 
Armstrong Bros, Tool Co. 
Greent rap & ie Corp 
Morse Twist ong ll & Mac hine Co, 


The Oster Mf Co. 

Toledo Pipe Th reading Machine Co, 
DIPPERS, COPPER 

Arthur Harris & Co. 


DISCS, VALVE 
Jenkins Bros. 
Metallo Gasket Co. 

DOGS, LATHE 
Armstrong Bros. Tool Co, 


J. H. Williams & Co, 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co, 
Louisville Electric Mfg. Co. 
Pe Strand & Co. 
Wisconsin Electric Co, 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co, 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST TRON 
The Hill Clutch, Foundry & Machine Co, 
The Medart Company 
T. B. Wovod’s Sons Co. 


NL REL 


EJECTORS 
American Injector Co. 
Nason Manufacturing Co, (acid) 
Penberthy Injector Co. 
Sherwood Mfg. Co. 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
The Roberts Brass Mfg. Co. 
Sterling & Skinner Mfg. Co. 
Sherwood Mfg. Co. 
D. T. Williams Valve Co. 
EXPANDERS, TUBE 
The Watson-Stillman Co, 
Lovejoy Tool Works 
EXPANSION TANKS 
Wm. B. Seaife & Sons Co, 
EXPELLERS, OIL AND MOISTURE 
The V. D, Anderson Co, 
EXTENSIONS, TAP 
The Allen Mfg. Co. 





Geo. W. Diet ner Mfg. Co. 
EXTINGUISHERS, 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Electric Blower Co. 
FASTENERS, 
The Bristol Company 
Crescent Belt Fastener Co, 
Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 
FEEDER VALVES, Ay AM HEATING 
BOILER 


FIRE 


BELT 


Nason Manufacturing Co. 
FILES 
American Swiss File & Tool Co. 
diemakers’, toolmakers’, 


ists’.) 


(Precision, 
jewelers’, machin- 


The Grobet File Corporation of America. 
Scandinavian Western Importing Co., Ltd, 
FILLERS, BARREL 
Moran Flexible Steam Joint Co, 
FILLERS, OILER 
Supply Co. 
FIL TERS, 
Wm. B. Seaif & Sons Co, 
FIRE F IGHTING DEVIC ES—UNDER- 

WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
FIRE PREVENTING EQUIPMENT—UNDER- 

WRITERS’ APPROVED 

Diener Mfg. Co. 
FITTINGS, HIGH PRESSURE 
Chas. F. Elmes Engineering Works 
Henry Vogt Machine Co. 
The Watson-Stillman Co. 

FITTINGS, HYDRAULIC 
Chas. F, Elmes Engineering Works 
Henry Vogt Machine Co, 
The Watson-Stillman Co, 

FITTINGS, PIPE, MALLEABLE 

Illinois Malleable Iron Co. 
Walworth Mfg. Co. 

FITTINGS, PIPE, STEEL 
Chas. F, Elmes Engineering Works 
The Watson-Stillman Co, 
Henry Vogt Machine Co, 

FLEXIBLE SHAFT EQUIPMENTS 
N. A. Strand & Co, 
FLOATS, COPPER 

The V. D. Anderson Co, 
Arthur Harris & Co, 


FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Foundry & Machine Co, 
The Medart Company 
toyersford rounary & Machine Co, 
T. B. Wood’s Sons Co. 
FLUX, SOLDERING 
Chicago Solder Cc. 
FLY WHEELS, CAST IRON 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
T. B. Wood’s Sons Co. 
FORGE BLOWERS, ELECTRIC 
Electric Blower Co, 
FORGES, BLACKSMITH 
Champion Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co. 
Lovejoy Tool Works 
FRAMES, HACK SAW 
E. C. Atkins & Co., Inc, 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 


P. Wall Mfg. 
WATER 


Geo. W. 





ene em. 


has I IO 
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Safety 
Always 


More and more are American railways and 
industries standardizing on the American 
made Libbey Gauge Glasses. And for these 
very good reasons: | 
They stand sudden and radical changes of 
temperature and highest steam pressures. 


They remain clear and transparent in service. 
Uniform in size. 


As the demand grows we need more 
dealers to supply it. If you don’t sell 
them now, write for dealers prices. 


LIBBEY GLASS MANUFACTURING CO. 
TOLEDO, OHIO 














Nason Gauges 


Your Gauge Requirements 
in all lines of work 





either side 
is a Nason 

| Gauge 

that is 

Ny the best 

| that can 

be made. 

Eighty odd 

years of 

craft and 

integrity 

are back 

of our 

products. 





























ten 
Chemical 


Nason Manufacturing Co. 
Steam Specialty Specialists Since 1841 


71 Fulton St., New York 








Our Line is the Recognized Standard on 


Gauge Cocks 











Air Cocks 
Air Valves Water Gauges | 
Cylinder Cocks Priming Cocks | 








THE 
STERLING & SKINNER MEG. CO. 


DETROIT, MICH. 
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Every Service 





Type for 


Bulletins on request 


THE GOULDS MANUFACTURING CO. 
SENECA FALLS, N. Y. 
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undry & Macnine 
Sons Co. 


rsfor I co, 
Wood's 
Fl RNACES _ SOLDERING 
Clayton & Lambert Mf, Co. 
Geo. W. Diener Mfg. “Co 
S dinavian Western Import 


Turner Brass Wot! 


ng Co. 





GAGE GLASSES 

"Meg. Co. 

_GAG Es BYRRANTIC 
Ex ns 


g Works 


Chas, 
The 


w atson-St 


GAG nese LIQUID 
Manufacturing Co, 
GAGES WATER 
Injector Co. 
ricator Co. 
Roberts Co 
Manufacturing Co, 
thy Injector Co. 
Penn Engineering Co 
Powell Co 
rts Brass Mfg. Co. 
& Skinner Mfg. 
T. Williams Valve 
GASKETS 





AMMONIA 
Nason 


Americen 
Detroit 
McRae & 
Nason 
Penber 


Co 





Jenkins Bros 

Hewitt Rubber Co, 

Metallo Gasket Co. 

New York Belting & 
GEARS 

Bond Foundry & Machine de 

a. WW. Caldwell t.. Son Co 


Packing Co 





Dodge Manufa yratior 
The Hill Clut« h Mac hie "ae Foundry Co. 
Link-Belt Compar 

The ” Medar t Goneae 


Poole Engineering & Machine Co, 
GEARS, RAWHIDE 
Rawhide Mfg. Co. 


GEARS, SPEED REDUCING 


Chicago 


The Hill Clutch, Machine & Foundry Co. 
Poole Engineering & Machine Co, 
GENERATORS, ACETYLENE 
Imperial Brass Mfg. Co. 
Gl aan . GAGE 
Jenkit Bros, Mi " 
Che Libbey Glass Mt Co 
GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 
GREASE, LUBRICATING 
Bond Foundry & Machine Co., ““Bondeline” 
Juseph Dixon Crucible Co 
Roye rsfor« i Foundry & Machine Co. 
Waverly Oil W s CX 


bce age BEC = 
Bond Founar hin 
C Chicago Pulley “& Shafting Co. 


AND FLOOR 


} 






sate om Foundry r Ma ne Co, 
Wiscousin Elect: Co 

GRINDERS, ELECTRIC 
Azor Motor Mfg. ° 
The Black & Decker Mfg. Co, 


Bodine Electr Company 
Lou e E t \I { 
N. A. Strand & Co 
Wisconsin Bivce ( 
GRINDERS, TOOL, ROLLER 
Chicago Pulley & Shafting Co. 
GRINDERS, VALVE 
Electric Co. 
GUARDs, ELECTRIC 
Steel Lacing Co. 
GUNS, OIL AND 
Foundry & Machine Co. 
Foundry & Machine Co 
HANDSCREWS 


Co 


BEARING 


Wisconsin 
LAMP 
Flexible 
GREASE 
Bond 


Royersford 





C. Christiansen 
HANGERS, BALL BEARING 
ley & fting Co. 
Bear ‘o 
Works 
HANGERS, DOOR 
F. EB. Myers & Bro. Co. 
HANGERS, PIPE 
“Ball Joi nt’ *—The Penn Engineering Co. 
Illinois Malleable Iron Co, 
Walworth Mfg. Co. 
HANGERS, SHAFT 
American Pulley Company 


Bond Foundry & Machine Co. 

Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 

The Hill Bye ener Machine & Foundry Co, 

Link-Be Company 

The Meda Compan 

Royersford Foundry "e Machine Co. 

Skayef Bull Bearing Co. 

Standard Pressed Steel 

Valley Iron Works 

T. B. Wood’s Sons Co. 

HE ~~ RS, 

Chicago Nipple Mf Co. 
HEADS, EXHAUST 

Swartwout Company 


Co. 


PIPE 


The 


(all kinds) 





bo 
un 


July, 





7 4 r rcv7TTa @ 
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RESISTING PAINT 


HEAT 
, iny 
ts, FEED WATER 


Company 





The Swart 


HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co, 
HOISTS, CHAIN 
Ford Chain Block Co, 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 


HOLDERS, TOOL 


Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
HOSE, COTTON 
Di r Co., Inc. 
The Rubber Co, 





New Iting & Packing Co. 

HOSE, RUBBER 
Diamond Rubber Co., Inc. 
Hewitt Rubber Co. 


2 Mechanical Rubber Co, 





New York Belting & Packing Co 
The Republic Rubber Co, 
HYDRAULIC LEATHEK 
es Rawhide Mfg. Co. 
E s Engineering Works 
haa. ys Schieren Co. 
The Watson-Stillman Co, 
INJECTORS 
American Injector Co. 


Penberthy Injector Co, 








The Wm. Powell Co. 
Sherwood Mfg. Co. 
JACKS, LIFTING 
Ch: F, Elm Eng. Works (hydraulic) 
Love eloy roo! “Ww orks 
JOINTERS, WOODWORKING 
W & Co, 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co 
sie etl PIPE, F XIBLE 
M n I St Joint Co, 
KE TTLEs, ‘STEAM JACKETED 


Arthu Harris & 


Co, 





KNIVES, MACHINE 

E. C. Atkins & Co, 

LACE LEATHER 
Chicago Rawhide Mfg. Co. 
Edw i Kk. Ladew Co., Ine. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 

LACERS, BELT 
Clipper Belt Lacer Co. 
Detroit Belt Lacer Co, 

LACING, ws METALLIC 
Clipp Belt Lacer ompany 
Crescent Belt F r Co, 
Detroit Belt Co 
Flexible Steel Lac ing Co. 
The Bristol Company 
LADLES AND KETTLES, MELTING 

Mullins Body Corporation 

LAMP GUARDS 
Flexible Steel Lacing Co. 

LATHES, WOODWORKING 

Greenfie r & | ‘ ration, 
J i «& ( 


LEATHEK SPECIALTIES 


Alexander Brothers 





Chicago Rawhide Mfg. Co 
> 1 R. Ladew Co n¢ 
Nott Company 
LEATHEKs, HAND 

Chicago Rawhide Mfg. Co 

LEGs, BENCH 
Standard Pressed Steel Co 

LONGSCREWS 
Chicago Nipple Mfg. Co. 
LUBRICANTS, BALL & ROLLER BEKARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 


Way Oil 


Vorks Co, 


LUBRICATOLs 


erly 


American Injector Co. 

Detroit Lubricator Co, 

McRae & Koberts Co. 

The Wm. Powell Co. 

Sherwood Mfg. Co, 

The D. T. Williams Valve Co. 

MACHINE TOOLS 

The Crescent Machine Co, 

Greenfield Tap & Die Corp. 

Royersford Foundry & Machine Co. 
MACHINERY CLUTCHE* 


Chicago Pulley & Shafting Co. 

Dodge Manufacturing —— 
Edgemont Machine Co., Inc 

The Hill Clutch, Machine & "Foundry Co. 
Link-Belt Comp any 

The Medart Company 

The Moore & White Co, 

A. L. Schultz & Son 

T. B. Wood’s Sons Co. 


MACHINES, BAND SAW, FOUNDRY 
The H. G. Thompson & Son Co, ‘‘MilClark”’ 
MACHINERY, COAL HANDLING 


H, W. Caidwell & Son Co. 
lvodge Manufacturing Corporation 
Link-Belt Company 


MACHINERY, CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
Link-Belt Company 
MACHINES, CUTTING OFF 

The H. G. Thompson & Son Co. “‘Milband” 

MACHINES, GRINDING AND POLISHING 
11 ectric Company 

FF oundry & Machine Co, 
ersford Foundry & Machine Co, 
. A. Strand & Co. 
Wise onsin Electric Co. 

MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 

MACHINES, METAL 





CUTTING 


Ee. Cc. Atkins & Co., Inc. 
MACHINES, PIPE CUTTING AND 
THREADING 
Greenfield Tap & Die Corp. 


The Oster Mfg. Co. 
Toledu Fipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEAKING 


Royersford Fovndry & Machine Co. 
MACHINES, TAPPING 





rl Bench Machine Tool Co 
MACHINERY, WOODWORKING 

E. C. Atkins & Co. 

The Crescent Machine Co. 


lathes). 
KAW HIDM 


nfield Tap & Die Corporation ( 


MALLETS AND HAMMEKs, 


(ree 


Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Machine Co, 


MATS AND MATTING, 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co, 


KUBBER 


New York Belting & Packing Co 
MERCHANDISE CONVEVOK= 
Link-Belt Company 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Dodge Manufacturing Corporation 


Bunting Brass & Bronze Co. 
The Medart Company 
Reeves Pulley Co. 

Stewart Manufacturing Corp. 


MILL LEATIIERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The ag Rawhide Mfg. Co. 
Edward R., Ladew Co., Ine. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MOTORS, ELECTRIC 
Motor Mfg. Co. 





Ww isconsin 
Bodine 


Electric Company 

Electric Company 
MOVERs, 

Advance Car Mover Co, 


CAR 


Appleton Car-Mover Co. 
MULE STANDS 
Boud Foundry & Machine Co, 
Dodge Manufacturing (Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 





T. B. Wood's Sons Co, 

NIPPLES, PIPE 
Cl igo Nipple Mfg. Co. 

NUTS, WING 
r} I rhard Mfg. Co, 
OIL PUMPS, HAND 
Sherwood Mfg. Co. 
OIL WELL ACCESSORIES 

The Wm. Powell Co. 

OLLERS, HAND 
P, Wall Mfg. Supply Co. 


OLLERS, MULTIPLE 
Detroit Lubricator Co, 
Sherwood Mfg. Co, 

OLLING DEVICES 

American Injector Co, 
Detroit Lubricator Co, 
McCullough Mfg. Co. 
The Wm, Powe!l Co, 
Sherwood Mfg. Co, 
The D. T. Williams Valve Co. 
OILS, LUBRICATING 
Works Co, 
PACKING, AMMONIA 
Rhopac Products Co. 


FEED 


Waverly Oil 


Chicago 


Diamond Rubber Co., Inc, 
Greene, Tweed & Co, 
Hollow Center Packing Co, 


The Mechanical Rubber Co, 

New York Belting & Packing Co. 

The Republic Rubber Co, 
PACKING, FLEXIBLE 

Chicago Rhopac Products Co, 


METALLIC 


PACKING, HYDRAULIC 
Alexander Brothers 
Chicago Rawhide Mfg. Co. 


Chicago Rhopae Products Co, 
Diamond Rubber Co., Inc, 
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MORAN 
Flexible 


Joints 


For Steam, Air, Water. 
Straight Pattern Gas, Oils and other 
liquids 
MORAN Flexible Joints are 
suitable for almost every pur- 
pose requiring a flexible con- 
veyor of steam, air, gas or 
liquids. Years of actual service 
have demonstrated their superi- 
ority. They are made in seven 
types, all of which can be sup- 
plied with either flange or screw 
ends. All standard joints are 
suitable for a working pressure 
up to 150 pounds. Extra heavy 
joints from 250 to 1000 pounds. 
When ordering specify what 
type of joint wanted and if for 
steam or liquid. They are made 
in sizes from %-in to 36-in. 





Angle Pattern 


Distributors, send for catalog. 


Moran Flexible Steam 
Joint Co. 


217 W. Main St. 
Louisville, Ky. 


Special Liquid Type 


eee” 
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Swartwout Hydromatic Steam Traps 


This Swartwouttrap doesits work per- 
fectly, without trouble, without ex- 
pense. Illustration shows enlarged view 
of monel metalvalveand valve seat, both 
. ofwhich are reversible and interchange- 
} ! able, insuring perfect fit and long wear. 
Should be carried by every jobber. 









(... DEMAND is constantly making the 
sale of Swartwout Steam Specialties more profitable 


to our agents. Back of this increasing demand stands 
consistent advertising, whole-hearted cooperation of our 
salesmen, prompt deliveries, and products of the very 
highest standard. 
High Pressure Bucket, Low Pressure Float and Return, 
Lifting and Vacuum Steam Traps. Cast Iron Exhaust 
Head, Steam, Oil and Air Separators, Air Traps, Water 
Level Control Valves, and the well known Swartwout 
All Service and Junior Feed Water Heaters. 


Swartwout 


Steam Specialties 


THE SWARTWOUT COMPANY 
CLEVELAND, OHIO 


General Offices: 18523 Euclid Ave.--Factories: Cleveland,O.-Orrville,O. 


















THE SUCCESSFUL SALESMAN 


A Book for Mill Supply Salesmen 


By FRANK FARRINGTON 
Contains chapters on the following subjects: 


What Makes a Salesman—It Pays to Study Sales- 
manship—Salesman and Salary—The Salesman’s 
Mental Attitude—Understanding the Customer— 
What Customers Want—Keeping Up the Cus- 
tomer List—The Entering Wedge—Getting On with 
Customers—Showing the Goods—Where Compe- 
tition is Concerned—Selling Better Goods—Putting 
On the Finishing Touches—Putting Punch into 
Salesmanship—Honesty in Selling—The Morning 
After—"‘Selling”’ vs. ‘‘Introducing’’—The Salesman 
and the Catalog—Netting a Profit—Cooperating 
with the House—The Value of Optimism—Curing 
Indifference—The Salesman and his Stomach— 
Selling Goods “As Is’"—The Element of Luck— 
The Value of System—The Traveling Man and the 
Time Table—Getting It Right the First Time—The 
Value of Push—The Dead Center—'‘It Can't Be 
Done’ —The Art of Selling Yourself. 


USE THE COUPON 


“The Successful Salesman” and a year’s 


subscription to MILL SUPPLIES, for $1.50. 





The Crawford Publishing Co., 
537 S. Dearborn St., Chicago. 

Please send a copy of “The Successful Salesman” and MII.L 
SUPPLIES for one year, for which we will remit $1.50 upon 
receipt of the book. 


I igs a issitcc once inaninbciabacosemiaspninmacienanptbiaiicien sh sitinicctiaeiiibs atlig aataneiadanls 


Address 






















When Is Your Territory 
Not a Territory? 


When a manufacturer sells you a 
stock but does not refrain from sell- 
ing your customers when the oppor- 
tunity offers. 


Our Jobber Policy 


is all in favor of the jobber. We continue 
sending our advertising literature into his 
territory, but all orders received from it 
are referred to the jobber. We find this 
policy is appreciated by every jobber who 
sells ATLAS Car Movers and we invite 
other jobbers to share in our 1925 cam- 
paign to put “In Every Plant an Atlas 
Car Mover.” Just write us and say you 
are interested. 





Appleton Car Mover Co. 
Appleton, Wis. 


The correct scientifle principle of compound 
leverage as applied to the ATLAS Car Mover 
sives 40 per cent to 60 per cent more power. 
a longer stroke and quicker action than in: 
any other mover. All the energy is used 
to push the ear, none to lift it. One man 
with an Atlas can move the heaviest loaded 
car. 


‘In Every Plant an Atlas Car Mover’’ 
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Chas. F. Elmes Engineering Works 
Hewitt Rubber Co. 
Hollow _ Cente r Packing Co, 
Edwar R, Ladew Co,, In 
The Me chi in cal Rubber Co. 
New York Belting & Packing Co, 
Ww. S. Nott Company 
Chas. A, Schieren Co, 
The Watson-Stillman Co, 
I, B, Williams & Sons 
PACKING, PISTON 


} go Rho Products Co, 
Dia amond Rubber Co., Inc, 
Greene, Tweed & Co, 

Hewitt Rubber Co. 
Hollow Center Packing Co. 





The Mechanical Rubber Co. 

New York Belting & Packing Co, 

The Republic Rubber Co, 
eeepc RUBBER 


Diamond Rubber Co., Inc, 
Hewitt Rub ber Co. 
Hollow Center Packing Co, 


The Mechanical Rubber Co, 
New York Belting & 
The Republi Rubber Co, 
PACKING, SHEET 
Diamond Rubber Co., Inc, 
“Jenkins ’96""—Jenkins Bros, 
Hewitt Rubber Co, 
Hollow Center Packing Co, 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co, 
PACKING, VALVE STEM 
Diamond — Co., Inc, 
‘ Pr ‘ 












Rl lu Co, 
Greene, Tv i & Co, 
Hewitt Rubber Co, 
Hollow Center Packing Co, 


The Mechanical Rubber Co. 
New York Belting & Packing Co, 
Penberthy Injector Co, 
The Republic Rubber Co, 
The Roberts Brass Mfg. Co. 
Sherwood Mfg. Co. 

PAINT, ACID RESISTING 
The Nitrose Company 

PAINT, BLACK INDUSTRIAI 

The Nitrose Company 

tp ote COLD RESISTING 


The Nitrose Cor ny 
Py. AINT, HE AT RESISTING 
The Nitrose Company 
PAINT, MOISTURE RESISTING 
The Nitrose Compan 


“PAINT, SILICA-GRAPHITE 
Joseph Dixon Crucible Co, 
P ENTS». we ATHER RESISTING 


The N 
PANS, TOTE 
Mullins Body Cory 
PASTE, SOLDERING 
Chicago Solder Co, 


PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
PIPE THREADING TOOLS 
Armstrong Bros, Tool Co. 
Greenfield Tap & Die Cory 
Toledo Pipe Threading Ma: ‘hine Co. 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co. 
PIPE, STEEL 
National Tube Co. 
PLANERS, WOODWORKING 
J. D. Wallace & Co, 
PLATES, BASE 
Bond Foundry & Machine Co, — 
Dodge Manufactu g Corporation 
PLATES, FLOOR AND CEILING 
The Penn Engineering Co, 
PLATFORMS, LIFT TRUCK 
The Plimpton Lift Truck Corporation, 
Standard Pressed Steel Co, 
PLUGS, BRASS AND FUSIBLE 
American Injector Co, 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co, 
The Wm. Powell Co. 
POLES, TUBULAR STEEL 
National Tube Company 
POTS, GLUE, AUTOMATIC CONTROL 
J. D. Wallace & Co. 
POWER TRANSMISSION APPLIANCES 
American Pulley Company 
Arguto Oilless Bearing Co, 
Bond Foundry & Machine Co, 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co, 
A. L. Schultz & Son 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co, 
Valley Iron Works 
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T. B. Wood's Sons Co, 
PRESSES, BEET, HYDRAULIC 
Chas, F. Elmes Engineering Works 
PRESS 
Leiman Bros, 
PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co, 
PRESSES, HYDRAULIC, FORCING 
Chas, F. Elmes Engineering Works 
PRIMING CUPS 
Detroit Lubricator Co, 
McRae & Roberts Co, 
The Roberts Br Mfg. Co. 
The Sterling & Skinner Mfg. Co, 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co, 
PULLEY COVERING 
Chicago Rawhide Mfg. Co, 
PULLEYS, BALL BEARING 
Skayef Ball Bearing Co, 
Yhiecago Pulley & Shafting Co. 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co, 
H,. W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt gr: ipany 
The Meda Co mpany 
Roye ford ‘vouuaer & Machine Co, 
Valley Iron Works 
T. B. Wood's Sons Co, 
Pr UL LEYS, CONVEYOR 
W. Caldwell & Son Co, 
The Hill ( ‘lutch, Machine & Foundry Co, 
k-Belt Company 
1e Medart Company 
B. Wood's Sons Co. 
PULLEYS, FLANGE 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Comy 
The Meda » 
4 I 























iginaw . 
T. B. Wood's Sons Co, 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co, 
g l & afting Co. 

facturing Corporation 
he mont Machine Co. 
The Hill Clute h, Machine & Foundry Co, 
Link-Belt Company 

VY. A t Foundry & Machine Co, 

h ia Company 
The Moore & White Co. 












T. B, Wood's Sons Co. 
PULLEYS, IRON CENTER 
Dodg es ufacturing Corporation 


Men asha Ww ood S; pit ‘Pull y Co, 
R; ; : 
Saginaw Mr Co. 
T. B. Wood's Sons Co 

PULLE Ys, LOOSE 
Chicago oe & Shafting Co, 
odge turing Corporation 
Hill ( “tute h, Machine & Foundry Co. 
Belt Compar 











PUL LEYS, MOTOR 
Birkle Machine Wo 








Dodge Manufacturir Corporation 

The Hill Clutch, Machine & Foundry Co, 

7 A. —_ s Foundry & Machine Co, 
k-Belt Company 


The Me a, irt Company 
Reeves Pulley Co. 
The Rockwood Mfg. Co. 
Saginaw Mfg. Co, 
T. B. Wood's Sons Co, 
PULLEYS, PAPER 
The Rockwood Mfg. Co. 
PULLEYS, ROLLER BEARING 
Skayef Ball Bearing Co, 
PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
Menasha Wood Split Pulley Co, 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co, 
PULLEYS, WOOD SPLIT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Menasha Wood Split Pulley Co, 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
PUMP JACKS 
The Goulds Mfg. Co. 
Mast, Foos & Co. 
F. E. Myers & Bro. Co. 


tS, DRILL, JEWELERS’ SENSITIVE 


PUMPs, AIR 
Leiman Bros, 
PUMPS, BOILER FEED 
The M. L. Oberdorfer Brass Co. 
PUMPS, ELECTRIC 


The Goulds Mfg. Co. 


F. E. Myers & Bro. Co. 
The M. L. Oberdorfer Brass Co, 
PUMPS, GAS AND VACUUM 
Leiman Bros, 
PUMPS, HAND AND POWER 
The Goulds Mfg. Co, 
ay ist, Foos & Co. 
*, E, Myers & Bro. Co. 
The M. L. Obderdorfer Brass Ca, 
PUMPS, JET 

American Injector Co, 
Blakeslee Mfg. Co, 

PUMPS, MINE 
The Goulds Mfg. Co, 
Mast, Foos & Co. 
F, E, Myers & Bro. Co. 

PUMPS, OIL 
Detroit Lubricator Co, 
Leiman Bros. 
The M. L. Oberdorfer Brass Co, 
Sherwood Mfg. Co. 
PUMPS, TANK 
The Goulds Mfg. Co. 
Mast, Foos & Co. 
F, E. Myers & Bro. Co, 
PUNCHES AND DIES 

Royersiord Foundry & Machine Co, 

PUNCHES, HAND 
The Bench Machine Tool Co 

PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORS, HIGH PRESSURE VERTICAL 

TUBE 





Nason Manufacturing Co. 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RANGE BOILERS 
Wm. B. Scaife & Sons Co, 
RASPS 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros, Tool Co, 
REAMERS 
Cleveland Twist Drill Co, 
Greenfield Tap & Die Corn, 
Morse Twist Drill & Machine Co, 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co, 
Poole Engineering & Machine Co, 
ROPE DRIVES 
H. W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
T. B. Wood's Sons Co, 
ROPE, WIRE 
Wickwire Spencer Steel Co., Inc, 
RUBBER GOODS, MECHANICAL 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Jenkins Bros, 
The Mechanical Rubber Co, 
New York Belting & Packing Co, 
The Republic Rubber Co, 
SAFETY DEVICES 
The Crescent Machine Co. 
Dodge Manufacturing Corporation 
SAND BLAST OUTFITS 
Leiman Bros, 
SANDERS, DISC 
J. D. Wallace & Co. 
SAWS, BAND 
American Saw & Mfg. Co. 
E. C. Atkins & Co, 
The Crescent Machine Co. 
The H. G. Thompson & Son Co, (metal cutting) 
J. D. Wallace & Co, 
e, SAWS, BAND, NARROW, WOOD CUTTING 
2. C. Atkins & Co, 
The H. G. Thompson & Son Co, 
SAWs, CIRCULAR 
E. C. Atkins & Co, 
SAWS, HACK (Blades) 
American Saw & Mfg. Co, 
E. C. Atkins & Co. 
The H. G. Thompson & Son Co, 
Victor Saw Works, Inc, 
SAWS, HACK (Machines) 
B. C, Atkins & Co. 
SAWS, HAND 
E. C. Atkins & Co. 
SAWS, SWING, CUT-OFF 
B. C. Atkins & Co, 
The Crescent Machine Co 
SAWS, UNIVERSAL 
J. D. Wallace & Co. 
SCREENS, WIRE 
Wickwire Spencer Steel Co., Inc, 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
N. A. Strand & Co, 
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| WATER GAUGES 


and 
other quality 
Products 














HE construction of Oberdorfer Bronze 

° Pumps is so simple there are no moving 

Air Cocks parts which can become displaced. Every part 

is made of bronze—an assurance of long life 

Steam Cocks and efficiency. Oberdorfer pumps are sure in 

action—moving a given quantity of liquid 

Gauge Cocks constantly or as required. There is a portable 

pump with motor or belt drive, adapted to 
j Ball Cocks | any industrial use. Write for Bulletin “M” 


and name of nearest distributor. 


Air Valves M. L. OBERDORFER BRASS CO. 


Etc. 





Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN Made of Bronze Throughout 
































“Hill Clutch” | 


— @ IN iS : Mill Equipment a 
| LX©O | Years of Service at Full Efficiency 


is the dominant thought in the 


“INDUSTRIAL TYPE” 
GEAR SPEED TRANSFORMER 


To buy paint on a (Pat. applied for) 
“cost per gallon” 
basis is an expense, 
but on a “cost per 
year of service” basis 
j an investment. DIX- 
4 | ON’S returns divi- 
‘ dends of longer and 
better service. The 
best is cheapest in 
the end. Booklet 
71-B tells why. 

JOSEPH DIXON 

CRUCIBLE 
COMPANY 


A nest of plain spur 
gears. revolving in oil 
changes the revolution per 
minute of the input shaft 
to some desired revolutions 
per minute of the output 
shaft. The power transmit- 
ted is the same in both 
shafts. The efficiency is = 
higher than any other form 
of gearing. 





It is the “short cut” from 
motor to machine or from 
shaft to shaft where speeds 
are widely different. It elim- 
inates cumbersome speed 
changing devices and saves 
power losses. 


THE HILL CLUTCH MACHINE & 


Jersey City, 





“Industrial type” 
Speed Transformers 
Low Speed Drive 














FOUNDRY CO. 
General Office and Works New York Sales Office 
Cleveland, Ohio Liggett Bldg., 41 W. 42nd St. 





fill 
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SCREWDRIVERS, HAND 
Amer in Saw & Mfg. Co. 


aay MAC MINE PBODUCTS 


Pressed Steel Co 


sc RE w PLATES 
Tap & rp 





Morse Twist Drill & Machine 
SCREWS, CAP AND sET 

I \ n Mfg. Co 

St Sreseed steel ( 


SCREWs, SAFETY SET 


The ‘Br stol Con pany 
Standard Pr i Steel Co 
SEPAR ATORS, ose. 
The Swartw Com] 
The D, T. Williams Vv: alve Co 
SHAFTING 





AND STEAM 








Foun & Machine Co 
lL, Ir 
Lldwell & Son Co 
Pulley & Shafting Co 





lodge Mz :nufacturing Corporatiou 
The Hill Cluteh Machine & Foundry Co. 


Link I 
Thie ae fart ce 
RNoyersfor¢ Frou 








I.. Schultz & 

T. B. Wood's Sons Co 
SHEARS, HAND 
Bench M ne T ( 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clut h Machine & Foundry Co, 
Link-Belt Company 
the Medart Company 
T. B. Wood's Sons Co 

SHOVELS 
Wood Shovel & Tool Co. 
SLEEVES AND SOCKETS, DRILL 
Lovejov Too Works 
Morse Tv & M Line 
SOLDER, BAR AND WIRE 
Chicago Solder Company 
SOLDERING COPPERS. FLUX, PASTE AND 
SALTS 
Chicago Solder Company 

SOLDE — Ol TFITS, 

Imperial Bre Co. 
SPE : > TRANSFORMERS 

The Hill Clutch Machine & Foundry Co, 
SPROCKETS 


‘he Medart 


ACETYLENE 











i npany 
A. L. Schultz & Son 

STANDs, E — RK ¥ WHEEI 
Bond Foundry & Ma né 


STEAM SP ECIALTIES 
American Injector Co. 
Th r, D, Anderson Co 
u. M. Davis Keguiator Co 
Detroit Lubricator Co. 
Metallo Gasket Co. 
Nason Manufacturing Co. 
Sterling & Skinner Mfg. Co. 
The McRae & Roberts Co. 
The Wm. Powell Co 
The Swartwout Company 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
STEEL 
Bliss & Laughlin, Inc. 
STOCKS AND DIES 
s. To ° 





The | ster } 
Toledo Pipe 





fg. Co. 
"Tasenaen Machine Co 

STRAINERS 
American Injector Co. 
The Swartwout Company 

STRAPS, LEATHER 

Chicago Rawhide Mfg, Co. 
Cr A. Schier 





[. B. William 
* SW AGE S, UPSET 
E. C. Atkins & Co., Inc, 
TABLES, STEAM 
Nason Manufacturing Co. 
FANS, a RE 


TAPER FINS 


Mo Twist I & 
rAPPING wrrac HMENTS 
Eastern Tube & Tool ¢ f 
ae 
Gre i Tap & Die Corp. 
Mors Dr & Mact ( 





THUMB SCREWS 
The Eberhart Mfg. Co. 
TIL ING, RUBBER, INTERLOCKING 

New York Belting & Packing Co. 

TOOLS, BORING 
Armstrong Bros. Tool Co. 

TOOLS, MACHINISTS’ 

American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
The Grobet File Corp. of America, 
Greenfield Tap & Die Corp 


Scandinavian Western Importing Co,, Ltd. 
J. H. Wiiliams & Co, 
TOOLS, P LUMBEKS’ AND STEAMFITTERY’ 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 
TOOLS, SAW 

E. C. Atkins & Co., Ine. 

TOOLS, SCREW CUTTING 
Greenfield Tap & Die Corp. 
TORC HES, BLOW 








Clayton & - Co. 
Geo. W. 
Scandina porting Co 
= i s 
P, Mfg. Supply 

TORC ES, E NGINEERS 
re W Mfg. Supy ( 


T KANSMISSION, Vv ARIABL E SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
it Swartwout Company 
TRAPS, STEAM 


I 





The V. D. An Co. 
u. M. Davis ieguiator Co. 
Nason Manufacturing Co. 

') T. Williams Valve Co. 








The Swartwout Company 
TROLLEYS 
Lovejoy Tool Works 
TRUCKS, HAND 
Menasha Wood Split Pulley Co. 
TRUCKS, I se 
T Plimpton Lift Truck ¢ 





TRU ( KS, Ww. ARE HOU SE 


9d Split Pu oO. 
Tt BES, 'BUILER 
Tube Company 
TUBING, RUBBER 
New York Belting & Packing Co. 
TUBING, STEEL 
National Tube Co. 
TURNBUCKLES 
The Eberhard Mfg, ¢ 
UNIONS, BRASS AND IRON 
lilinois Malleable Iron Co. 
Walworth Mfg. Co. 
VALVE 
Mi 


National 


LEATHERS 
2n 1eer ng Works 
idew Co., In 
VALVE-UNIONS 
Nason Manufacturing Co, 
VALVEs, AIR 

The Penn Engineering Co. 
The Roberts Brass Mfg. Co, 
Sterling & Skinner Mfg. Co. 

VALVES, BALANCED, FLOAT 
Mason Regulator Co. 

VALVES, BLOW OFF 


ineering Works 








Jenkins 





The Wm. 7 , 
The D, 1 ul Valve Co 
Walworth Mfg. Co. 

VALVES, CHECK 
Chas, F. Elmes Engineering Works 





Jentk 
The Ohio 38 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 
VALVEs, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, FLUSH 
I I Brass Mfg. Cc 
VALVEs, GATE, GLOBE AND ANGLE 
Illinois Malleable Iron Co, 
Jenkins Bros 
The Ohio Brass Co. 
The Wim, Powell Co. 
Walworth Mfg. Co. 
The DL. T. Williams Valve Co. 
VALVES. HIGH PRESSURE 
Chas, F. Elmes Engineering Works 
Jenkins Bros. 
The Ohio Brass 
The Wm. Powel) Co. 
Henry Vogt Machine Co, 
The D. T. Williams Valve Co 
Walworth Mfg. Co. 
The Watson-Stillman Co 
VALVES, HYDRAULIC 
Chas. F, Elmes Engineering Works 
Jenkins Bros. 
The Wm. Powell Co 
Henry Vogt Machine Co, 
Walworth Mfg. Co. 
The Watson-Stillman Co, 
The D. T. Williams Valve Co. 
VALVES, POP SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
VALVES, PRESSURE REGULATING 
G. M. Davis Regulator Co. 
Chas. F, Elmes Engineering Works 











Mason Regulator Co, 
Walworth Mfg. Co. 
VALVES, PUMP, RUBBER 
Diamond Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co 
New York Belting & Packing Co. 
VALVES, QUICK OPENING 
Nason Manufacturing Co, 
VALVES, RADIATOR 
Detroit Lubricator Co. 
Jenkins Bros, 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Mfg. Co. 
[The D. T. Williams Valve Co. 
VISES, DRILL PRESS 
Yost Mfg. Co. 
VISES, MACHINISTS’ 
The Fulton Drop Forge Co., ‘‘Dropfo,” 
The Chas. Parker Co. 
Prentiss Vise Co. 
Walworth Mfg. Co. 
Yost Mfg. Co. 
VISES, PATTERN MAKERS’ 
Cc, Christiansen 
Yost Mfg. Co. 
VISES, PIPE 
Armstrong Bros, Tool Co, 
Greenfield Tap & Die Corp, 
he Chas. Parker Co. 
entiss Vise Company 
rok do Pipe Threadi ng Machine Co 
Walworth Mfg. Co. 
Yost Mfg. Co. 
Ss, WOODWORKERS’, 
ristiansen 
Vise Company, 
st Mfg. Co. 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R., Ladew Co.,, Inc. 
WASHERS, RUBBER 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
WASTE, COTTON AND WOOL 
‘hicago Sanitary Rag Co. 
The J. Milton Hagy Waste Works 
WATCHCLOCKS 
Detex Watchclock Corporation 
WATER CLOSETS, FROST PROOF 
Jos, A. Vogel Co. 
WATER FILTERS AND SOFTENERS 
Wm. B. Seca & Sons Co. 
WATER GAGES 
Nason re anufacturing Co, 
The Roberts Brass Mfg. Co. 
The Ste ri ng & Skinner Mfg. Co, 
WATER LEVEL CONTROL 
Nason Manufacturing Co, 
WEATHER RESISTING PAINT 
The Nitrose Company 
WELDING AND CUTTING EQUIPMENT 
Imperial Brass Mfg. Co. 
WELDING ROD, FLUX AND SUPPLIES 
Imperial Brass Mfg. Co, 
WHEELS, GRINDING 
E. C. Atkins & Co., Inc, 
New York Belting & Packing Co, 
WINCHES 
A. L. Schultz & Son 
WIPING CLOTHs, 
hicago Sanitary Rag Co, 
Ihe J. Milton Hagy Waste Works 
Louisville Sanitary Wipers Co., Ine. 
WIRE AND WIRE CLOTH 
Wickwire Spencer Steel Co., Inc, 
WIKEK ROPE 
Wickwire Spencer Steel Co.,, Inc, 
WIKE SOLDER 
Chicago Solder Co. 
WOODWORKERS, VARIETY 
‘rescent Machine Co, 
WRENCH sETS 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
WRENCHES, 
Walworth Mfg. Co. 
J. H, Williams & Co, 
WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
WRENCHES, PIPE 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp. 
Walworth Mfg. Co. 
J. H. Williams & Co, 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
WRENCHES, SOCKET 
The Allen Mfg. Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co, 
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Grobet File Corp. of America 


¢ R m™PtT 


Circular Cut Files 













a 





Grobet Circular Cut Files are made by F. L. Grobet, the 
maker of the celebrated Swiss Files. 


; Grobet Cireular Cut Files are y 
ae made of a hard crucible Raq 

= : a 
a) steel and have deep milled teeth. ~ 


iy 
rf 


64 Reade Street, New York 











“V.B”’ 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Will Supply Houses 


isk for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 
















Range Boilers 
Expansion Tanks 


Plain or Galv’d 
All Sizes 


KS 


WATER FILTERS and PURIFIERS 


For every industrial and domestic use 


Catalogues on Request 


Wm B. Scaife & Sons Co. 


Pittsburgh, Pa.—1st Natl. Bank Bldg. 
New York, N. Y.—26 Cortlandt St. 
Chicago, Ill_—38 So. Dearborn St. 


Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 
Air Tanks Riveted 
Gasoline Tanks Welded 
Oil Tanks Copper Brazed 

















Always in demand — 
MONCRIEFF Scotch Glasses 


Reliable performance has resulted in a wide sale of 
Moncrieff Scotch Gauge Glasses in this country for 
over sixty years. These imported glasses are the 
only gauge glasses being manufactured in Scotland 
today. 

Toughness and clearness are two outstanding fea- 
tures which make every Moncrieff Glass economi- 
cal and safe. The line includes the “Perth Brand” 
for standard pressures, and the “Unific Brand” for 
high pressures. 


JENKINS BROS. 


80 White Street............... -New York, N. Y. 
524 Atlantic Avenue.................. Boston, Mass. 
133 No. Seventh Street........ Philadelphia, Pa. 
646 Washington Boulevard........ Chicago, IIl. 














When you want 
good gears - - - remember 





Pvt) 


16,000 different types and sizes. No patterns used 
or necessary. We also make reduction gears, cast- 
ings and special machinery. Send for catalog No. 
259. 


Poole Engineering & Machine Co. 


Baltimore, Maryland 
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Tools, # MEN 
and expert mechanical men have an- 
yzed the tool trom every angle—"" means 
LE eS : 4 | few ot rhe tools have been given a 
Ah ate ‘é ee: — over 4 Jong period of ume yr means 
LAL A pend! i 4 rhat ¢ plant has erandardized on Black © 
We S KN Y / Decker tools, 24 { is using hundreds or thousands of them, 
; Y} r “ chat rhe tools must continu to perform catisractorlly 
= ; : Whether for use aS production tools by manufacturers 
HE use °! Black & Decker Electric Screw Driver? (il- of automobiles» cajes, engines and parts, OF whether for use 
ated ab Portabl Flectri¢ Drills, and Electris Grinders by Engineers © Millwrights for general P rposes Black & 
ergest product n plants the country means 4 great Deckert tools stand preeminent and have contributed theit 
share towards enabling the U ited States to lead the wor 
cmeraaee > Black © Decker in automobile production 
M 


Maryland, U.S. A- 


The BLACK & ECKER MEG. co. Towson, 
Canadian Factory Lyman Tube Bldg Montreal P.Q-: 

p B 

M 


Electric Screw Driver 
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Decker’s 2s 27 28 25 30 31 
July 25th A rtisement 


in the Saturday ning Post 
Is Shown Opposite 











LThis ts the seventh of 


ot ae The fact that Black & Decker Portable Electric 

( Sé es Vj €e a ‘ a 

monthly advertise- Tools have obtained much favor in automotive pro- 

ments being pub- ° 2 

lished by Black & duction plants is a wonderful endorsement for these 

Decker in the Satur- 

day Evening Post, to tools. 

reach the great gen- § 3 : . 

eral market for Black The quantity production which characterizes the 
4 ecke -ortable . ° c , 

| ln ag aga automotive industry requires the most efficient ma- 

‘ acl chinery and tools, because the saving of five seconds 
ecause of its inter- 2 py 

est to the Black & on one operation, when multiplied by the vast quan- 
Jecke Je b ers, th 3 = - = > 

eal i tity of any production plant, is translated into a sum 


nounced im advance 
month by month in 


Mill Supplies. 


of astonishing proportions. 


Of course the Automotive Manufacturers operating 
on a production basis have staffs of engineers and 
experts of various kinds whose business it is to as- 
certain what electric tools are most efficient. 


The smaller Manufacturer, who buys only a few 
electric tools each year, may not be in a position to 
employ experts to decide what electric tools are 
most efficient, but can take advantage of the experi- 
ence of the automobile production plant’s experts 
and specify “BLACK & DECKER.” 


Special note—Black & Decker does not sell direct 
to any Manufacturer and even in the case of an 
automobile production plant, or a body plant, where 
thousands of electric drills alone are used, these are 
always sold through a Jobber. 


BLACK & DECKER DOES NOT COMPETE 
WITH ITS JOBBERS. 


Watch MILL SUPPLIES for 
August for our next adver- 
tisement in the 
Saturday Evening Post 
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Advance Car Mover Co 
Alexander Brothers, In 

Allen Mfg. Co., The 

American Injector Co 

American Leather Belting Co 
American Pulley Company, The 
American Saw & Mfg. Co 
American Swiss File & Tool Co 
Anderson, V. D. & Co 

Appleton Car Mover Co 

Arguto Oille searing C 

> Tool Co 
Atkins, E. C., & Co 





Beneh Machine Tool Co., The 
Birkle Machine Works 

Black & Decker Mfg. Co., The 
Blakeslee Mfg. Co 

Bliss & Laughlin Co 

bodine Electrie Co. 

Bond Foundry & Machine Co 
Bristol Company, The 

Bunting Brass & Bronze Co., The 


Caldwell, H. W., & Son Co 
Champion Blower & Forge Co 
Chicago Nipple Mfg. Co 
Chicago Pulley & Shafting C 
Chicago Rawhide Mfg. Co 
azo Rhopac Products Co 
» Sanitary Rag Co., In 
zo Solder Co 
Christiansen, C 
Clayton & Lambert Mfeze. Co 
Cleveland Twist Drill Co 






Clipper Belt Lacer Co IR-29 


Columbus Anvil & Forging C 
Crescent Belt Fastener Co 
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Davis, G. M., Regulator Co 92 
Detex Watchclock Corp. 92 
Detroit Belt Lacer Co 16-17 
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Libbey Glass Mfg. Co 99 
Link-Belt Company . = 77 
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Lovejoy Tool Works . 94 
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KING JOHN 


couldn’t have 


Ape JOUNS CAST wit 
bout as 








John King’s servants are 





that were feared. wasted or ig 


Whatever you build, you need Walaorth 











what John King takes 
h all its 


servants, Wa 


elemental Jorces 


gnored a century ago 


Pipe. fittin tives —made by Walworth 
carry them th t house. Walworth va 
and fittings equi oh i th 
power planc that su ricity 


we Breat 


Wherever there is a plumbing installation, a gas 
range, a modern heating system, or a power plant 


WALWORTH 


VALVES. FITTINGS AND TOOLS 


for STEAM, WATER, 


J 
\ & 
, 73 
/ 
\ f 
\ j 


H A 


<. 


for granted 


there is a job for Walworth valves and tings. For 
eight. vears Walworth has cleared the wav for 
¥merican engineers-— bettering the methods of in 






Hation and improving the manufacture of the 
ands of items that are responsible for the 






gui and control of everything that flows 

Specify Walworth valves and fittings to yout 
architect, contractor or engineer and leave the rest 
to him. Walworth products are planned for eth- 
ciency and built for permanence. The line is com- 
plete, and Walworth engineers and distributors are 
at your service for consultation and advice on any 
problems in the equipment and maintenance of a 
piping installation 

WALWOKTH MANUFACTURING CO. Boston, M 


’ GAS, OILAND AIR 


home WALWORTH 
2,000,000 readers 


109 








in the Saturday Evening Post, July 25th 


Month after month such advertisements 
as this have been visualizing the everyday 
importance of Walworth valves, fittings 
and tools in home building and industrial 


development. Pounding away on the 
slogan “Whatever You Build, You Need 
Walworth” we are out to reach the big- 
gest market in the country and make it 
easier for you to sell Walworth on definite 


Chicago Cleveland Glasgow Kewanee, Ill. 
San Francisco Seattle Youngstown 


London 


specifications from the “higher-ups,” the 
purchasing agents and everybody else who 
“buys to build.” 


Naturally enough it is the distributors 
who carry a complete line of Walworth 
valves, fittings and tools who will benefit 
most by the steadily increasing national 
reputation of the name “Walworth.” 


New York Philadelphia Portland, Ore. 
Plants in Boston and Kewanee, Ill. 


WALWORTH INTERNATIONAL CO., New York, Foreign Representative 


WALWORTH MANUFACTURING CO., Boston, Mass. 


“WHATEVER YOU BUILD, YOU NEED WALWORTH” 
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The steel nut is tapped 
thru and the brass 
shell holding the steel 
nut allows the ad- 
vantages of nickel- 
plating over brass. 















er 
Ye 
is 


\ Topped as 
desired 








This shows the actual size 
and dimensions of the 
Ferry Patented Acorn 
Nut illustrated above. 








— a 


PROCESS 







Cross section of new 
FerryPatentedAcorn 
Nut showing how 
the steel hexagon 
nut fits snugly into 
the brass shell. 


At last—a real non-corrosive 
Acorn Nut 


ERE’S the first steel 

nut with a strictly non- 
corrosive brass shell ever 
developed. It is patented by 
Ferry and can be supplied 
atonce in unlimited quantities 
at a price that is most attrac- 
tive compared with regular 
brass acorn nuts. 


This new acorn nut is really a 
steel hexagon nut with a pro- 
tecting brass shell. The shell 
is shaped like that of any ordi- 
nary acorn nut but instead 
of being solid, it is hollow. 


It actually has all the 
strength of a solid steel nut 
and in addition, possesses 
the feature of taking nickel 
plating without rusting. 


We can furnish these nuts 
either in brass, nickel-plated 
barrel finish or nickel-plated 
polished and buffed. 


There are hundreds of places 
where this nut is particularly 
adapted. 


They are made up to both 
SAE and USS specifications. 
Furnished tapped to 4", 
°/6" and 5," inclusive. These 
sizesonlyarecarried instock. 
Any desired threading up to 
*,"can be supplied at very 
little additional cost. 


Many car manufacturers 
have placed orders for this 
remarkable Ferry Patented 
Acorn Nuton first inspection. 


Let us send you samples. Fill in the 
coupon below, today. Don’t delay. 


THE FERRY CAP & SET SCREW COMPANY, Cleveland, Ohio 








The Ferry Cap & Set Screw Co. 
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